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Big 3 Cut Pace, 
Car Production 
Falls to 130,900 


Week’s Output Slightly 
Ahead of Year Ago; 
March Total 580,000 


By Martin L. Whitmyer 
Staff Writer 

UTBACKS by General Motors, 
Chrysler Corp. and Ford Motor 
Co. assemblies held U. S. car output 
to an estimated 130,986 units last 
week — lowest weekly outturn of 
autos since the week ended Jan. 5. 
The 5.5 percent decline from 
the previous week’s production of 
138,646 cars was brought about 
by a shift to four-day operations 
at several GM and Mercury 
plants and reduced Saturday 

operations at Ford division. 

Last week’s output was 105.7 per- 
cent of Automotive News’ three- 
year index, compared with the 111.9 
percent compiled on the previous 
week’s activities. Last week’s out- 
put, however, was 4.2 percent above 
the corresponding week a year ago, 
when the manufacturers turned out 
125,781 cars. 

* + 

_ readjustment in schedules 
* held March output to an esti- 
mated 580,082 units, or 0.8 percent 
‘above the same month a year ago, 
when the makers assembled 575,260 
cars. March production, however, 
was up 1.6 percent from the 570,890 
units assembled in February. 

First-quarter output was esti- 

mated at 1,793,062 units—up 2.9 
‘ percent from the 1,742,934 cars 

produced during the first three 
months of 1956. It also marked 
-best 


rolled 2,129,018 cars 
from the assembly lines. 
The GM decline from 62,309 cars 


brought about by an output-slowup 
at all its divisions. 


* * * 


HEVROLET, which worked its 
; Norwood (O.) plant three days 
and Atlanta, Oakland and ;*1int 
units four days, dropped fro 1,613 
units the previous week to 29,300 

week. 
_ . Buick, which worked only four 
days at its home plant, saw its 


~ week 
». while 
- 9,378 
from 


+ fro 8,500, 

* slumped from 3,371 to 3,360 units. 
+ Oldsmobile production last week 
“was almost identical with the pre- 
: week, when it worked its 
home plant only four days. 
7 .*- 


A SHIFT from a nine-hour to an 

te eight-hour day at Dodge and 

failure of Plymouth to schedule 
(Continued on Page 53, Col. 3) 
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Dealers Raise °57 Sights 


By Fred M. Lazell 
Staff Correspondent 

ES MOINES.—The Iowa Auto- 
mobile Dealers Assn., both by 
formal resolutions and by theme 
of its principal convention speakers 
here March 25-26, declared its mem- 
bers are out to prove that 1957 can 
be a year of “prestige with profit.” 
Strong emphasis was placed on 
“improved business practices 
through quality dealers and on 
trying to insure a year in which 
the average dealer’s profits will 
be better than the 08 percent 


BBB File on One Dealer— 


William Carrico (left), manager of the 
business relations department of the 
Detroit Better Business Bureau, and H. |.| national average of 1956.” 
McEidowney, general manager of the A total of 412 dealers registered 
Detroit BBB office, scan the record on| for the convention at Hotel Fort 


P. L. Grissom & Son (Chevrolet). Des Moines despite a blizzard that 
o—————— One — ee eee 


How Customer Complaints 
Keep BBB on Dealer Trail 


Eprror’s Note: One of the major | cials protested about the Grissom 
techniques 


problems of dealers today is that 
of offsetting the practices of 
some dealers which give the auto 
retailing business a bad name 
with the public. NADA and 
Better Business Bureaus are co- 
operating in a nationwide effort 
to clean up the industry from 


covered Iowa with snow and iso- 
lated many towns the night before 
the convention opened. 

A total of 700, including wives 
and state legislators attended the 
convention banquet Monday night. 

am ” * 


— A. S. Mike Monroney, 
Oklahoma Democrat, keynoted 
the convention when he told a Tues- 
day luncheon session: 

“This year will determine 
whether the somewhat 
freed from factory restrictions 
and running their own show with 
pledges of more ethical business 
practices, can sell as many or 
more cars than formerly or 
whether the industry will revert 
to some of the old high-pressure 
tactics, questionable advertising, 
factory-imposed quotas, cross- 
selling and other fast r 


plore with the automobile manufac- 
turers the possibility of an inter- 
industry agreement on what con- 
stitutes a quality dealer. 

* + + 


THIRD resolution asked the 
association executive committee 
to confer with all Iowa advertising 
media (newspaper, radio and TV) 
to bring about a fuller compliance 
on the industry - recommended 
standards for advertising and sell- 
ing of automobiles.” 
The resolutions committee also 
urged all dealers to write their 





(Continued on Page 4, Col, 1) 


Quarter Ranks 
Among Top 3 


Among the resolutions passed by 
the association was one naming 
cross-selling as “the No. 1 evil of 
the retail automobile sales indus- 
try” and asking NADA to “take 


1,420,000 Car Sales 
Put ’57 Period High 


By Robert M. Lienert 
Associate Editor 


such steps as it deems n 


ecessary 
to immediately remedy this evil.” 
Another asked that NADA “ex- 


Top Cars 


New-car registrations for one 
month, plus 23 states for Febru- 


wir first-quarter figures still 
being compiled, preliminary re- 
ports last week indicated that the 
1957 opener made a determined bid 
to wind up as the second-best such 
period in new-car sales history. 
The estimated total for the first 
three months of 1957 is clustered 


within. Below is a case history 
showing how BBB operates. 
ea 7” +” 
By Joseph M. Callahan 
Staff Writer 
ro the past two years Detroit’s 
Better Business Bureau has been 
using all the weapons at its dis- 
posal to wage a battle against the 
business practices of a Detroit 
Chevrolet dealer—P. L. Grissom & 
Son, 6049 W. Fort St. 
During this period, BBB offi- 


Sales Performance 
Accented in New 
Ford Franchise 


7s long-awaited new contract 
for Ford Motor Co.’s 10,000 deal- 
ers goes into effect today (Apr. 1). 

The new agreement, which the 
dealers, received at zone meetings 
across the country in the past 10 
days and which they are to sign 
and return to the company by Fri- 
day, Apr. 5, was patterned largely 
after the General Motors contract 
which became operative March 1, 
1956. 

Conversations with a number 
of Ford dealers across the coun- 


fied, or (2) that they had read it 

and were seething or (3) that 

they had not read the agreement 

but were upset. 

The latter group of dealers was 
(Continued on Page 52, Col, 1) 


Inside Automotive News... 
Dodge moves to speed delivery of heavy-duty 


trucks, Page 22. 


John Benedict finds turbine engines face an up- 


hill battle, Page 18. 


Is spring a little late this year? Page 14. 
Monroney warns of change in climate, Page 3. 
More Senate hearings on packs, Page 2. 





Charles Grissom, vice-president 
of P. L. Grissom & Son, declined to 
comment on his firm’s troubles. 

During these two years the BBB 
has received some 75 consumer 
complaints against Grissom. One 
woman who brought suit against a 
Grissom salesman said she received 
100-150 congratulatory phone calls 
from people who said they had had 
similar deals. 

az . = 
vos complaints include charges 
of advertising misrepresentation, 
gouging, failure to give necessary 
papers and having prospects sign 
blank contracts. 

Here are some of the complaints 
from the BBB file: 

1. One man said he had started 
to study a bill of sale (which 
contained an alleged $360 over- 
charge) when a strange man sud- 
denly walked into the 
room and diverted his attention 
by shoving over a large pile of 
newspapers and magazines. As a 
result, the buyer said, he didn’t 
notice the alleged overcharge un- 
til he got home. 

2. Another man said he bought 
a new ’56 Chevrolet and when he 
got home he found out that the 
tires from his tradein had been 
placed on the new car. 

3. A woman said that when she 
threatened to complain to the BBB 
about her treatment, a salesman 
followed her into the street in the 
rain, begging her not to complain. 
Finally, she said, he promised to put 
her on the company’s TV show if 
she’d keep away from the BBB. 

: * 


4 A MAN, who was sold a demon- 
* strator which had 1,200 miles 
on it, was all y told later it was 
a used car 20,000-25,000 miles 
on it. 

5. One buyer said that he agreed 
to payments of $56 a month but 
found the “payments had been 
boosted to $81,47 a month. 

6. A native of Holland, in this 
coun only three weeks, reported 
that he was gouged $476 by the firm. 
plug: the Bureau’s iavestignilons 

taken share of the 
of the BBB office 


ig Contin Page 50, Col. 1) 
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ary: 
1957 Pos. 

1—149,341 
2—139,319 
3— 57,884 
4— 47,486 
5— 43,317 
6— 33,293 
I— 26,870 
8— 25,338 
16,181 
11,668 
11,487 
7,257 
6,690 
4,318 
3,230 
1,577 
751 
707 
590 


90 
11,389 
Total All Makes 


closely with totals for the 1956 
and 1951 

The -grouping is so tight that 
the standing of the 1957 quarter 
will not be known with certainty 
until final tabulations for the first 
three months are completed some 
six weeks hence. 

> 


Make 1956 Pos. 
Ford 119,716— 2 
Chevrolet 151,488— 1 
Plymouth 51,005— 4 
Buick 62,160— 3 
Oldsmobile 49,308— 5 
Pontiac 


39,037— 6 
Mercury * 
Dodge [HE alltime first-quarter high of 
1,552,735 Tregistrations, estab- 
lished in 1955, is secure..-The 1957 
quarterly total cannot challenge 
that figure. 
| On the record, second place 
goes to 1956, with its 1,424,424 
registrations in the first quarter. 
Third place, -with 1,416,162 regis- 
trations, is held by 1961. 
Automotives News estimates peg 
| the 1957 quarterly total at 1,420,000. 
Thus, final tabulations could vary 
enough from the current estimate 
—which is based on field reports 
— to show that the first three 
months of 1957 pulled ahead of 
(Continued on Page 4, Col. 4) 


27,076— 7 
21,484— 8 
15,562— 9 
10,489—11 
11,388—10 
6,764—13 
9,598—12 
4,171—14 
1,155—17 


Packard 3,897—15 
Continental 265—20 
Mise. 6,524 


596,599 
Further details on Page 42. 
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Dealers Sponsor School at Prison— 

A vocational training school in automobile mechanics, sponsored 
mobile Dealers Assn., has been opened at the London (O.) Prison 
tion and automobile manufacturers donated chassis, motors and all 
needed in the training courses. Inspecting the school and its facilities are, from 
R. B. Eckle, farm superintendent; &. H. Zimmefman, OADA executive secretary; 
G. Planck, OADA president, and Ohio Gov. C. Williom O'Neill. 
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Senators Intrigued by Finance Pack .. . 
Curb on Insurance Fees Doubted 


By William Ullman 
Washington Correspondent 
ASHINGTON. — Hearings by 
the Senate auto marketing sub- 
committee will be resumed this 
week, but it is anyone’s guess as to 
where the probe will lead. 

One thing is sure. It won’t lead 
to regulatory legislation on auto 
insurance overcharges, which are 
the main concern of the sub- 
committee at the moment, 

Some observers think the sub- 
committee may find the finance 
pack a meatier subject. Senator 
A. S. Mike Monroney, chairman, 
says that he wants to get into the 

subject this year, but he has no 
idea when the subcommittee can 
get down to business. 
* . ae 

_— finance pack was termed a 

national scandal by John L. 
O’Brien, president of the Akron 
Better Business Bureau. O’Brien 
gave the subcommittee a look into 
the mechanics of the pack, but it 
will take time to find the right 
witnesses, collect necessary facts 
to back up questions and begin 
fruitful hearings. 

What is the dealer position on 
this? One put it this way: 

“If there’s something rotten 
going on, I hope they get it 
into the light.” 

Another said: 

“If they could get rij of dealers 
who make a living off phony fi- 
nance charges, then the rest of us 
might be able to make a fair profit 
selling the cars themselves.” 

NADA hasn’t decided yet whether 


IH Ups Buzard, 
Pierson, Callahan 


In Truck Division 


CHICAGO. — Ralph M. Buzard, 
sales manager of International Har- 
vester’s motor truck division, has 
been named general manager of 
the division, Peter V. Moulder, 





president, announced last week. 

Buzard will re- 
port to William 
C. Schumacher, 
vice - president of 
the division, 
Moulder said. 

Louis W. Pier- 
son, assistant 
sales manager, 
was promoted to 
sales manager, 
succeeding Buz- 
ard, said Moulder. 
William E. Calla- 
han, sales manager, eastern region, 
succeeds Pierson as assistant sales 
manager. 

Moulder said that Callahan will 
serve with D. F. Kuntz, whose ap- 
pointment as assistant sales man- 
ager was announced in 1956. 

Moulder said Buzard’s appoint- 
ment was due to the “continued 
growth. and success” of the motor 
truck division which brought 
“heavy responsibilities” to Schu- 
macher. 

Buzard, Moulder said, will assist 
Schumacher in “directing .. . ac- 
tivities and future expansion of the 
.-~- division.” 

Buzard joined International in 
1922 in Ohio and Pierson began 
selling International trucks in Bill- 
ings, Mont., that same year. 

Buzard was named assistant man- 
_ ager of motor truck sales in 1946 
and promoted to sales manager in 
1954. Pierson was appointed assist- 
ant manager in 1946. Callahan was 
appointed eastern regional man- 
ager in 1954. 





Ralph M. Buzard 


—_—_——_ 


Telecast to Mark 


CHICAGO. — Celebration of 
International’s 50th anniversary in 
the truck business will be observed 
this week (Thursday, Apr. 4) with 
a closed circuit telecast to 48 cities. 

The result, International said, will 
be the “biggest truck meeting” in 
history. 

The company said that more than 
1,100,000 of the 2,610,441 Interna- 





it will offer testimony even when|tens of thousands of dollars, in- 


the probe takes up finance packs. 

The Monroney subcommittee will 
hold an additional hearing this 
week on its insurance overcharge 
quiz to hear testimony from W. H. 
Gaunitz, president of Emmco Insur- 
ance Co., South Bend. Emmco is 
one of the firms charged with rate 
misclassification. 

a” * + 
Bb NADA representatives have 
been present at all hearings so 

far, and NADA President Frederick 
M. Sutter and Executive Vice- 
President Frederick J. Bell lunched 
with Monroney during one day of 
investigations. 

It is rumored that the dealer 
group still isn’t convinced that 
the finance “pack” is a device in 
common use. But if facts turn 
up to prove it a widespread 
abuse, NADA will probably move 
into the picture in a hurry. 
Commented one NADA spokes- 

man: “If there’s really something 
underhanded going on here, na- 
turally we want it stopped, and 
stopped fast. That’s always been 
our position and always will be.” 
As for insurance, historically it 
has been closely regulated by state) 
insurance commissions, and Mon-| 
roney isn’t about to tell the state 
commissioners how to do their jobs. 
+ + * 
_yjus leaves the marketing sub-| 
committee with only one func-| 
tion: To expose the facts to public 
view. But even here the senators 
have run into trouble. 

They would like to prove that 

the insurance companies in ques- 





tion placed far more people in | 
the highest premium bracket than | 
their competitors. Comparative 
statistics, however, are missing. | 
Senators have obtained reliable 
averages for all companies from 
the National Automobile Under- 
writers Assn., but the insurance 
companies say they have never 
compiled such averages for their 
own firms. To get them would cost! 














See fe 
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High-Button Wheels— 

First International motor truck was an 
“auto wagon,” produced in 1907. High- 
wheeler was designed to travel rutted, 
muddy farm-to-market roads. Its 20 horse- 
power, air-cooled engine was of two- 
cylinder, four-cycle design, with five-inch 
stroke and five-inch bore. Recommended 
top speed was 20 miles per hour. All 
models through 1915 were right-hand 
drive. 


International entered the heavy- 
duty truck field in 1923 with models 
built at the new Fort Wayne (Ind.) 
plant, Today, International said, the 
Fort Wayne works is the world’s 
largest single plant devoted exclu- 
sively to the manufacture of heavy- 
duty motor trucks. 

“While we may pause briefly,” 
said International, “to pridefully 


tional trucks built during the 1907- | survey the progress made over the 
1957 period are in use on U. S. | last half-century, our golden anni- 


highways. 


| versary byword is not “we’ve come 





1H ’s 50 Truck Years 





surance executives testified. 
aa a * 

a the first four days of 

hearings, Better Business Bu- 
reau officials said that overcharges 
amounted to at least $25 million, 
and they indicated that the in- 
surance companies still owe about 
$20 million of this to policyholders. 
But this is only an estimate. 

No figures were introduced in 
hearings to back up this original 
estimate and it doesn’t seem 
likely that they can be secured 
without putting the insurance 
companies to a lot of extra time 
and trouble. 

Three insurance executives who 


have testified so far feel sure that) 


practically everyone who has been 
overcharged got paid back through 
their refund programs. In reply to 
a question, H. L. Van Horn, head 
of Calvert Fire Insurance Co., said 
he planned no further action. 
At this point, Senator Strom 
Thurmond, South Carolina Demo- 
crat, made a game try to get the 
hearings off dead center. If the} 
state insurance commissioners di- 
rected, he asked Van Horn, would | 
the executive send still another 





letter to policyholders, 
the whole situation? 
Horn make it clear in his letter) 


that refunds might be due some of| § 


the people? 
Van Horn replied wearily that) 
he always cooperates with insurance 
commissioners and would do as| 

they say. 
> 


* = 


explaining | § 
Would Van| § 
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| Reporting on Miami Conference— 
Shown giving Detroit newsmen a briefing on conference in Miami with Louis E. 
Wolfson, American Motors’ largest stockholder, is President-Chairman George Romney. 


Romney said Wolfson supported present 
interest in corporate acquisition by AMC 





WHtLe Thurmond’s suggestion Heads Together— 


is hardly an earthshaking idea, 


it is just about the only concrete | dent-Chairman George Romney, left, ond| Rambler facilities to Chrysler Corp. 
| proposal made during hearings so| No. 1 Stockholder Lovis E. Wolfson, meet | 
far. No one has suggested that the in Miami 


American Motors’ two top men, Presi- 


for much-heralded conference 


companies’ licenses be revoked in| about AMC's future. Wolfson issved state- 


any states where they do business; 
(Continued on Page 49, Col. 1) 


ment of confidence in Romney's regime. 
(United Press photo.) 


Seven California Dealers 
To Open Auto Supermart 


By Steve Sill 
Staff Correspondent 


\cording to Tom Kaye, manager of than it was a year ago. Production 
| Mill Valley Volkswagen and spokes- of '57 models exceeds retail sales 


MILL VALLEY, Calif. — In an/|man for the dealers. 


effort to place their products before | 
additional thousands of potential | 
customers each day, seven dealers | 
in this area have set up an auto} 
supermarket. Opening ceremonies 
are scheduled fot this weekend 
(Apr. 5-7). 

It will be called Marin Auto | 
Circle. While the seven dealers | 
are cooperating in financing the | 
$200,000 project and in advertis- | 
ing, they emphasize that there 
will be keen competition within 
the supermarket itself. 

Mill Valley is the home of sev- 
eral thousand persons who commute | 


each day to San Francisco, about | be shown at a time, but there is a|involving American Motors and @ 
seven miles away across the Golden | potential of 650 units by bringing in | “profitable growth company. 


ibe blacktopped, 


They have leased an acre of 
ground and are constructing a 
two-story building in the center 
of the lot. The ground floor will 


have a meeting room, television | 


room and other conveniences for 
customers, and the second floor 
will have seven offices—one for 
each dealer. 

The area around the building will 
and the seven 
dealers will be given equal space 
to display new and used cars, The 
supermarket will be open seven 
days a week. 

It is estimated that 150 cars can 


Gate Bridge. The suburb is tucked | other models from the dealerships | 
away in the hills, about two miles|a few miles away. 


from the heavily travelled Redwood 
Highway. 

About 35,000 cars pass the Mill 
Valley cutoff on the highway each 
day, and the dealers felt that 
showing their wares to these motor- 
ists would be an excellent way to 
boost sales, 

The dealers also were influenced 
by the fact that most of the com- 
muters are in the above-average 
income brackets and they depend 
on their cars to carry them to and 
from work. 

Property in the vicinity is ex- 
pensive, so the supermarket co- 
operative plan was devised, ac- 


a long way,” but, “look where we’re 
going.” 

The television program will fea- 
ture interviews with John L. Mc- 
Caffrey, chairman; Peter V. 
Moulder, president; W. C. Schu- 
macher, truck vice-president; Ralph 
M. Buzard, newly appointed truck 
general manager; Louis W. Pier- 
son, newly appointed truck sales 
manager; William Reese, manager 
of truck engineering, and H. E. 
Gottberg, manager of truck manu- 
facturing. 





Participating dealerships, in ad- 
dition to the Volkswagen outlet, are | 
Herb’s Chevrolet, Tamalpais Ford, | 
Hyde Motors (Hillman Minx and 
Triumph), Carlsen Plymouth and | 
DeBeaubien Pontiac Co. all of Mill 


Valley, and Towne and Martin 
(Lincoln - Mercury - Willys), San 
Rafael. 





Garage Men Accused 
Of Padding Claims 

CHICAGO.—Four garage men, 
who allegedly padded claims for 
repairs of automobiles involved 
in accidents, and an insurance 
adjuster, accused of approving 
the bills and later receiving kick- 
backs from the men re- 
portedly have been named in nine 
true bills in an alleged insurance 
fraud plot. 

Accused in the true bills with 
forgery and conspiracy to de- 
fraud were a supervising ad- 
juster, three garage owners and 
@ service manager. American In- 
demnity Co.; two owners of 
Northview Garage; a co-owner 
of Avalon Park Auto Rebuilders 
and a service manager for key- 
stone Motor Co. Prosecutors said 
Keystone was not involved in the 
plot. 












American Motors programs, but expressed 
of “profitable growth company.” 


Romney, Wolfson 
In AMC Accord 


Car Output Reported 
Closer to Sales Rate 


By Maynard M. Gordon 

News Editor 
ETROIT. With 350,000 votes 
| of confidence from Louis E. 
Wolfson in his vest pocket, Ameri- 
can Motors President George Rom- © 
ney is ready “to move forward more © 
vigorously than ever.” 

AMC's future, Romney told a 
|Detroit press conference, envisions 
neither liquidation of the Hudson 
and Nash lines nor sale of the 





Wolfson, in a statement issued 
the day after he conferred with 
Romney in Miami, said he not 
only was backing Romney’s pro- 
gram but also was planning to — 
increase his holdings in AMC. ~— 
Wolfson’s 350,000 shares represent 
about 6 percent of the AMC total 
and make the Florida financier 
the company’s largest shareholder. 

American Motors, said Romney, 
is operating much closer to the vest 


by only 1,200 cars and factory and 
field stocks are 18,000 units below 
the year-ago level, with '57 and °56 
sales totals to date virtually identi- 
|cal, he reported. 


“Our operating results are far 
| better than they were a year ago,” 
|he said. “It still is possible for us 
to reach a profitable level of opera- 
tion this year, and we should defin- 
itely do so in 1958 after introduction 
of the first cars fully designed 
since the Nash and Hudson 
merger.” 

Wolfson’s chief interest in AMC 
at the present time, Romney dis- 
closed, is an acquisition or merger 





“‘T’e (Wolfson) spelled out for 
me te acquisition advantage in- 
herent in our $36 million tax 


Chrysler Splits 
MoPar Sales 
And Warehousing 


DETROIT.—Effective today (Apr. 
1), Chrysler Corp. has separated 
the sales and warehousing activities 
of its MoPar Parts division. The 
move is in line with the corpora- 
tion’s continuing program of re- 
arranging operational controls, 

MoPar’s warehousing and related 
activities now come under the auto- 
motive group headed by W. C. New- 
berg, group vice-president. 

Thornton E. Waterfall continueg 
as MoPar president and will head 
all sales and merchandising activi- 
ties under the marketing group. 

Warehousing, inventory manage 
ment and materials control will be 
headed by Hale A. Zeder as director 
of parts and accessory operationg 
in the production programming 
section of the automotive group. 

Zeder formerly was a manufac- 
turing specialist in the automotive 
group. 






























































































IS is the first installment of 
what will be a brief series on 
gelling service and parts on a cash 
basis. I feel a heavy responsibility 
in offering such a series, because 
it involves a major policy decision 
on the part of dealers who still 
operate their business on the open- 
account basis. I am sure you will, at 
jeast, want to read what I have to 
say on the subject because I made 
a careful survey on this important 
phase of dealer operation. 

Dealer activities naturally divide 
themselves into three divisions— 
buying, selling and collecting. We, 
in this trade, have been so sales- 
minded that too frequently we 
have forgotten the importance of 
collection. 

We have often heard it remarked 
that automobile dealerships are not 
modern and that a supermarket 
type of operation will eventually 
supersede them, You need to have 
no fear on that score, because auto- 
mobile dealers are service institu- 
tions selling a highly developed 
trademarked specialty, while the 
supermarket deals in commodities 
which are consumed every day. 

But we can take a lesson from 
the supermarket or the chain store 
in regards to operating on a cash 
basis. One of the advantages of such 
a business is, they have their cash 
in the till every night for the day’s 


business. 
= > > 


Cash in the Till 


COURSE, every automobile 
dealer knows the advantage of 
conducting a service department on 
the cash basis, but most of them 
have been reluctant to do so for 
fear of driving customers away, and 
because they were generally en- 
couraged by their factories to ex- 
tend open accounts. The result is 
that, while dealers as a group feel 
more oppressed by the problems of 
the used-car end of their business, 
the fact remains that accounts re- 
ceivable in dealers’ service depart- 
ments usually are greater in the ag- 
gregate than the used-car inventory 
—and this in spite of the fact that 
@ good many dealers are already 
operating on the cash basis and 
have no open accounts. 

That’s why those dealers, who are 
still extending open accounts, ought 
to give careful consideration to the 
recommendations which follow. It is 
the only way they can put them- 
selves in a competitive position with 
others in the field who also cater 
to automobile owners’ service, ac- 
cessory and maintenance needs, and 
at the same time to have cash in 
the till every night for the work 
they have performed. 

We are not advocating anything 
revolutionary in the retail trade. 
Let us point out, at the start, that 
approximately 65 percent of the 
retail volume in all lines of trade 
is handled on the cash basis. In- 
stallment selling amounts to only 
a little more than 11 percent, and 
open accounts make up the dif- 
ference. 

Now in giving consideration to the 
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recommendations that follow, bear 
in mind that you are considering 
what may be made the most im- 


portant part of your business. New- | - 


car sales volume totals about $18 
billion a year. The aftermarket vol- 
ume runs up to more than twice 
that much. The automobile dealer 
who sells the car originally should 
be the logical source of supply for 
all its service requirements. He is, 
as a rule, both competent and eager 
to fulfill that function, but a large 
share of this aftermarket volume 
has gone to other suppliers for the 
reason that many dealers have 
been reluctant to go after mainten- 
ance business because they didn’t 
want to handle the open accounts 


that went with it. 
* * ” 


The Disadvantages 


— business can be handled just 
as effectively and much more 
profitably on a cash basis, particu- 
larly if you supplement it with a 
budget payment plan as outlined 
later on. Many dealers have already 
changed from an open account to a 
cash basis, with marked benefit to 
themselves—even in some of the 
smaller towns where the trade con- 
sists largely of farmers who have 
been accustomed to credit accom- 
modations for years. The dealers 
who made this change in policy 
were prompted by a realization that 
the carrying of open accounts re- 
acts to the disadvantage of the 
dealer in several ways: 
1—Impairment of working capi- 
tal. Obviously this must result when 
investments in wages and material, 
which are paid for in cash, are tied 
up in open accounts. 
2—Loss of customers. When a 
customer is in arrears on his ac- 
count, he is apt to go elsewhere for 
maintenance needs, at least until he 
has paid what he owes. 
3—Damage to reputation. If you 
have any “knockers” in your com- 
munity, more often than not it 
will be an owner to whom you 
extended credit on repair work to 
a greater amount than he was in 
position to liquidate readily. 
You did a good job, but when 
after 60, 90 or 120 days you press 
him for settlement, he endeavors to 
alibi himself for not paying by con- 
juring up some excuse, such as that 
the car was at fault and shouldn’t 
have required the service, or that 
your charges were too high or your 
work unsatisfactory, in order to 
postpone payment still longer. He 
was satisfied with your work at the 
time of delivery, and was convinced 
of the necessity of having the work 
done, and if he had paid cash at 
that time he would have continued 
to be satisfied. 
4—Increase in overhead expense. 
Accounting and _ collection 
naturally are greatly increased by 
carrying open accounts. It requires 
as many as seven times the number 
of accounting operations to handle 
a credit transaction as are involved 
in a cash sale. On small accounts, 
this extra cost soon wipes out all 
profit. 4 
+ * * 


A Few Exceptions 


OUR accounts receivable show 

up as an asset on your financial 
statement, but you cannot meet a 
payroll and purchase new parts 
supplies with them. The principal 
items in the cost of operating your 
service department are labor and 
parts, both of which you pay for in 
cash. You can’t turn around and put 
them into more or less doubtful 
open accounts, even at a liberal 
markup, and continue very long to 
make money. 

For these reasons you are justi- 
fied in placing your parts and serv- 
ice business on a strictly cash basis 
for all customers, with the excep- 
tion, of course, of business houses 
and large fleet operators who buy 
on purchase orders and pay their 
accounts regularly every month, and 
whose setup isn’t such that they 
can conveniently pay cash for each 
transaction. 

You will probably be called 
(See MUNN, Page 54, Col, 1) 
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By John 0. Munn 


Cleveland Show Dies; 
Dealers Object to Cost 


CLEVELAND.—The Cleveland 
Automobile Dealers Assn., by a 
vote of 77-26, has rejected a move 
to. hold an auto. show in 1958. 


E. Peerce Lake, CADA presi- 
dent, said: “In Cleveland, we have 
to pay for the whole works. Deal- 
ers here feel that if there is to be 
a show, the manufacturers should 
pay for it.” The last show to be 
held here was in 1956 and at- 
tracted 124,900 visitors. 











Monroney Warns N. D. Group .. . 





Factory Crackdowns 
Seen if Sales Tumble 


BISMARCK, N. D.—Auto dealers 
face’ possible crackdowns from 
| manufacturers if sales slump badly 
| this year, Senator A, S. Mike Mon- 
jroney, Oklahoma Democrat, told 
the annual convention of the Auto- 








lowa Dealers Elect Officers— 


New officers of the lowa Automobile Dealers Assn. are, seated, from left, Max E. 
Holmes (Oldsmobile), Des Moines, treasurer, and Ernst E. Wheeler (Ford), Waterloo, 
president. Standing: Robert Bickelhaupt (Studeboker-Packard), Clinton, second vice- 
president, and Cyle J. Murray (Cadillac), Sioux City, first vice-president. Alfred W. 
Kahl, Des Moines, was reelected executive vice-president and secretary. 


New-Car Broker Operation 
Is Ruled Out in Ohio 


DAYTON, O. — A Dayton repre- 
sentative of a Detroit broker who 
is said to sell new cars as much 
as $600 below the usual dealer 
price, was advised by City Prose- 
cutor William P. Keane that he 
was in violation of the Ohio sales 
licensing law. 

Attending a meeting with the 
prosecutor were William Skelton 
and Thomas Calon, representing 
the State Bureau of Motor Ve- 
hicles; Ralph E. Caverlee, secre- 
tary-manager of the Montgomery 
County Automotive Dealers Assn. ; 
Carl Dice, the broker’s Dayton 

representative, and John Naas, 
Dice’s attorney. 

Caverlee, Skelton and Calon said 
the operation works like this: 

Dice is Dayton representative for 

Paul E, Goldsmith, St. Clair Shores, 
Mich. Any local resident may list 
with Dice the 1957 make and model 
car he wishes and the accessories 
he desires. 

The order blank, accompanied by 
a $25 deposit, is forwarded to Gold- 
smith, who notifies the buyer when 
the car is ready. 

The purchaser then must pick up 
the auto in Detroit and bring it to 
Dayton. 

The legal question raised by Cav- 
erlee and the state officers was: 
Is the broker’s representative in 
violation of the Ohio law requiring 
a license for new-car salesmen? 

Keane said that his opinion of 
the law held that Dice was in vio- 
lation of the licensing statute. 

“Any future offenses brought 
to the attention of this office by 
Motor Vehicle Bureau investiga- 
tors or local complainants will 
be prosecuted by this office,” 
Keane said at the end of the 
meeting. 

After the session, Dice told Keane 
that he intends to suspend his 
operations as Goldsmith’s Dayton 
representative. Dice is a mechanic 
at Wright-Patterson Air Force base, 

Caverlee said local dealers had 
complained to him that purchasers 


of the Michigan cars were bring- 
ing them to local dealers for ful- 
fillment of the factory service 
guarantee, a free service to the 
owner. 


A copy of the Goldsmith adver- 
tisement and order blank showed 
it extends the broker’s service to 
“all corners of the U. S, It prom- 
ises transportation from bus or rail 
stations or airports to “receive the 
car you ordered, completely serv- 
iced and ready to go.” 

The purchaser’s cost might be as 
| low as $600 below cars bought from 
|a local dealer, Skelton and Calon 
said. 
| Buyers must pay Ohio sales tax 
}on the cars whenever they get an 
Ohio title for the car, they said, 
adding that a Michigan title and 
bill of sale is given to the pur- 
chaser in Detroit. 





mobile Dealers Assn. of North Da- 
kota. 

“There has been a distinct im- 
provement in factory-dealer re- 
lations,” he said, “but there are 
still a few men in each big manu- 
facturing company who feel you 
must push dealers around to get 
market penetration.” 

If dealers fall down on their job 
this year, “the climate may change,” 
he warned. He urged his audience 
to make a “strong sales push” in 
1957. 

Monroney said he agreed with 
predictions that new-car registra- 
tions will total about 6.2 million in 
1957. 

That is well below 1955’s record 
7.2 million, but is considerably 
better than the 5.67 million yearly 
average since 1950, 

He also cautioned dealers against 
“falling back into the destructive 
trade practices and misleading ad- 
vertising”’ which, he said, have de- 
clined since the congressional in- 
vestigations. 


Illinois Dealers 
Told to Continue 
Collecting Use Tax 


CHICAGO, — Reversing its de- 
cision of last November, the Illinois 
Supreme Court has upheld the con- 
stitutionality of the 2% percent 
use tax, and dealers have been ad- 
vised by the Chicago Automobile 
Trade Association to continue to 
handle their transactions as before. 
Dealers have been continuing to 
collect the tax. 

In its latest decision, the Supreme 
Court ruled that the purchaser will 
now have to pay the use tax on 
the full selling price of an automo- 
bile, regardless of a tradein. Here- 
tofore, the 2% percent use tax ap- 
plied only on the cash difference 
when a car was taken in trade. 

The new decision does not affect 
the retailer's occupational tax (2% 
percent state and % percent city), 
and the dealer’s liability is still a 
total of 3 percent on the cash dif- 
ference of the selling price of an 
automobile and the tradein allow- 
ance. 

CATA advises dealers that under 
the latest ruling the dealer must 
collect the 2% percent use tax on 
the full purchase price of the auto- 
mobile from the purchaser, and 
remit that amount to the depart- 
ment of revenue. His Retail Occu- 
pational Tax liability of 3 percent 
on the cash difference of the trans- 
action will still apply as a credit 
against the use tax collected and 
remitted. 


On the House. . . 


8 “ ... the silly business of making autos lower 


and lower... 


Surely there will be an end to 


the public’s acceptance of the craze and there 
will be a rebound back to the car that provides 


sensible, comfortable riding qualities,” 


declares 


Harry E. Rash, president of the First National 
Bank, Thayer, Kans., who also owns part of a 


Chevrolet dealership 


Richmond (Calif.) 


dealers realized $3,000 from their auto show, 
sufficient to pay off the mortgage of the Rich- 
mond Memorial Youth Center ... 

Illinois association is sending its members 


Wemhoft 
miss the 36th annual IATA convention” . . . Some weeks ago when 


I mentioned having met dealer 


“Ye Olde Crying Towel” to use “in case you 


“Mike Duran” on the beach at 


Daytona, it stirred up quite a bit of speculation around St. John’s, 
Newfoundland, because there was no such name. Now that “Mike” 
is back from Florida, Sales Manager W. Ralph Atwill of Terra Nova 
Motors has found him; he’s Mike Singleton, a,sub-dealer of Terra 


Nova in Clarenville, N. F.... 
Mike... 


Pardon my. slip on your name, 


Copy of the Singapore Standard reveals that the 1957 Rambler 
costs $10,995 in that Far East city, counting extra heavy import 
taxes and freight .. . Bill Lundigan, Chrysler goodwill ambassador, 
made. a hit with Detroit Adcraft Club luncheoneers the other day. 


—Perre Wemuorr, Editor, 
Automotive News 
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Monroney Sees ’57 as Crucial Year .. . 
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Iowa Eyes ‘Prestige with Profit’ 


(Continued from Page 1) 
Congressmen and individually ex- 
press “their opposition to any 
widening of the Federal wage and 
hour laws” that would include auto- 
mobile salesmen, clerical help and 
other dealer employes not now 
covered by such statutes. 

Ernest E. Wheeler (Ford), 
Waterloo, was elected 1957 presi- 
dent to succeed William Crambilit, 
Ottuma. Other new officers are: 
Clyde J. Murray (Cadillac), Sioux 
City, first vice-president; Robert 
Bickelhaupt (Studebaker- 
Packard), second vice-president 
and Max E. Holmes (Oldsmobile), 
Des Moines, treasurer. Alfred 
W. Kahl, Des Moines, was re- 
elected executive vice-president 
and secretary. 

Monroney predicted 1957 will be 
a “good” year for the automobile 
industry with sales of new cars 
totalling about 6,200,000, compared 
with the 5,670,000 average for the 
1951-56 period. 

Monroney said this year’s sales 
will be affected somewhat by the 
“possibility of lower farm prices, 
the high cost of living and the 
‘squeeze’ on small business” but he 
added that he believes automobile 
dealers can prove that “good busi- 
ness practices sell more cars.” 

aa = * 

| i A speech to a joint session of 
the Iowa Legislature Tuesday, 
Monroney praised the so-called 
“full-disclosure and mandatory re- 
fund” auto finance bill which has 
passed the House and now is nend- 
ing in the Senate. He said the 
national dealers association is at- 
tempting to get similar measures 

enacted in all states. 
Frederick J. Bell, NADA ex- 
ecutive vice-president, said auto- 
mobile dealer associations should 





“make the automobile dealer as 
respected in his community as is 
the doctor, the lawyer and the 
banker.” 
“All of those professions have 
codes of ethics which are rigidly 
enforced,” Bell said. “I ask you if} 
our industry hasn’t reached the) 
time when it should do likewise 
with suspensions and even expul-| 
sions of unethical members where | 
necessary. 
“That would amount only to an| 
intelligent application of the prin-| 
ciples of good management and 
that’s all it will take to restore re- 
spect, integrity and responsibility 
to our industry,” Bell said. 


> * > 


NEED better management, 

not alone to give you a better 

profit, but for the more compelling 

reason of upgrading our business 

in the eyes of the public,” Bell told 
the Iowa dealers. 


Bell also declared: “There is 
teo much turnover of manpower 
in the average automobile dealer- 
ship. The NADA hopes within six 
months to provide dealers with a 
series of pre-employment hiring | 
tests which we hope will go a | 
long way toward eliminating the | 

waste now occurring through in- | 
effective employment of prospec- 
tive salesmen.” 

Bell also said that the relations 








Top Chevrolet Salesman— 


K. E. Staley, right, Chevrolet executive 
assistant general sales manager, congratu- 
fetes Herman Walker, Courtesy Chevro- 
let, Los Angeles, after he had been named 
Chevrolet's “Retail Salesman of the Year.” 
Walker's sales volume in 1956 topped all 
others, it was revealed in Detroit at a 
banquet honoring the 66 top Chevrolet 
retail salesmen. 


between dealers and factories have 
improved in the last year. He cited 
the creation of an office of vice- 
president for dealer relations or of 
a council of dealer relations by the 
“Big Three” manufacturers, Ford, 
Chrysler and General Motors. 


One of those vice-presidents, R. 
C. Somerville, Chrysler, told the 
convention “unless we work to- 
gether to overcome the stresses 
and strains of our business the in- 
dustry can look forward to not only 
an increasingly bad public reputa- 
tion but also. political pressures 
calling for fundamental changes in 
the industry.” 

* 


* * 


; HIS is the time for the entire 

industry to work with might 
and main to build character and 
reputation and regain the solid re- 
_ of the country,” Somerville 
said. 


Somerville flayed unethical and 
“gimmick” advertising. “Advertising 
that misrepresents either price or 
product does an enormous amount 
of damage to both factory and deal- 
ers,” Somerville said. 

Somerville told the Iowa dealers 

“a market of 10 million cars an- 
nually isn’t inconceivable in the 
years immediately following 1965. 

Forest Evashevski, Iowa City, 
coach of the University of Iowa 
“Rose Bowl” champions addressed 
the convention banquet and dance 
Monday night. 

He said some educators who are 
inclined to bemoan what they call 
over-emphasis on _ intercollegiate 
athletics “are inclined not to realize 
the true character-building worth 


of athletics.” 


* > 


+ 


|“Ww7E HAD some men on our 1956 
Big Ten championship team 





Elusive Car Thief cas 


that originally came from “back of 
the tracks.’” Evashevski said, “and 
their football training made real 
gentlemen and good citizens out of 
them.” 

“Such training after all is really 
more important than winning the 
Big Ten championship and the 
Rose Bowl game,” Evashevski 
said. 

Don Ross, merchandising man- 
ager of Successful Farming, Des 
Moines, told the convention: 

“We finished a big political cam- 
paign a little while ago and heard 
the politicians cry about (the poor 
farmer); but actually the total farm 
income in Iowa last year was 





$10,000 per farm. 


around $2 billion or an average of | 

































Electronics for Toe-In— 






























































Latest development in automobile production is an electronically operated device 


which will set car wheel toe-in to within 1/64 of an inch. The machine, shown above, 


“Don’t forget that Iowa farmers | Was developed by Chevrolet and the General Motors process development section and 


are among your very best pros- has been installed in Chevrolet's Tarrytown (N. Y.) assembly plant. The machine per- 
— setting toe-in on a completely assembled car with full body deflection as it is 
| ready for the road at the end of the assembly line. Examining the machine as it is 
| prepared for shipment to Tarrytown are, from left, Roger Lucke, Tarrytown chief 


pects. They have the highest per 
capita income of any farmers in 
the U. S. 


Towa elected G, E. Mace (Ford), 
Washington, president; Howard 
Sole, a former Buick dealer, Des 
Moines, first vice-president; By- 
ron Hawn (Studebaker-Packard), 
Waterloo, second vice-president; 
Leo M. McEleney of California, 
formerly of Clinton, third vice- 
president and Elmer Dunn, 
former Ford dealer, Des Moines, 
secretary-treasurer. 

McEleney’s son, Warren McEle- 
| ney, now operating the family Cad- 
illac dealership at Clinton, presided 
| as chairman at the meeting of the 
| Iowa Young Executives. McEleney 
urged organization members to en- 
list more department managers in 
the “young executives” organiza- 
tion. 





Wanted: Anthony Holleran 


DETROIT. He rarely uses 
aliases, he never changes his meth- 


od of operation and yet he is the! 
most elusive car) 


thief “at large” 
in the country to- 
day. 

He is Anthony 
Ulrich Holleran, 
53, who in the 
past year has sold 
at least nine 
stolen cars to 
dealers in the Far 
West and Mid- 
west. 





Anthony Holleran 


Federal warrants as a probation 
violator and a Dyer Act fugitive, 
Holleran has racked up a spec- 
tacularly successful record of 
transactions since he was re- 
leased from prison in late 1955. 

The National Automobile Theft 
Bureau traces his recent known 
activities as follows: 

Apr. 16, 1956, theft in Memphis; 
Apr. 28, sale in St. George, Utah. 

June 13, theft in Cincinnati; 
three weeks later, sale in Reno, | 
Nev. 

duly 3, theft in Louisville; July 
ll, sale in Flagstaff, Ariz. 

July 18, theft in Detroit; July 23, | 
sale in Mesa, Ariz. 

July 31, theft in Detroit; Aug. 11, 
sale in Montrose, Colo. 

Aug. 21, theft in Detroit; Sept. 3, 
sale in Texarkana, Tex. 


Wanted on 


| brown hair which 





Oct. 17, theft in Matteson, IIL; 
subsequent sale in Dodge City, 
Kans, 

Dec, 24, theft in Chesterton, 
Ind.; Jan, 14, 1957, sale in Pampa, 
Tex. 

Jan. 17, theft in Clarksville, Ind.; 
Jan, 30, sale in Veedersburg, Ind. 


|but they have convinced the pur- 
chasing dealers. 

Holleran “downtrades” the 
stolen vehicle, having disposed of 
the original titled “junker” prob- 
ably by simply ditching it. None 
of his ditched cars ever has been 
recovered. 

Claiming he lost all his money 
gambling in Nevada, Holleran sells 
the stolen car in exchange for an- 
other old car. He generally aban- 
dons the “downtrade” back in 
Michigan, where he picks up an- 
other titled “junker” and starts 
the three-car cycle all over again. 

Holleran was accompanied by an 
unknown woman the last two 
known times he sold a stolen car. 
She was described as 38-40, 5’ 6”, 
125 pounds, brunet and plainly 


The Automobile Old Timers of | inspector; Francis Bagley Tarrytown chief engineer; Robert Tuttle, Chevrolet quality 


| control; and George Groener, senior process engineer, GM process development stoff. 





1,420,000 Sales in Quarter 


Rank Amo 


ng Top Three 


(Continued from Page 1) 


1956 (to rank second), fell behind |market, At the wholesale level, ac- 


1951 (to rank fourth) or held as | 


oer (to rank third). 
| Only time—and the R, L. Polk 
|& Co. tabulators—will tell. 
> * . 

|\( THER first-quarter totals in 
| this decade have been 1,286,437 
jin 1950; 1,269,147 in 1953; 1,191,021 
in 1954, and 919,715 in 1952. 
This year’s quarterly total was 
| pushed above 1.4 million by virtue 

of a steady upward trend in sales 
| in the last half of March. 

As the month closed, new cars 
| were moving at a rate estimated in 
excess of 20,000 daily. While a gen- 
eral strengthening was noted, no 
|dealer was willing to use the term, 
|“spring boom.” 

Many remain worried by paper- 
thin profit, stringent credit screen- 
ing and heavy stocks. Despite fac- 
tory production adjustments and 
increasing retail deliveries, stocks 
kept mounting during the month. 

Dealers believe they must do bet- 
ter in the second quarter in all 
categories—sales, profits, credit and 
inventory reduction — if they are 
to avoid red ink later on this year. 

- = . 
A FURTHER strengthening was 
noted last week in the used-car 





dressed. 


Holleran’s description follows: 
White, 5’ 9”, 177 pounds, ruddy 
complexion, medium build, dark 
is receding 
and gray-streaked, blue eyes. He 


| has a faint abrasion scar on the 


right side of his forehead about 
2% inches long and a horizontal 
sear over his right eye. 

His manner is said to be mild 
and disarming. He hurriedly left 
one dealer’s office where he was 
questioned about a title erasure. 
He is not known to be armed. 


Anyone with information’ con- 


|cerning Holleran is asked to con- 


tact the nearest FBI office, state 
police post, sheriff or police de- 
partment. 


Aleoa Opens Campaign 


To Help Distributors 


PITTSBURGH.—Aluminum Co. of 
America today (Apr. 1) is launch- 
ing a new distributor campaign 


Holleran, according to the Theft | calling for 51 sales meetings within 


Bureau, uses a simple deception to 
convince dealers that the stolen 
ears are his. He substitutes his 
name and a false Michigan address 
on titles obtained by purchases of 
old cars purchases which he 


makes usually in rural Michigan. 
After getting the title, the sus- 
pect steals a car, usually a 1955 
Chevrolet, and alters the title to 
fit the stolen car. Some of the title 
alterations have been poor jobs, 


a period of two weeks. 

Aim of the “Aluminum Man” 
program, Alcoa said, is to promote 
a closer relationship between Alcoa 
and its distributor outlets. Included 
are two movies, “Here Comes the 
Aluminum Man” and “Two Can 
Sell Better Than One.” The latter 
film is intended, said Alcoa, to pro- 
mote teamwork between Alcoa’s 
own salesmen and those of the dis- 
tributors. 
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Mobilgas Gal— 


Mary Davis, one of the first women en- 
trants in the 1957 Mobilgas Economy Run, 
gets some driving tips from Dick Griffiths 
before taking her Plymouth test car out 
for a trial run. Griffiths, who won the 
event in 1955, will drive a companion 
Plymouth in the highway performance 
test which. will begin Apr. 14, in Los 
Angeles and wind up Apr. 18, in Sun 
Valley, Id. Women drivers are being 





tivity reached the highest pitch it 
has attained thus far this year. 

The only spot on Automotive 
News’ index that was really soft 
was represented by the newer 
models, according to the auction 
reports. 

Older models were much in de- 
mand, and prices were higher than 
they had been in recent weeks. 


Half of the models on the used- 


|ear index averaged higher in price 


than they did in the early part of 
January. 


Ford Truck Book 


To Speed Delivery 
Of Special Bodies 


DEARBORN.—Ford division has 
distributed a new bodybuilders lay- 
out book giving engineering meas- 
urements for its 1957 truck line. 
The division said the book will 
bring about faster delivery of spe- 
cially designed bodies to fit Ford 
chassis. 

Howard W. Cook, fleet sales man- 
ager, explained that by referring 
to the layout book, body companies 
can begin construction of special 
equipment at the same time the 
chassis is being built at a Ford 
division assembly plant. 

He said the 48-page book con- 
tains detailed engineering drawings 
and tables which show all dimen- 
sions, location of body mounting 
holes and brackets, clearances 
needed for transmissions and axles 
and cab floor openings needed for 
gearshift and other controls. 

The book, which has been dis- 
tributed to body builders across the 
country, also contains the names 
and telephone numbers of fleet and 
truck sales specialists in Ford’s 42 
district and regional offices. These 
men are available to help coordi- 
nate special chassis requirements. 


Renault Offered 
To U.S. Tourists 


NEW YORK. The Renault 
Dauphine is being offered for the 
first time for delivery to American 
travellers abroad in the 1957 over- 
seas delivery plans issued by Ren- 
ault of France. 

Five Renault cars—the Dauphine, 
the 4CV sport sedan, sliding roof 
models of both and the Domaine 
station wagon—are ‘available. 


The basic plan provides for the 
purchase of an automobile through - 
a Renault dealer, a travel agent or 
the Renault main office in New 
York. The car is delivered to any 
principle city in Western Europe 
or North Africa. Renault handles 
the formalities and guarantees re- 


allowed to compete for the first time in|purchase of the automobile after. 


the history of the run. 





its use. 
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Would You 
Pay 25cEach 


for 


~ Used Car Ads 


Like These> 


Ads Worth $25 Apiece— 


Offered at 99% Discount! 


@ 
RESULTS GUARANTEED! 
* 


These classified ads—especially prepared for Used 
Car merchandising—actually answer the questions 
in the prospect's mind when he wonders where to 
look for a good used car! 


They are completely DIFFERENT. They will establish 
your name as the outstanding used-car source: as 
reliable .. . helpful . . . friendly ... sincere... 
intelligent . . . courteous .. . dependable . . . honest. 
There cre 156 ads . . . enough so that you can 
CHANGE COPY EVERY WEEK for the next 3 years! 
People will look forward to reading them, wonder- 
ing what you will say next! 


They were custom-written by some of the finest 
professional copywriters in the United States. And 
«+ they are guaranteed to produce RESULTS! 


Examine the samples at the right. Imagine YOUR 
name in the signature. 


* * * * 


Did you notice how these ads will attract attention 
—stimulate curiosity—arouse interest—intrigue the 
reader—and above ali: make you KNOWN and 
REMEMBERED .. . for cars of quality . .. and for 


dealings of integrity. 
You can use these ads in many different ways: 


They are excellent as “classifieds"—at minimum 
cost—by themselves. 


They cre ideal as an introduction to your regu- 
lar ad, above the listing of “today's specials.” 
They may be set up as DISPLAY ads in other 
sections of the © catch people who 
“didn't even realize” they were in the market 
for a used car! 


They can be used as copy in any mailings you 
send out... on any radio spots you run... as 
“refresher" for your salesmen to read. 


And the cost is almost unbelievable! 


Have you any idea what it would cost to go out 
and get some topflight copywriters to do such a 
series? The price would total about $4,000—fully 
100 times as much! Because you “split with others, 
you pay only 25c per ad (in most towns). Imagine 
—only $13 per year! You SAVE 99% of the cost! 


Yes, sir: these little ads—so tiny in cost—will prove 
potent in results! 


You run very little risk if you accept this oppor- 
tunity—because WE GUARANTEE that any dealer 
using our ads six months or more who does NOT 
hear favorable comment about these ads—who 
does NOT find more people attracted to his place 
—who does NOT think his sales staff has been stim- 
ulated—who does NOT see direct results at lowest 
cost, can simply say so, and we'll REFUND 100% 
of every penny paid us. 


We think this offer is unique. We dare to make 
it only because we KNOW these ads will prove 
profitable to you. Why not write or wire us at 
once? 


H. K. SIMON ADVERTISING 
Pelham, N. Y. 


References: First National Bank, Pelham, N. Y. 
Rated by Dun & Bradstreet. 











The MOST IMPORTANT item 
in our cars is FREE! 


One vital element is FREE with any car 
you buy here. It doesn't show on the Bill 
of Sale; it isn't visible on the car; you 
won't find it under the hood. But it has 
built our business from scratch: it's not 
just what a car LOOKS like, but what it 
really 1S. 

We've been doing business at this stand 
for quite a while . . . long enough for 
word to spread . . . long enough to have 
@ ream of REPEAT CUSTOMERS. That's 
just as important to YOU as it is to US! 
Uniess you're a skilled mechanic, you have 
to rely on the person who selis you. So 
an honored reputation—even though you 
don't pay Ic extra for it—is the MOST 
IMPORTANT ITEM in any car you buy. 
We're proud of ours! 


These Ads are Copyrighted. They MAY NOT BE USED except by Asthorized Dealers. 


Do you want it BIGGER 
or do you want it BETTER? 


“Boy, what a splashy car. Lots of gadgets, 
gizmos and chrome. This is for mel Where 
do | sign?" cries the man who wants 
flash for his cash. 


“Hold on,” cautions the smarter shopper. 
“Don't buy a cor just for jazz. Drive it. 
Check it. Give it the once-over .. . TWICE 
over! Make sure it isn't a mass of misery 
beneath the beauty.” 


We agree. Don't let dazzle dim your judg- 
ment. Be sure you get a good buy, INSIDE 
and out. Visit a dealer who's been around 
a long time... 
shooting .. . 
for example, 


who's noted for square 
who offers solid value. Like, 


ANY QUESTIONS? 


How far has that car gone? Does it 
eat Oil? Has it ever been in an accident? 
Will it... ? Won't it...? Has it... ? 
Con it... ? 


If you're having qualms and asking 
questions—it's not the car for you. 
Is it? 


Better let us ask YOU a few: how much 
driving will you be doing? Pleasure, busi- 
ness, or both? For family use or fun? 
Now, we're getting somewhere . . . 


We'll help you pick the RIGHT car in 
your price range. And we'll GUARAN- 
TEE there'll be exclamations of joy... 
rather than questions of doubt .. . 
after you drive away! 


HEADLINES 
of other Ads 


There are Special tie-in ads to go with 
every Season, every Holiday—ods that 
appeal to every sort of special interest, 
including Valentine's Day, Washington's 
Birthday, Baseball, Swimming, Elections, 
Investing, Boating, Cooking, Ladies’ Day, 
Labor Day, Football, College, Harvest time, 
Races, Columbus Day, Hallowe'en, Hunt- 
ing, Thanksgiving, Christmas, New Year's. 


And plenty of “straight sell""—with punchy 


headlines like these: 


How to Be a 2-Car Family on a 


1-Car Budget. 


These Will Put the WHEE in WHEELS! 


How to Have a CHAMPAGNE Car 


Piain Talk About “Fancy” Bargains. 


I'll Be Down to Get You in a Taxi, 


Honey... 


One Thing You Can't SEE When Look- 


ing at a Car. 


Pay a Little More—Get a LOT More! 


Your Car and Your CHARACTER. 


Your Second Car Should Not Be 


Second Rate! 


Through These Portals Pass the BEST 


Used Cars in Town! 


- -- and 146 others—equally good! 






STOP Looking for lifts... 
Start OFFERING them! 


Tired of waiting for the bus? Wondering 
if it's late again? Hoping a friend will 
drive past and pick you up? 

Treat yourself to the comfort and conveni- 
ence of having your own car. Some mighty 
fine buys—many of them “just broken in" 
—aore available here, right NOW! 


Stop looking for lifts . . . start OFFERING 
them to your friends! Let them thank YOU 
for coming along at the right moment!.. . 
We'll fix you up with a car that will give 
you so much pleasure, you'll say ‘'! should 
have done this long ago!” 


Let us be the LAST to pick you up: 
GRORD +0606 sateen and we'll send a car 
to bring you here right NOW! 


BARNUM is for the CIRCUS . . . 


You may be interested to know that no 
one here is MAD ... LAUGHING... 
FABULOUS . . . LONESOME .. . or any 
other form of insanity. We are not having 
any emergencies, we aren't calling the Fire 
Department, and we don't have 300 cars 
that “must go before noon.” 


We don't believe in insulting your intelli- 
gence with sideshow capers. Here you'll 
find no free lunches, chorus girls, mara- 
thons, or any other whacky nonsense. 

We don't need to distract your attention 
from our cars! 


If you want showmanship, you'll find it 
(for less than the cost of a carl) at your 
favorite theatre. 

If you want CAR VALUE . . . you'll find 
it at 


You first, Mr. Gallagher! 
No! YOU first, Mr. Shean! 


Is your family playing “Gallagher & 
Shean" with that one car in your garage? 
Then it's no comedy act . . . and the con- 
versations won't stay politel Mr. WANTS 
the car. Mrs. NEEDS it. Son turns the play 
into a 3-act thriller . . . he TAKES itl 
We'll raise the curtain on a cast of cars 
that'll have you cheering in the aisle. 
Cars with stage-presence . . . that have 
proved themselves “on the road" and 
here! Not a “villain” among them. Cars 
you con trust . . . with your wife and 
children, too. 


Stop by—toke home one of our Star 
Performers! What an ovation YOU'LL get! 
Gallagher and Shean would have been 
envious. 





NOTE THIS FREE EXTRA! 


With your ads, we'll include—as a free bonus—66 “Merchandising Ideas" from 
our collection of the most successful used-car sales plans on record. 


You will see how an Alabama dealer put up a sign that brought 300 customers inside 


in 5 days .. . how a simple post card resulted in the sale of 700 cars for a Wyo 
ming lot . . . how a dealer in lowa used phone operators to increase his business 40% 
in a month . . . how the owner of an auto repair shop in California became a “per- 


sonality,” with more business than he could handlel 


These are just a few samples. Altogether, you'll get a treasure of merchandising meth- 
ads, publicity plans, showmanship ideas, etc. Here are dramatic and ingenious methods 


to win customers’ gratitude . . 
for your cars... and “hit the jackpot.” 


Hundreds of new ideas are tried every year. Few succeed. Only a handful “go over” 
in a big way. Here are plans that DO go over! The cream of the crop—the business- 
stimulating, action-inspiring, sales-producing plans that consistently win customers! 


This “extra” is yours FREE ... as our gift bonus. Offer is limited . . . better send 


in right away! 


i 
| To: H. K. SIMON ADVERTISIN 
48 Fifth Ave., Dept. 87, Pelham, N. Y. 


| Please send us your USED CAR ADS. We are to receive 156 pieces of copy 
our local newspaper, and in any mailings, radio broadcasts, salesmen's clinics, etc. We are 

also to receive—as a free bonus—66 basic ‘Merchandising Ideas." 
we 


| We are to have the privilege of free inspection for five days. If we decide to keep it, 
It is understood that if we use this for 6 months or more, and are not completely satisfied, 


( ) Please include ........ Extra Copies. (Duplicate copies are $6 each, regardiess 


| ee CRUE Ue ki Gesckcusesocia 

every cent paid to you will be fully refunded. 
RI SE is shia iiicethiodenion 
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| POPULATION PRICE 

| Up te 30,000 —- $39.00 

| Up te 75,000 $49.00 

Up to 150,000 $59.00 

| of population.) 

| 


( ) We are ousiesing oxy check, and deducting 3% cash discount, You are to pay 


postage and ha 





























- sell higher-priced units .. . 
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ing. (Same return privilege.) 










How to Know: 
THIS IS IT! 


When you buy a used car, there's only 
one sure way to know “This is IT." Look 
at things like paint, rubber, mileage . . « 
take it out for a road test . . . and then 
apply the FINAL test! 


How about the SELLER? How long has he 
been in business? Can he give references 





from satisfied customers? Does his sales 








force try to help—or push to sell? We're 
proud of the way our cars pass every 
mechanical and optical test . . . and 
proudest of the way WE pass the other 










tests! 












































The ONLY thing 
We Care About... 


We don't care how many times you putter 
around our place, pop in and out of 
our cars, ask questions from here to 
Sunday breakfast, and bring your friends 
and relatives for THEIR opinions. 

Buying a car is IMPORTANT. You want 


to find out everything there is to know... 
about the car you have in mind. . . about 
the dealer who sells it to you. Will the cor 
STAND UP? Will the dealer STAND BY IT? 
Happily, we have nothing to hide, no 
reason to high-pressure you into a quick 
sale before you discover dirt under the 
rug. That's why you're free to wander 
around as much as you please. 

There's only ONE thing we REALLY core 
about . . . your COMPLETE SATISFACTIONI 





NOW! TODAY! THIS MINUTE! 


Maybe you've been reading our ads 
lately and saying, “One of these days 
I'll drop in there.” But... “one of these 






days” could be years away. 

Don't come in “one of these days.” Come 
in TODAY! 

We've got the very car you want ond 
need—at the lowest price you're likely 
to find. 

Why wait? The cars won't wait. Prices are 
going up. Stocks may soon be scarce. 
Timing is important. And this is the RIGHT 
time for youl It's time for action . . - 
NOW! Put down this paper, and hop over 
here—this MINUTE! 















create excitement 





to use in 


Up to 300,000 $69.00 
Up to 800,000 $89.60 
ver 800,000 $99.00 
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Price, Terms... 





‘Soft Sell, ’ 
Collide in 


By John K. Teahen dr. 
Staff Writer 
“soft sell” and the “hard 
sell” are bumping heads in 
dealer advertising across the coun- 
try. 

In dealer parlance the “soft” ap- 
proach seems to be an effort to 
convince the prospect that “Jones 
Motors” is a good place to go for 
his 1957 car. 

The “hard sell,” on the other 
hand, is an attempt to bludgeon 
the buyer into visiting the store. 
Price and terms are prominent 
as are claims of huge discounts 
and overallowances. 

An excellent example of the 
“soft” technique was an ad in- 
serted by Hicks Ford, Covington, 
Ky., just across the Ohio River 
from Cincinnati. 

° of = 

T PICTURED a man in an easy 

chair, surrounded by newspapers. 
He commented, “Well, I’ve read all 
the auto ads, but I’m still going 
to cross over the bridge to Hicks 
Ford.” 

“Mrs. Householder” agreed: “Yes, 
that's where we save money and 
where we're treated fairly.’ 

Another such presentation was 
made by Klinger Pontiac, New 
York City. Its one-column-by- 
three-inch ad declared, “We don’t 
talk—we do it! Getting to know 
us pays off for YOU.” 

In the same vein, Lester Goodson 
Pontiac, Houston, advised, “If 
you're planning to pay over $2,100 


Dealer Protests 


Erroneous Report 
Of Labor Action 


DETROIT. Aaron Bring 
Chevrolet Co., Inc., Brooklyn, N. Y., 
has protested an item appearing 
in the March 18 issue of AUTOMOTIVE 
News which said, in part: 

“On the dealership front, the 
New York State Labor Relations 
Board has ordered two New York 
dealerships, Aaron Bring Bay 
Ridge, Inc., and Aaron Bring Chev- 
rolet Co., to pay $6,863 in back pay 
to three salesmen who were dis- 
charged for union activity.” 

Avtomotive News was in error in 
terming the action an order of the 
labor relations board. The action 
was a recommendation contained 
in an intermediate report of a trial 


examiner for the New York State | 


Labor Relations Board. 

A. M. Goldberg, executive secre- 
tary of the board, said the action 
reported was the trial examiner's 
recommendation of what he thinks 
the outcome should be and his 
thoughts are now to be reviewed 
by the entire board. 

“The parties involved,” Goldberg 
continued, “now have an oppor- 
tunity to file exceptions to the 
findings of the trial examiner, after 
which the entire board will review 
the whole case. 

“The eventual findings of the 
board are not necessarily binding 
and are subject to review in the 
courts.” 


‘Hard Sell’ 
Dealer Ads 


for a low-priced car, it’s time to 
move up to Pontiac.” 
* + 


HE institutional ad is another 

type of soft sell. Dillingham 
Motors, Inc. (Ford), Cortland, N. Y., 
used this method to say, “After six 
years in Cortland, we are happy to 
present the following facts about 
your Ford dealer: 

“We have sold and delivered 
over 3,000 new and used cars and 
trucks . . 
exceeded $420,000 . . . purchases in 


. our total payroll has | 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 
(Copyright, 1957, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


March 27 


(We had @ very good, fast sale al- 
though it was raining and dreary ali 
day. Sold 203 out of 272 for one of 
our best days.) 

BUICK—’57 RM Riviera, $3,185* (ps). 
’56 Super Riviera, $2,130* (ps), $2,- 
115* (ps); Century Riviera, $2,125* 
(ps). '55 Special 2-dr., $1,665*; Rivi- 
era, $1,435*, 2 at $1,325*; Super 4- 
dr., $1,460* (ps), $1,400* (ps); Rivi- 
era, $1,400* (ps), $1,385*, '54 Super 
Riviera, $1,150* (ps), $1,050*; Spe- 
cial Riviera, $1,130*, $1,065*, $1,- 
055*, $1,035* (ps). ‘53 RM 4-dr., 
$750* (ps), $675* (ps); Super Rivi- 
era, $745*, $665*, $590*; 4-dr., $700*, 
$625*. '52 Super 4-dr., $435*; Special 
4-dr., $340*. 

CADILLAC—’55 (62) Hardtop, $2,460* 
(ps); 4-dr., $2,175* (ps). ‘52 (62) 





Cortland have amounted to over 
$200,000 distributed among over 100 
different business concerns. 

“Our 23 employes pledge their | 
continued effort to serve you 
better and justify the faith you 
have placed in us.” 

An introduction ad can serve the 
same purpose. In Weirton, W. Va., 
a smiling baby called attention to 
an ad which read: “The big change 
for 1957 is Baron Chevrolet, Inc. 
(formerly Central Chevrolet Co.).” 

The company said its personnel 
was unchanged, invited residents to 
its opening and promised, “We 
shall endeavor to continue serving 
the people of the Tri-State area, 
offering at all times the finest cars 
and the best service available any- 
where.” 








* cd * 


————— was the byword ‘of 
an ad by Stephens Buick Co., 
New Orleans. Engendering confi- 
dence, the ad said, are Stephens’ 
service, courtesy, reliability and its 
24-year record as a dealer. 

The hard sell was in progress in | 
the Pittsburgh area as 25 Ford | 
dealers combined to offer a Custom 
two-door sedan for $1,757, including 
heater, but not including State tax 
and license. 

Terms mentioned were 25 per- 
cent down, $11 a week including 
insurance and finance charges 
and no payment until May. 

Three Pittsburgh Chevrolet deal- 
ers jumped on the price merry-go- 
round with offers of 1957 models 
for $1,750 (Coyne-Evans), $1,749 
(Kamin) and $1,739 (Holland). 

In New Orleans, Mel Parnell 
Plymouth was angry. “$50 reward,” 
it screamed, “to anyone who can 
purchase a brand-new 1957 Plym- 
outh for $1,492 as advertised by one 
of our competitors. We will buy 
this car from you at the price ad- 
vertised and pay you a $50 reward 
| besides. 


| 


= * 


|“T,URTHER,” Parnell continued, | 

“to the first 50 persons who 
try to buy this car at this price 
jand can’t, and will make a written 
statement to this effect, we will 
pay a $5 bonus and give a 15 per- 
cent discount on any car in our 
stock.” 

Another New Orleans outlet, 
|Luke Motor Co. (Chrysler-Plym- 
outh), advertised a °57 Plymouth 
|Plaza for $1,579. 

M. C. Patterson, Dodge presi- 
dent, visited Memphis, and Chuck 
Hutton Co. (Dodge-Plymouth) 
saluted the event with a novel 
promotion — “President's Week.” 
It mentioned “extra-special deals.” 
Jennings Buick, Inc., in the Cin- 

(Continued on Page 53, Col. 3) 








Business Barometer 


Auto Production — 153,596 cars, 
trucks in week vs. 149,694 year before. 
Business Failures — 318 in week 


percent from yeor before. 
Freight — 689,226 cars 


in week, an increase of 3,243 cars 


from year before. 

Gasoline Stocks — 205,589,000 
barrels, a decline of 193,000 barrels 
in week. 

Jobless Claims—212,400 in week 
vs. 211,800 year before. 

New-Car Registrations—599,283 
in 1957 to date vs. 596,599 year ago. 

New-Truck Registrations — 83,- 
138 in 1957 to date vs. 95,305 year 


before. 
Oil Stocks—251,921,000 barrels, a 
decline of 72,000 barrels in week. 





Steel Output — 92 percent of ca- 
pacity estimated vs. 93.5 percent week 
earlier. 

Used-Car Prices—$946 in March 
vs. $970 in February. 

Wholesale Prices—116.9 percent 
of 1947-49 index, unchanged from 
week before. 


* * * 


Common Stocks 
March March 1957 
27 20 High low 
Am. Motors 7% 8% 8% 5% 
Chrysler 73%, 74%, 77%, 64% 
Ford 56% 59 595% 54% 
GM 39%. 39%, 43% 38% 
S-P 7 7% 8% 6% 


Average 36.90 37.80 


coupe, $1,135* (ps); 4-dr., $650*. 
CHEVROLET—’57 Bel Air (8) 2-dr., 
$2,100*. °56 Bel Air (8) Hardtop, 
$1,670*, $1,630°, $1,475*; Two-ten 
(8) 2-dr., $1,375* (ps), $1,275*. °55 
Two-ten (8) station wagon, $1,435*, 
$1,290; 2-dr., $1,180*; 4-dr., $1,080*; 
One-fifty (8) station wagon, $1,210*; 
Bel Air (8) Hardtop, $1,325*; 2-dr., 
. $1,160*; Bel Air (6) 2-dr., 
$910*, $740; Two-ten (6) station 
wagon, $1,220*; 2-dr., $960*, $950, 
$925; 4-dr., 2 at $955*. °54 Bel Air 
4-dr., $1,030; Two-ten station wagon, 
$820; 2-dr., $685, $655*, $625; 4-dr., 
$650. ‘53 Bel Air Hardtop, $925", 
$650*, $515*; 2-dr., $575*, $530*, 
$515*; 4-dr., $505*: Two-ten 4-dr., 
‘51. SL Deluxe sedan, $170. 
CHRYSLER ‘55 Windsor 4-dr., $1,- 
$1,700*. 


350°. 

DeSOTO—'56 Firedome 4-dr., 

‘55 Firedome 4-dr., $1,400*, $1,360*. 
‘54 Firedome Hardtop, $1,000*, $755* 
(ps). °53 Firedome 4-dr., $540*, 
$515*. $505*. 

DODGE "56 Coronet 4-dr., $1,650*. 
"55 Custom Royal 4-dr., $1,350* (ps); 
Coronet (6) 2-dr., $710, '54 Coronet 
4-dr., $770*, $760*, $410*; Royal (8) 
4-dr., $720°. 

FORD —’'57 Country sedan, $2,400*, $2,- 
325*, $2,260*; Fairlane (8) 500 Vic- 
toria, $2,280° (ps). ‘56 Parklane 
station wagon, $1,770* (ps); Custom 
(8) 4-dr., $1,620, $1,300, $1,230; 2- 
dr., $1,295*, $1,290°, $1,175; Fair- 
lane (8) Victoria, $1,600*. ‘55 Coun- 
try sedan, $1,530*,. $1,300; Ranch 
Wagon, $1,090*; Fairlane (8) Vic- 


$940", 


toria, $1,350*, $1,300*; 4-dr., $1,150*, 
$1,080*; Custom (8) 4-dr., $1,135*; 
2-dr., $1,200, $945, $850*; Main (6) 
2-dr., $615; Custom (6) 2-dr., $815. 
’54 Country sedan, $950; Custom (8) 
2-dr., $730*; 4-dr., $625. °53 Country 
sedan, $810; Crest (8) Victoria, 
$675*, $600; Ranch Wagon, $540; 
Custom (8) 2-dr., $560, $475; 4-dr., 
$475; Main (8) 4-dr., $450. '52 Main 
(8) 2-dr., $350. °51 Country Squire, 
$255; Custom (8) 2-dr., $535; 4-dr., 
$260. 

KAISER—’53 4-dr., $150. 

LINCOLN—’54 Capri Hardtop, $1,030*; 
Cosmopolitan 4-dr., $975*. '51 Cos- 
mopolitan 4-dr., $225*. 

MERCURY—’56 Monterey station wag- 
on, $1,775*. ’55 Montclair conv., $1,- 
475*, $1,375, $1,300*; Hardtop, $1,- 
425*, $1,360*; Monterey Hardtop, 
$1,465* (ps), $1,385*, $1,305*, $1,- 
300*, $975*. °54 Monterey station 
wagon, $1,250*; 4-dr., $830* (ps). 
’53 Monterey station wagon, $715*; 
Hardtop, $625*, $590*; 4-dr., $685*; 
Montclair 4-dr., $645. '52 Monterey 
Hardtop, $340*. 

NASH—’55 station wagon, $1,275*. ’54 
Statesman 4-dr., $&00*. 

OLDSMOBILE—’57 (88) Holiday, $2,- 
825° (ps). '56 (98) Holiday, $2,230; 
(88) Holiday, $2,155* (ps), $2,125* 
(ps). "55 (98) Holiday, $1,800*; (88) 
Super Holiday, $1,580*; 2-dr., §$1,- 
460*, $1,425". °54 (98) Holiday, $1,- 
425* (ps), $1,300* (ps); (88) Holi- 
day, $1,270*; 2-dr., $1,160*, $1,075*. 
’53 (98) Holiday, $905* (ps). 52 (98) 
4-dr., $815* (ps); (88) Holiday, 
$495*; 4-dr., $220*, $215°. 

PACKARD — '55 Patrician 4-dr., 
230°. °53-Clipper 2-dr., $335*. 
Clipper 4-dr., $525* (ps). 

PLYMOUTH—’55 Belvedere (8) conv., 
$1,110; 2-dr., $1,025, $830; 4-dr., 
$975*, $850*. °54 Belvedere 4-dr., 
$475*. ‘53 Cranbrook 4-dr., $370, 
$350*, $330. ‘52 Cranbrook 4-dr., 
$190. 

PONTIAC—’56 Chieftain (8) 2-dr., $1,- 
590°. "55 Chieftain (8) Catalina, $1,- 
525*, $1,300*, $1,275*; 4-dr., $1,075*. 
’54.Star Chief (8) Catalina, $1,030*, 
$920*; 4-dr., $700; Chieftain (8) Cat- 
alina, $790*; 4-dr., $735*, $635°. ‘53 
Chieftain (8) Catalina, $770*, $755* 
(ps), $745*, $725*, $430*. ‘S51 (8) 
4-dr., $230, $155. 

STUDEBAKER — '54 Champion 2-dr., 
$455*. '53 Commander Hardtop, $406; 
4-dr,, $245°*. 


$1,- 
51 


*andicates automatic transmission or overdrive and (ps), power steering. 


Other Auctions on Pages 38, 39, 40, 41, 44 


Standard Safety Devices 


Urged at House Hearing 


WASHINGTON, — A Michigan 
doctor last week told the special 
House subcommittee on Traffic 
Safety that auto makers must 
either voluntarily get together and 
incorporate all proven safety fea- 
tures in new cars as standard 
equipment or face the possibility 
of congressional legislation. 

The witness was Dr. John R. 
Rodger, Bellaire, who is chair- 
man of the accident prevention 
committee of the Michigan State 
Medical Society. 

He said the medical profession 
“feels there is sufficient evidence 
from many sources .. . to point up 

the unescapable fact that safety 
features of design can reduce 
deaths and serious injuries.” 

He added that, while better driv- 
ing habits will reduce accidents, 
“the driver and other occupants 
must be protected as far as is hu- 
manly possible against possible 
poor driving in their own car or 
poor driving in another car.” 

This protection, he continued, is 
asked from auto manufacturers 
“because they, and they alone, can 
do the job in this area of the traf- 
fic safety field.” 

Rodger said it was this think- 
ing which prompted the Ameri- 
can Medical Assn. in December, 
1955, to pass a resolution strongly 
urging President Eisenhower to 
request legislation authorizing 
the appointment of a national 
body to approve and regulate 
safety standards of automobile 
construction. 

Rodger said the auto makers can 
get together voluntarily on proven 
safety features—even if their in- 
corporation means higher prices— 
and added he was confident that 
cooperation would be worked out 
in this “ideal way.” 

He said such cooperation already 
has been evidenced in producing 
improved standardized headlights 
and the establishment of specifica- 
tions for proper seat belts and an- 
chorages. 

“What has been possible on a 





smaller scale should certainly be 
possible on a much larger scale in 
the near future,” he declared. Then 
he added: “Certain changes in the 
antitrust laws might, of course, be 
necessary.” 

A joint presentation of the Amer- 
ican Bar Assn., the National Safety 
Council and the Northwestern Uni- 
versity Traffic Institute indicated 
that if the current accident rate 
continues unchanged into 1966, there 
will be in that year 54,000 deaths, 
1.9 million injuries and a property 
loss of $6.3 billion. 





Sales Booster— 


To perk up interest in automobile buy- 
ing, SNIAGRAB stickers, shown above, 
have been supplied to 700 Chicago auto 
dealers. Spelled backwards, SNIAGRAB 
mean BARGAINS. The month-long spring- 
time campaign is being sponsored by the 
Chicago Tribune and is designed to call 
attention to car bargains in its want ads. 
Joseph Levy jr., president, Walton Motors 
(Chrysler-Plymouth), is shown affixing the 
first sticker to a Walton automobile, as- 
sisted by Bill Lyke, Tribune classified ad 
sales manager. 









Dyer Act’s Scope 
Broadened by U.S. 


Supreme Court Rules 
All Thefts Covered 


WASHINGTON .—Ending a long. 
standing legal controversy, the U. 
S. Supreme Court has broadened 
the Federal Government’s enforce- 
ment powers in stolen-car cases, 

The Court ruled, 6 to 3, that the 
National Motor Vehicle Theft 
(Dyer) Act covers all felonious 
takings of motor vehicles across 
state lines, including embezzle- 
ments as well as common-law 
larcenies. 


Prior to this decision, issued 
Feb. 25 in the case of the U. S. 
vs. James Vernon Turley. Cir- 
cuit Courts of Appeal had divided 
on @ narrow or broad interpre- 
tation of the word “stolen” in 
the Dyer Act. 

Justice Harold H. Burton, writ- 
ing the majority opinion for the 
Supreme Court, made it clear the 
broad interpretation was to prevail. 


“We conclude,” he stated, “that 
the Act requires an interpretation 
of ‘stolen’ which does not limit it 
to situations which in common 
law would be considerel larceny. 
The refinements of that crime are 
not related to the primary Con- 
gressional purpose of eliminating 
the interstate traffic in unlawfully 
obtained motor vehicles. 

“The Government’s_§ interpreta- 
tion is neither unclear nor vague. 
‘Stolen’ as used in (the Dyer Act) 
includes all felonious takings of 
motor vehicles with intent to de- 
prive the owner of the rights and 





| benefits of ownership, regardless of 


whether or not the theft constitutes 


;}common law larceny.” 


The Supreme Court reversed a 
U. S. District Court decision stat- 


| ing that Turley’s offense was not 


covered by the Dyer Act. He had 
borrowed a 1955 Ford from a 
friend in Columbia, S. C.. and 
resold the car in Baltimore with- 
out the owner’s permission. 
Justice Felix Frankfurter, author 
of the minority opinion, said he 
was opposed to “bringing to the 
Federal courts a mass of minor 
offenses that are local in origin 


}until Congress expresses, if not an 


explicit, at least an unequivocal de- 
sire to do so.” 

Other dissenters were Justices 
Hugo L. Black and William O. 
Douglas. 


N.C. Dealer Group 
Requests Hearing 


On Revenue Bill 


RALEIGH, N. C. — The North 








Carolina Automobile Dealers Assn. 
has requested a hearing before the 
Joint Finance Committee of the 
Legislature on all phases of a pro- 
posed revenue bill which will affect 
auto dealers. 

Among the items are sales tax, 
gross receipts tax and wholesale 
tax. The association has asked its 
members to attend the hearing. 

The NCADA is opposed to an- 
other bill which, it feels, would 
work a hardship on dealers. This is 
a proposal to permit counties, cities 
and towns to buy equipment and 
supplies through the State purchas- | 
ing division. Title would be granted | 
in the name of the local unit. 

The association also reported 
that a bill dealing with vehicle 
equipment, such as dual headlamps 
and seat belts, has passed the Sen- 
ate and has gone to a House com- 
mittee. | 

A driver training bill has been | 
withdrawn from the Finance Com- — 
mittee and has been returned to | 
the House Roads and Highway | 
Safety Committee. 


Ft. Myers Group 
Is Reactivated, 


FT. MYERS, Fla. — The Ft. 
Myers Automobile Dealers Assn. 
has been reactivated and the fol- 
lowing new officers elected: 

President, Walter Coles (Pon- 
tiac); Vice-president, Harold Case 
(Chevrolet-Cadillac), and secretary- 
treasurer, Dennis Henry (Dodge- 
Plymouth). 












HAIL... ALL HAIL 


MRS. AMERICA 


De Soto dealers have an exclusive in the nation’s fastest-growing promotion program .. . 

the Mrs. America contest. From coast to coast, the gals flock to enter. 

(Married women, with families—in a word . . . prospects). De Soto dealers take advantage of 
ready-made publicity and promotion. Even after the contest is over, -the benefit to De Soto 
dealers goes on . . . because the winners are available for appearances in dealers’ showrooms 

in connection with other special promotions. The Mrs. America contest is a nation-wide event 


that’s a local promotion for every De Soto dealer. Just one more reason why .. . 


IT PAYS TO BE A DE SOTO DEALER 
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U. of Mich. Analyzes Purchases .. . 


Study Finds 60% Use Car Credit 


ANN ARBOR, Mich. — One of 
every three new cars is purchased 
by a middle-class family with an 
income between $5,000 and $7,500 
and more than two-thirds of these 
purchasers buys on credit. 


Families with incomes of mor 


Miller Ponders 
Appeal of Verdict 
Upholding Ford 


WINSTON-SALEM, N. C. 
Attorneys for J. H. Miller, former 
Lincoln-Mercury dealer here, said 
last week they probably would 
appeal the U. S. District Court 
dismissal of Miller Motors’ $1,419,- 
462 damage suit against Ford Motor 
Co. 

Judge Roszel C. Thomsen, of 
Baltimore, ruled that “such market 
domination or distribution control 
as Ford may have exercised, or 
such ‘economic captivity’ as it may 
have imposed .. . did not amount 
to monopoly” in the sense of viola- 
tion of the Sherman Antitrust Act. 

Miller, whose franchise was 
withdrawn by Ford after having 
served as Lincoln-Mercury dealer 
from 1946 until August, 1954, had 
charged Ford with coercion of its 
dealers and monopolistic practices. 
Judge Thomsen awarded the plain- 
tiff $1,417.10 for repairs to new cars 
which were defective when received 
from the defendant company, but 
ruled out the monopoly claims and 
said the plaintiff was not entitled 
to the treble damages it sought. 

In his order, he stated that from 
1952, up until the present time “the 
automobile companies, particularly 
General Motors and Ford, seemed 
determined to sell even more cars. 
Substantially increased quotas were 
presented to plaintiff and other 
dealers in most cases the 
volume of cars could not be sold in 
the traditional manner; and the 
practice of holding blitz sales (sell- 
ing more cars at a smaller profit) 
developed throughout the industry.” 

He said that during this period 
Ford dominated its dealers, but 
that “evidence shows ‘no real dis- 
crimination” against Miller Motors. 
And as for the plaintiff's contention 
that Ford monopolized its business 
because it alone produced Lincoln 
and Mercury cars, he said Congress 
“evidently did not share” in such 
a view. 


than $7,500 represent another third 
of the new-car market, and are 
more likely than not to pay cash 
|for their purchase. Overall, 60 per- 
|cent of new-car buyers use credit. 
These are among the principal 
| findings of a study on “Factors 
| Associated with the Use of Con- 
| sumer Credit” by the University 
| of Michigan’s Survey Research 
| Center, recently published as part 
| of a five-volume study on con- 
sumer credit by the Federal Re- 
serve Board. 
| Data for the- study was drawn 
|from the surveys of consumer fi- 
nance conducted by the center in 
cooperation with the Board of Gov- 
ernors of the Federal Reserve Sys- 
tem, and represents a cross-section 
of all spending units in the United 
States. 

As would be expected, the study 
showed a close relation between 
income and use of credit. Eighty 
percent of those with incomes be- 
|tween $3,000 and $4,000 used credit 
to finance car purchases, com- 
pared with only 35 percent of those 
with incomes of $10,000 or more. 

The study reported, “Even after 
the purchase, people who buy new 
cars for cash have larger liquid 


Willys Reports 
1956 Earnings 
Of $3,593,000 





TOLEDO. — Willys Motors, Inc., 
showed a net profit of $3,593,000 in 


1956, most of it from operations, 
the company announced. In 1955, 
the company earned $3,140,802 from 
operations and $1,504,906 from non- 
operating items of a nonrecurring 
nature for a total of $4,645,708. 

Sales in 1956 reached $140,676,000, 
compared with $160,033,000 a year 
jearlier. The 1956 figure included 
| $24 million under defense contracts, 
and 1955 sales included $34 million 
|in Government sales. 

Unit sales in 1956 totalled 64,000, 
down about 12,000 from 1955. The 
company said that more than 50 


percent of the decline could be | 


jattributed to the fact that no mili- 
tary Jeeps were produced in 1956. 


Willys also said that factory | 


| Sales in the domestic market were 
joff 18 percent, against about 20 
| percent for the industry as a whole 
in the comparable weight class. 


3,000 at Lincoln Opening... 


Toledo Show 


DETROIT. — Final reports from 
Toledo place attendance at the 
dealers’ nine-day auto show at 62,- 
500. Dealers are discussing plans 
for another show next year. 

Lincoln (Neb.) dealers opened 
the new auditorium there with a 
five-day show. Attendance for the 
first day was estimated at 3,000. 
More than 52 autos were on dis- 
play and a stage show was held 
twice daily. 

Roanoke Rapids (N. C.) dealers 
have set their auto show for May 
3-4 in the local armory. Each dealer 
will have a booth inside the armory 
for new-car display. 

Trucks and Jeeps will be shown 
directly in front of the building. 
The show is being held in con- 
nection with the National Guard 
unit. Each dealer will have a 


East Texas Unit 
Elects Houston 


LONGVIEW, Tex.—Brew Hous- 
ton, Brew Pontiac, Inc., Longview, 
has been elected president of the 
East Texas Automobile Dealers 
Assn. 

Mays Hale, Mays Hale Stude- 
baker, Henderson, was elected vice- 
president. 

Directors are Houston; Hale; 
Hiram Harris, Harris Olds-Cadillac 
Co.,. Longview; M. B. Laney, John 
Young, Inc., Kilgore; Max Hoc- 
kema, Oil Belt Motor Co., Kilgore; 
Travis Beavers, Beavers Buick Co., 
Longview, and R. J.. McMaster, 
McMaster Motors, Longview. 


Draws 62,500 


National Guard.” 

Entertainment will be provided 
|each evening. The show will 
open daily from noon until 10 p.m. 


—W. C. Lockwoop. 


Pare ae 


Champs Meet 


ee 


hostess to welcome visitors. One | 
of the girls will be crowned “Miss | 


asset holdings (i., bank accounts 
and U. S. Government bonds) than 
those who buy on credit. The credit 
buyers are quite likely to hold 
moderate amounts of liquid assets, 
(but) only a few ... have large 
holdings . e 

Three quarters of all new-car 
buyers were found to be between 
24 and 54 years old, with credit 
buyers tending to be younger 
than those buying for cash. 
Among new-car buyers aged 18 to 
24, nearly 90 percent used credit, 
compared to only 25 percent of 
those aged 65 or over. 

Three out of four young married 
couples with children under six 


survey reported. 
| It was found that three out of 
|four “blue-collar” workers (skilled, 
|semiskilled and unskilled) 





those in “white-collar” jobs (pro- 
jand self-employed businessmen). 

| The study also reported that new- 
car buyers tend to be those who 
|have received income increases in 
the past year and expect future 
increases. These persons were more 


likely to use credit than those who 


had experienced or expected de-| 


creases in their income. 
One-fourth of those who pay 
| cash for their new car come from 
| families with two or more cars, 
a proportion twice as high as that 
for car owners generally, accord- 
ing to the study. Cash buyers 
also are more likely to buy high- 
priced cars—about one in four 
in this group do, compared with 
one in 10 who buy with credit. 
Results of the study were com- 
piled and reported by John B. 


Lansing, program director at the| 


center, and Mordechai E. Kreinin 
land E, Scott Maynes, 


| directors. 
| > 


| FRB Governor 


* 


Prefers 


‘General Credit Controls 
DENVER. — General controls— | 


the methods now employed by the 


the money and credit supply—are 
“more consistent with the princi- 
ples of a freemarket” than direct 
controls, according to A. L. Mills 
jr., of the Federal Reserve Board of 
| Governors. 

| Mills expressed his views before 
the National Consumer Credit Con- 
ference last week. It was the 
|opinion delivered on the subject by 
an FRB governor since the board 
|released its study of consumer in- 
stallment credit — a study super- 
vised by Mills. 

The FRB report reached no defi- 
jnite conclusions as to whether the 
Government should have standby 
powers to regulate consumer credit. 
However, definite recommendations 
jare expected as a result of the 
| survey. 





Contest Winner— 


Members of the Cincinnati Mohawks, four-time International Hockey League cham- 


pions, gather around to congratulate 


Mrs. Walter Benardski, her husband and 


daughter, on winning a 1957 Dodge in a contest sponsored by the Dodge Dealers of 
Greater Cincinnati. The car, on display in the lobby of the Cincinnati Arena for 60 
days, was awarded to the person who most accurately estimated total attendance at 
the championship game. At leff is J. Thomas Grace, Mohawk president, who co- 
operated with local Dodge dealers in staging the promotion. 


years old used credit to finance at; 
least part of their car purchase. | 
This group accounted for nearly 25 
percent of the new-car market, the| 


use | 
|credit, compared to only half of | 


‘Super Corvette ‘Satisfies’ 


fessional and managerial workers | 


study | 


Federal Reserve Board to tighten | 





| Candidate for Car of the Future— 


motive Engineers in Detroit, the veteran 


The above drawing is Brooks Stevens’ version of the rear-engine automobile of 
tomorrow. In a speech at the recent passenger-car meeting of the Society of Auto- 


auto designer predicted that rear-engine 


U. S. cars at first will show “transitional” styling changes. Stevens believes the indus- 


trial designer and stylist will perpetuate three basic types of rear-engined automobiles 
of the future, namely, the boulevard sporty look, the functional family sedan, and the 


utility or station wagon concept. 


In Race Taste 


DETROIT. — Chevrolet’s experi- 
mental research car, the Corvette 
Super Sport, got its first taste of 
serious competition last week in 
the 12-hour Grand Prix Race at 
Sebring, Fla. 

Although the car was pulled out 
of the race after four hours 
during which numerous pit stops 
were made — Chevrolet spokesmen 
said they were “satisfied” with its 
public debut. 

They also denied published re- 
ports that the car was withdrawn 
because of overheating, as well 
as rumors that it suffered brake 
skittishness and oil-line troubles. 

Withdrawal 

engineering decision, said a factory 
spokesman, explaining that the four 
hours of competition provided cer- 
|tain data sought by the car’s de- 
| velopment staff. 


j}man SS crew with a moral victory 
for even entering the car at Se- 


for track workouts only a week 
before the race. They noted that 
it usually takes months of intensive 
preparation to work out the bugs 
in any new racing machine. 

No decision has been made as 
to when the Corvette SS will re- 
enter competition, Chevrolet said. 
Sebring fans, however, got a long- 
enough look at the car in action 
to predict that, when the SS is 
“ready,” it will be tough to beat. 

The Sebring race was won by 
Maserati, with Juan Manuel Fan- 
gio, last year’s world champion 
driver, and Jean Behra turning 
197 laps on the 5.2-mile circuit 
in the 12-hour run. 

Maserati also took second, with 
a Jaguar third, 4 Ferrari fourth 
and a Jaguar fifth. The top three 
cars were entered by their respec- 
tive factories. 


Best finish by an American car 





Senate Postpones 
Business Tax Cut 


Until July 1, 1958 


WASHINGTON.—The Senate last 
week passed a bill to postpone for 
15 months (until July 1, 1958) the 
scheduled $3 billion drop in annual 
business taxes and refused to write 
in special relief for small busi- 
nesses. 


The House earlier had approved 
a one-year extension. Leaders, how- 
ever, said they would go along with 
the Senate’s version. 

Meanwhile, the House Ways and 
Means Committee is tackling the 
first technical revision of Federal 
excise tax codes since 1932. The 
committee has been holding hear- 
ings on excise matters since 1955. 


The omnibus bill will ineorporate, 
among other provisions, an exten- 
sion of the privilege of a retailer— 
selling an item on the installment 
plan—to pay the excise tax in pay- 

| ments. 


of the car was an| 


Race observers credited the dozen- | 


bring, since it had become available | 





at Sebring 


was 12th place, claimed by a pro- 
duction Corvette. Corvettes also 
finished 15th and 16th. 

Fangio and Behra in the winning 
car set a new lap record of 3:245 
to better the old mark of 3:29.7 
and a new distance record for the 
entire race. 

The Corvette SS’s best lap time 
was reportedly 3:29. 


Dealer Licensing 


Setup Periled 
By 2 R.1. Bills 


PROVIDENCE. — A second bill, 
aimed at the personnel of the 
Rhode Island Motor Vehicle Deal- 
ers’ Licensing Commission, has 
made its appearance in the general 
assembly. 


Sponsored by a Pawtucket Demo- 
crat, Sen. James J. Pollitt, the new 
measure would wipe out the deal- 
ers’ body entirely, and transfer its 
functions to the registry of motor 
vehicles. 

An earlier bill, still pending in the 
House of Representatives, calls for 
a revamping of the commission to 
provide for public representation 
in the agency. As now constituted, 
the commission is made up of seven 
members, all of them dealers, who 
administer the state law governing 
the licensing and regulation of 
automobile dealers. 

Senator Pollitt’s bill would pro- 
vide for one-man (the registrar of 
motor vehicles) administration of 
dealer licensing in Rhode Island. 
He said he feels that the dealer 
licensing group is vested with too 
much power—‘“they can curb poten- 
tial competition by holding up ap- 
proval of licenses.” 


Indiana Dealers 
To Meet Apr. 11-12 


INDIANAPOLIS, — Factory- 
dealer relations and new-car profits 
will comprise a twin theme for the 
20th annual meeting of the Auto- 
mobile Dealers Assn, of Indiana to 
be held here Apr. 11-12 at the Clay- 
pool Hotel. 

Cc. L. Jacobson, dealer-relations 
vice-president of Chrysler Corp., 
will address the convention on that 
topic. 

Profits will be covered by Joseph 
E. O’Daniel, an Oldsmobile dealer 
in Evansville, Ind. According to 
ADAI, O’Daniel has failed to show’ 
a profit in only one month since 
1934, Other convention addresses 
will be given by Bert Doane, who 
will speak on salesmanship, and 
Dr. Murray Banks, the banquet 
speaker. 


Sunday Penalty Ok’d 
ST, PAUL, Minn, — By a margin 
of three votes, the Minnesota Sen- 
ate gave final passage to a bill 
setting stiff penalties for Sunday 
sales of new and used automobiles. 
The bill now goes to the House. 
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HAPPENS HERE 


when they hear it... 


TRANSFER... 
NBC RADIO’S EXCITING NEW APPROACH TO ADVERTISING ... 


uses the power and economy of network spark the images of your car already estab- 
radio to multiply the effectiveness of all your _ lished through visual media. And radio adds 
advertising and, at the same time, to bring the dimension of the listeners’ own imag- 
your over-all cost-per-thousand way down. ination. When they hear your message, they 
Here’s the way it works: “see” your make of car in precisely the terms 
Using just the right combination of words appealing most strongly to each of them— 
and sounds, on radio, you automatically whether it’s price, style or safety features. 





IMAGERY 





PAYS OFF HERE 


because they buy it! 


IMAGERY TRANSFER 


lets you fill in the gaps between your once- 
a-week, bi-weekly or monthly exposure in 
the expensive visual media. Because net- 
work radio offers mass coverage at low cost, 
you can reach your customers, economically, 
time and time again. You can keep the pic- 
ture of your car foremost in the consumer’s 
mind ... at home, or on the road — on the 
way to work or driving to market. With 


radio and Imagery Transfer you can lit- 
erally lead your customers right into the 
showroom. The product images that you 
store up with all your advertising then ex- 
plode into action — buying action. A call to 
NBC Radio will bring you a consultant, 
ready to discuss how Imagery Transfer can 
be applied to your advertising. 


NBC RADIO 
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Capsule Comment 


The auto finance pack is “a great national scandal” which 
has existed “for far too long a time,” testified John L. 
O’Brien, representing the Assn. of Better Business Bureaus, 
before the Senate auto investigation committee. 

A mess that should be cleaned up pronto. 
+ 7 . 


With spring here—at least via the calendar, industry ex- 
perts say the zero hour is here for 1957 auto sales; whether 
the usual upsurge comes this year should be known in a few 
weeks. 

We'll bet on it. 
. * * 

Financier Louis E. Wolfson, now American Motors’ largest 
single stockholder, announces that he is in agreement with 
the management’s plans for continuing auto production. 

Wolfson’s wide financial experience should be very help- 
ful to AMC’s future. : F P 


Chicago reports a revival of the “chain referral” auto sales 
a = two Windy City dealerships, one a General Motors 


GM has issued a warning: “. . . we disapprove of such a 
program and through our field sales organizations dis- 


courage its use.” 
* * * 


With hopes of increasing the coverage considerably, this 
_ s annual Safety Check will get under way May 1, across 
land. 
Dealers, here’s an excellent opportunity for you to aid 
aworthy cause and save your business. 


A radical experimental “maximum safety” car—built from 
the inside out—is being readied by Cornell Aeronautical 
Laboratory for tests this summer. 

The researchers “let the car’s lines fall where they might 
—unlike style-conscious Detroit.” : 
_ Thirty percent of the nation’s auto dealers lost money 
in 1956, NADA’s survey shows. 

Let’s hope it’s not that high this year and yow’re not 

among the losers. 


Events 


Dealer Conventions 


Apr. | — Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
Apr. 2—Brooklyn & Long Island Automo- 
bile Dealers Assn., Garden City Hotel, 

Brooklyn. 

Apr. 3-4 — Kansas Motor Car Dealers 
Assn., Hotel Broadview, Wichita. ’ 

Apr. 45—Illinois Automotive Trade Assn., 
Leland Hotel, Springfield, til. 

Apr. 10-12—Automobile Dealers Assn. of 
Indiana, Claypool Hotel, Indianapolis, 

12-13—Arizona Automobile Dealers 
Assn., San Marcos Hotel, Chandler. 

Apr. 26-27—South Carolina Automobile 
Dealers Assn., Francis Marion Hotel, 
Charleston, 

Apr. 29-30 — Pennsylvania Automotive 
Assn., Penn-Sheraton Hotel, Pittsburgh. 

May 5-7—Idaho Automobile Dealers Assn., 
Pocatello. 

May 6-7— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis, 

May 9-!!—Washington State Auto Dealers 
Assn., Winthrop Hotel, Tacoma. 

May 14-15—Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston. 

May 19-2I—North Carolina Automobile 
Dealers Assn., Asheville, 

May 24-25 — New Mexico Automotive 
Dealers Assn., Albuquerque, 

May 26-28—Tennessee Automotive Assn., 
Peabody Hotel, Memphis. 

June 6-7 — Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 7-9 — Automobile Trade Assn. of 
—. Commander Hotel, Ocean 

ity. 

June 27-30—Michigan Automobile Dealers 
Assn., Mackinac Island. 

Aug. 1819—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, 
Savannah. 

Aug. 21-22 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, 
Aug. 25-27—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 

Sulphur Springs. 

Sept. 68 — Maine Automobile Dealers 

ween Inc., Samoset Hotel, Rockland, 
e. 


Sept. 810—New York State Automobile 
ealers, Inc., The Concord, Kiamesha 
Lake, N. Y, 

Sept. 8-10—Automotive Trade Assn. of 
Virginia, Hotel Roanoke, Roanoke. 

Sept. 810—Wyoming Automobile Dealers 
Assn., Sheridan, Wyo. 

Sept. 15-i6é—Kentucky Automobile Dealers 
a. Sheraton Seelbach Hotel, Louis- 
ville, 

Sept. 15-17—Colorado Automobile Dealers 
Assn., Colorado Hotel, Glenwood 
Springs, Colo. 

Sept. 16-17 — 
Dealers Assn., 
apolis. 

Sept. 16-17—Wisconsin Automotive Trades 
Assn., Milwaukee, 

Sept. 26-28—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, 

Oct. 1-3—New Jersey Automotive Trade 
cn Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 2-4 — Texas Automotive Dealers 
Assn., Baker Hotel, Dallas, 

os, 20-2i—Oklahoma Auto Dealers Assn., 
ulsa, 

Oct. 20-22—Florida Automobile Dealers 
Assn., Balmoral Hotel, (Bal Harbour), 
Miami Beach. 

Nov. 3-5—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi. 

Nov. 7—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Dec. 3—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Jan. 11-15—National Automobile Dealers 
Assn., Miami Beach. 

-~ we 2 


Auto Shows 


Oct. 30-Nov. 10—39th International Motor 
Show, Turin, Italy. 

Dec. 14-21 — Miami Automobile Show, 
Dinner Key Auditorium, Miami, 

Jan. 3-11 — Upper Midwest Auto Show, 
Municipal Auditorium, Minneapolis. 

Jan. 412 — Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 412— National Automobile Show, 
New York Coliseum. 

Jan. 18-26—Detroit Auto Show, Artillery 
Armory, Detroit. 

> * *# 


General 


Apr. 4-7—\4th Annual Southwest Automo- 
tive Show (jobber sponsored regional), 
Automobile Bldg. Fair Park, Dallas. 

April | 10-12—Point-of-Purchase Advertising 
Institute, lIth Annual Symposium and 
Exhibit, Palmer House, Chicago. 

Apr. 25-27—International Automotive Ex- 
position (southeast jobber sponsored). 
Dinner Key Auditorium, Miami, 


(See CALENDAR, Page 16, Col, 5) 


30 Years Ago... 


Minnesota Automobile 
Nicollet Hotel, Minne- 


Automotive Cartoon 


Of the Week 


"It was bound to happe 


y bird dogs want a weekly 


drawing account and commission!" 


Letterbox 


‘Brake Fluid 


9 


This is an open forum for the discussion of any subject of interest to our 


readers, and your letters are ae — 
but you may sign your name e 
aoa yeu BD request. Address Editor, Automotive News, 


Richter Backs AN 
The writer wishes to commend 
the person responsible for the posi- 
tive manner in which your paper 
condemned state laws which permit 
the sale of substandard brake fluid. 
For several years the writer has 
been writing as institutional adver- 
tising, a little column about things 
strictly automotive, which appears 
in our local papers every Friday. 
As per the suggestion to dealers 
contained in your story, we used 
our column to support your cause. 
Our column always appears in 
the sports section of our morning 
and evening paper, which have a 
combined circulation of more than 
110,000. It is widely read and just 
might do some good.—Huex Ricu- 
TER, Sterling Auto Sales, Wilming- 
ton, Del. :_«* ss 


Remember These? 

Considering that I started my 
connection with the industry 52 
years ago, I get quite some amuse- 
ment from some of the articles and 
advertisements, and have many 
times thought on the same lines 
as my friend, Floyd Clymer. 

In checking the list of cars 


The Big Stories 


Construction of 26,841 miles of roads and maintenance of 239,847 
miles are included in the 1927 state highway programs of 47 states, 
according to the U. S. Bureau of Public Roads. 

Following receivership of four months and failure to decide upon 
a reorganization plan, Rickenbacker Motor Co., Detroit, will be sold 


at public auction. 


Twenty-two million motor vehicles were registered in the U. S. in 
1926, according to the U. S. Bureau of Public Roads. This was an 
increase of 10 percent, or slightly more than two million over 1925. 

A record for single day’s shipment of Studebakers and Erskines was 
established this week when 940 cars were sent out from Detroit, South 
Bend and Walkerville plants of Studebaker Co. This exceeds the pre- 


vious high of 752 cars. 


—From the files of Automotive News. 


attention is given to unsigned 
assurance that it will not be 
Detroit 26, Mich. 


compiled by Perfect Circle, I note 
that there are 12 names not listed. 
Of the complete list of 1,502, I have 
driven more than 16 percent, some 
just a few blocks and others many 
miles. Some were an awful bunch 
of iron but most of them were 
darn good cars. 

Among the “terrible ones” was 
one that had ball tappets which 
would drop out and then the valves 
did not have lift. That’s where the 
expression “marbles in the crank 
case” originated. Another car 
busted axle shafts regularly. 

Do any of you oldtimers remem- 
ber the story about the gal who 
enrolled in a school to learn type- 
writing because her “Sugar Daddy” 
said he would buy her a push- 
button car if she would learn to 
drive it? 

When I was at the E.M-F. fac- 
tory, they changed the time clocks 
from 1/60 of an hour to 1/100 and 
a gang stormed the front office 
to remonstrate against working 
more minutes each hour. If Mr. 
Gunn, then works manager, is 
still living, he will get a chuckle 
out of this.-—“Gene” HK. F. CHASKEL, 
Florence, Ind. 


Impound the Car 


Fines have not solved traffic vio- 
lations. Better results might be 
obtained by impounding the car 
for a few days. If we had to do 
without our cars for a while, we 
might begin to understand the 
rights of the road. — WuuaMm R. 
Suuuivan, Los Angeles. 


Same Man? 


According to the latest reports, 
Louis E. Wolfson summoned AMC 
President George Romney to Miami 
to (1) tell him he’s doing a good 
job, (2) advise the company to con- 
tinue substantially with the same 
operations and (3) buy a Rambler 
Rebel. Somehow, this doesn’t sound 
like the Wolfson of the Mont- 
gomery Ward proxy battle. 

—DEARBORN READER. 


* 





Sa A ce Ba ee ta ne 


LOOKING TO THE FUTURE—PRODUCING FOR TODAY! 


Progress has been the keynote of the automotive industry. Today’s 
achievements are but challenges for the accomplishments of 
tomorrow. 

Over the years Bendix Products Division has contributed 
significantly to automotive progress. From four wheel brakes to 
power braking and power steering, Bendix has pioneered and 
developed many of the industry’s most notable advancements. 


And today Bendix Products Division is planning new and 
better products for the cars and trucks of tomorrow. 


That’s why the industry looks to Bendix* as a source of new 
ideas, as well as a volume manufacturer of automotive components. 


*REG. U.S. PAT. OFF. 
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BRAKES « POWER STEERING « POWER BRAKING 
CONSTANT VELOCITY UNIVERSAL JOINTS + HYDRAULIC REMOTE CONTROLS 


Bendix 2s South Bend, wo. 
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N. Y. Dealers Find Prospects Wary o6% 


Spring—a Little Late This Year? 


By Ed Brown 
Staff Correspondent 

NEW YORK. — The hoped-for 
spring market has not materialized 
here as yet, for dealers in some 
lines, And other lines, which have 
enjoyed strong business and back- 
logging orders for weeks, find their 
orders are being whittled down 
substantially, while new orders are 
being written at a much slower 
rate. 

“I don’t know what the future 
holds,” one dealer said. “We cer- 
tainly don’t see any signs of a 
bulge in the spring market yet. Of 
course, it is a little bit early, but 
if the industry has a prayer of a 
chance of selling the 6% million 
cars that some people have pre- 


Plymouth Exclusive 


Curtis Parker, new and used-car 
dealer in the Dallas area since 1949, 
has opened a Plymouth dealership 
there. It is the first Plymouth ex- 
clusive in the city. 


dicted, the public better get up off 
its rump and start buying.” 

Another dealer said, “Those early 
summer days, we enjoyed last week, 
really brought the people out look- 
ing for automobiles, but that’s all 
they do. They look and then go 
on their way, without buying. 
When we recheck them later, we 
find that they haven’t bought an- 
other make, just decided they would 
wait awhile.” 

“This is really a tough market,” 
a dealer in one of the lowest- 
priced makes said, “We’re in the 
black and our deliveries are 
holding up. I can’t complain 
about the job my men are do- 
ing, but Fill tell you that they 
have to work 12 hours a day, 
seven days a week to do it. 

“I never saw anything to equal 
the reluctance people seem to show 
toward making an actual purchase. 
It’s not a tight-money market, 
either. 

“I personally think we are faced 
with a watchful attitude on the 


The 


bearings 


you need 


a aL ela 


elt mat -t-te 


them 


part of the public, encouraged in 
large measure by the talk of de- 
pressions and hard times coming 
out of the Washington politicians. 
The hindsight some people show 
just amazes me.” 

“Boy, we’ve got the hottest line 
on the road today,” a medium- 
priced dealer commented, “We can’t 
get delivery out of the factory, we 
can’t get enough of these models to 
deliver to our customers and still 
some of my brother dealers are 
giving this merchandise away, And 
|when I say giving, I mean you can 
|pick these things up for $200 over 
|tissue, if you are really interested. 
“I really don’t know what it 
|takes to make some of these birds 
realize that it’s time to put the 
|nuts away against the next hard 
winter ahead. I’m afraid we've got 
some of the world’s best salesmen 
in this business, and probably the 
biggest percentage of the world’s 
poorest business managers.” 

The market continues spotty 
even within line groups. One 








in acomparable neighborhood sore 
distance removed, reported that 
pencil had not touched order pad 
for 10 days. 

A readjustment of the market 
still appears to be in the making, 


'|Customers still express surprise at 


“,.. they'll buy it, they'll buy it 
not, they'll buy it, .. .” 


dealer, selling a medium priced 
line inside the metropolitan area 
reported a recent Saturday in 
which he wrote 11 orders for new 
automobiles, and was pleased to 


note the break in the spring | 


market for his deal. His sales 
continued at this pace for the 
next two weeks, 


Another dealer, in the same line | 


the high price tags. They are 
shocked to find that their used 
automobiles are not worth the in. 
flated sums they were being of.- 
fered as late as last December 

They appear to be willing to bide 
their time, until this shock has had 
an opportunity to wear off. The 
fact that a good many cutthroat 
practices have gone out of the busi- 
ness, that the crazy deals of last 
year are not available, requires 
time to sink in. 

Customers have to shop several 
dealers before they believe that 
each dealer has decided for himself 
that he must get a fair profit out 
of each deal before he will sell, 
Selling an automobile for its sake 
alone has disappeared from the 
market, and the public is still re 
adjusting to this fact. 

One dealer, discussing his 
January statement, said: “In Jan- 

uary of 1956, I sold 89 new cars, 
I did a wonderful job for the 
factory and lost $13,000. This 
year I sold 30 cars, and made 
just a little over a thousand 
dollars on the deal. I figure I’m 
ahead by $12,000. And it’s much 
cleaner business.” 


Dealers report absolutely no 
pressure on the part of any factory 
to force sales or techniques upon 
| them, 


“Sure they come in and try to 
sell us automobiles,” one said, “but 
there is no hidden pressure of 
any kind. It’s a pleasure to do 
business with them now.” 

Another dealer, who had man- 
jagement conducting his business 
jfor him until about six months 
ago, using razzle-dazzle techniques, 
reports that his business is poor, 
but that he holds great hopes for 
the future. 

“T’ve got one heck of an educa- 
tional job to do in my neighbor- 
|hood, but I can see results right 
|now, even in the short time I have 
|instituted my new policy,” he con- 
| tinued. “Why, up until two or three 
|weeks ago, nothing we did could 
bring people back into our shop 
|or showroom, once they had been 
|here. But that’s all changing, and 
|I can see that we've got a future 
|here. It won’t be easy, but we're 
|going to stick with it.” 

More dealers are turning to the 
|aggressive sale of used cars in an 
| effort to round out their profit 
| picture. 
| I'd much rather sell one of these 
|used cars for an average gross of 
|$350, than a new car on which I 
jean only hope to average $200,” 
one said. 

The only trouble in this con- 
| nection is that a good clean used 

car is becoming a greater rarity 

each day. 

Discounting has apparently be- 
come the order of the day for all 
| three of the high priced lines. Even 
jthe hot models are being dis- 
|counted, in spite of the difficulty 
of obtaining delivery from the 
factory. 

While the traditional hot selling 
lines are getting more competition 
from the newer styled entries, dis- 
counting is the equalizer. 

Most foreign cars in this market 
continue along their own little by- 
way, enjoying brisk sales and good 
gross profits. Discounting is not un- 
known among the foreign car out- 
lets, although it is rare. 

Even some of the economy 
models, which-resorted to discount- 
ing in the recent past, have begun 
to tighten the reins as their popu- 
larity grows, and their demand con- 
tinues to increase in their own 
sphere. 


182 Plymouths Sold 
To University of Calif. 
LOS ANGELES.—An order for 
182 Plymouths, the largest single 
Plymouth order in the West this 
year, has been delivered to the 
University of California by Gorrill 
Butler of Butler-Conti, Inc., in 
Lafayette, Calif. 
All the cars were Savoy V-8 
four-door sedans, with standard 
transmissions. The cars will be 


used at campuses in Los Angeles 
and Berkeley. 
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ENTHUSIASTIC ACCEPTANCE BY 
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I'm 
nuch 
aot “It’s really great!” Dealers now using the new and improved 
upon Porcelainize are genuinely amazed by the ease of application 
ry, t2 and remarkable results. 

ju 
: a These Dealers agree on three immediate benefits. First, an 
inieies important source of added profit on every new car sold. Sec- t 
ee ondly, a process for giving used cars a great sales advantage 
me , at a cost well within the range of permissible reconditioning 
s for expense. Thirdly, unique customer satisfaction and goodwill. 


Give your customers the best and you have the best customers. 
They’ll be happy. You'll be happy. Your operators will be happy. 
And the consistently larger profits you make will be as endur- 
ing as Porcelainize itself. So push your Porcelainize promotion 
now. 
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arket bow tad . It's easier to spread over the paint surface. 

cae 2. One application places as much PORCELAINIZE in contact 


he with the paint surface as two applications formerly did. 
sie Pp © 4 Cc + L A j _ ‘ Z ‘ 3. Performs perfectly on the modern new paints. 
ount- 


e 4. Reduces the required buffing time of PORCELAINIZE Liquid 
ot gives you these important advantages , by half. ee Cleaner, ie necessary, remains the same.) , 
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GIVE YOUR CUSTOMERS THE BEST AND YOU’LL HAVE THE BEST CUSTOMERS 


:|  $PORCELANIZE 
Me Ueld Mantard fee Fine Aulenebile Appearance 


FREEMAN & FREEMAN, Inc., Denver 3, Colorado 
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At Olds Sales Management Parley— 

Twelve top sales managers from Oldsmobile dealerships met with factory officials 
in Chicago and Lansing for a panel discussion of sales management responsibilities. 
From left, clockwise, are Chick Lambert, Fincher Motors, Inc., Miami; William Mortimer, 
Anderson Oldsmobile, Inc., Baltimore; Harold Grotjahn, Oldsmobile; Ira Flesch, Mack 
Markowitz, Inc., Hempstead, N. Y.; Richard Tenge, Arlin Oldsmobile Co., Clayton, Mo.; 
Mac Jolliff, Detroit; Chet Laurine, V. J. Neu, Inc., Davenport, Ia.; Guy Martin, Century 
Oldsmobile Co., Van Nuys, Calif.; M. J. Seaton, Oldsmobile sales promotion manager; 
B. N. Barber, Oldsmobile general merchandising manager; Douglas Erwin, Rountree 
Olds-Cadillac, Inc., Shreveport, La.; Fred Valcke, Drummy Oldsmobile, Inc., Detroit; 
Nolan Mclean, Joe Bullard Oldsmobile, Inc., Mobile, Ala.; Boyd Hill, Detroit; Russell 
Griffin, Krieger & Sons, San Francisco; Lou Grubb, Money Oldsmobile Co., Phoenix, 
Ariz.; Duncan Carter, Detroit, ond E. J. Bulkley, Bob White, Inc., Columbus, O. 


The greatest mirror ever to hit 


Meeting the Practical Problems... 
Case Histories of a Salesman 


Eprror’s Nore: This is one of 
a series of letters on practical 
problems encountered in auto 
selling. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* * * 
Dear Ed: 


_ people, observing the 


activities of an auto salesman | 
through the showroom window, | 


readily would 
come to the con- 
clusion that he 
leads the life of 
Riley — a lazy 
man’s dream. 
Why not join 
me? Be my 
guest for a day 
in the life of an 
auto salesman. 
First, we'll 
start by attend- 
ing the 8 a.m. 
daily sales meeting. The sales- 





manager is telling the salesmen | ticking away. The next move is 


all the things they did do or 
didn’t do and urging them to 
make their quotas. 

After 30 minutes of alternate 
pep talks and “chew outs,” there’s 
still lots of work to be done and 
the best thing is to plunge into 
it right away. 

a * * 

AIT a minute. There’s that 

new-car sale last night, re- 
member? We promised delivery 
today at 5 p.m. That means lots 
of paper work, the credit state- 
ment must be obtained and the 
whole deal has got to be checked 
with the boss. 

Then, if everything’s okay, 
the car will have to be checked 
through make ready so it will 
be completed on time and be 
thoroughly prepared for the 
customer. 

This takes time, but when yes- 


terday’s business is taken care 
of there’s still today and time is | 


i 


the automotive field! 
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POINT STYLING with 
FUNCTIONAL BEAUTY 


idee. ha. \-ie 
MIRROR HEAD 


POLYETHYLENE GASKET 


TUR ait a 


SUPERSITE 


US /fe [Y Asef 


*48 


yA 


. . « the onl 
FENDER MOUNT 
REAR VIEW MIRROR... 


that can be mounted in any position. 
The turret and mirror can be rotated 


in any direction. . . 


TURRET swings 
completely around 


independently. 


MIRROR HEAD tilts right or 
left, forward or backward 


Patents Pending 


CORPORATION, DERBY, CONN. 


a ‘Bill Berk’’ Product 








to follow’ some of the hot pros- 
pects that just wouldn’t close. 

This followup will take about 
an hour and, believe me, it’s a 
must. Then comes the coffee 
break which is an opportunity to 
think things out and plan the 
rest of the day. 


* * * 


NCE that’s over, it’s time to 
take the floor, waiting and 
watching for that “live” one. 

They don’t come in every few 
minutes, but there’s always the 
telephone to help stir up some. 
Yes, telephone prospecting. Just 
calling folks at random trying to 
create prospects and turn them 
into buyers. 

Lunch time soon rolls around 
when a guy is busy and usually 
it’s a quick one. Then there are 
more phone calls, more follow- 
ups and perhaps some one ac- 
tually to talk with and see the 
product. 

One guy is very interested. In- 
terested enough to spend an hour 
listening to a good presentation 
and taking a pleasant demonstra- 
tion ride. 

But, and these things will hap- 
pen, something prevents a sale 
right now. He wants to talk it 
over with his wife or maybe he 
just wants to think things over. 
Anyway, he becomes a “beback.” 

* * * 
ND “be-backs” make more 
work in a so-called lazy man’s 
job, 
There’s one meal in the day that 
can’t be eaten away from home 
—supper. There’s a wife and 
kids waiting for poppa to come 
home and they’ll miss him if he 
doesn’t. 

Oh, oh. What about that ap- 
pointment? It’s for 8:30 p.m. and 
it’s way over on the other side of 
town. Well, let’s go. Of course, 
this time, it’s okay to mix a little 
pleasure with work and bring the 
missus along for the ride. 

With luck we'll be back by 10 
with another sale and another 
long day tucked under the belt. 
A day in the life of an auto sales- 
man. It started with an 8 a.m. 
sales meeting and ended about 10 
p.m. If that’s the life of Riley— 
I'll try some one else, 

—Bert Simons. 


Illinois Use Tax 


Is Ruled Valid 


SPRINGFIELD, Ill. — The Illi- 
nois use tax on out-of-state pur- 


|chases by state residents was 
|declared constitutional 


last week 
by the State Supreme Court. 

The new ruling reversed the 
stand the same court took last 
November when it held the use-tax 


jact was invalid. 


The court upheld a section of 
the act giving the secretary of 
state authority to deny a certificate 
of title for a motor vehicle pur- 
chased outside the state unless the 
applicant furnished a use-tax re- 
ceipt. 


Kentucky Extends Tax 
On Employer Payrolls 


FRANKFORT, Ky. — A one- 
percent special payroll tax, first in- 
stituted July 1, 1956, has been re- 
newed for another six months, 

It was said this levy on employers 
was needed to bring the unemploy- 
ment insurance pool up to $30 
million after an unexpected heavy 
drain caused by an outbreak of 
business failures, especially in the 
Eastern Kentucky coal fields. 


Calendar 


(Continued from Page 12) 
General 


Moy 9-12 — Midwest Automotive Trade 

Show, Kiel Auditorium, St. Louis, 

May 1!2-15—Automotive Engine Rebuilders 
Assn., 35th Annual Convention, Shera- 
ton-Cadillac Hotel, Detroit. 

May 23-26—National Automotive Service 
Show (national regional designated), 
Commonwealth Armory, Boston. 

June 16-2i—Annual Meeting, American 
Society for Testing Materials, Chalfonte- 
Haddon Hall, Atlantic City, 

June 20-23—Independent Garage Owners 
of America, National Coccantion, 
Toledo, 








The Progressive Farmer 
~ continues to GROW with the Rural South 


- In every year since World War Il The {Ts There are many reasons for the great prog- 
ir p a Miceaiatees fh de health Ten Years of Big Gains ress of the South’s favorite farm and home 
= rogressive Farmer has made healthy :for The Progressive Farmer! magazine. The first and most fundamental 


reason is service to 1,330,000 subscribers. 
The Progressive Farmer serves the South 


uninterrupted gains in circulation, in YEAR CIRCULATION ADVERTISING REVENUE 


advertising revenue and in prestige — teate Sees 


1955 1,291,726 6,073,304 alone and as no other magazine can serve 
1e- with Southern rural families. 1954 1,262,676 6,006,202 this region. That’s why 5,300,000 Southern- 
in- 1953 1,238,660 5,823,796 : 

1952 1.213,631 5,522,995 ers read The Progressive Farmer and prefer 
rs And this April 1957 issue is the 1951 1,190,121 4,485,696 it above any other magazine. 

y- : : ; 1950 1,167,076 4,115,269 

vd biggest in the 72-year history of The 1949 1,102,861 3,640,017 Some measurements of The Progressive Farmer's suprem- 

of 4 m 3 s . 1948 1,076,327 3,298,325 acy are contained in “Magazine Readership in the Rural 

he Progressive Farmer in circulation and 1947 1,036,690 2,887,594 South”, a broad personal interview survey by W. R. 
1946 1,002,366 2,113,235 Simmons and Associates Research. Your copy, free of 
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in dollar volume of advertising. course, may be obtained from any office listed below. 


The South 


Subscribes to LNG Progressive Farmer 


PAUL HUEY, V.P. and Advertising Manager OSCAR M. DUGGER, V.P. and Western Advertising Manager DON CUNNINGHAM, Eastern Advertising Manager Other Offices: RALEIGH + MEMPHIS 
Birmingham 2 + Phone: 54-2571 Daily News Bldg., Chicago 6 » Central 6-3400 250 Park Ave., New York 17 * Yukon 6-7520 DALLAS * SAN FRANCISCO * LOS ANGELES 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Automotive Turbines Face 


A Long Uphill Battle 
N UNPRECEDENTED exchange 


of turbine information on a) 


worldwide scale highlighted the gas 
turbine power conference of the 
American Society of Mechanical 
Engineers in Detroit. 

Among 13 technical papers cover- 
ing the broad range of commercial 
turbine applications, were four 


excellent presentations on experi-| 
mental work with automotive gas| 


turbines. 





bine progress reports of Italian 
Fiat and British Austin, as well 
as two fine papers by engineers 
from Ford and Chrysler not only 
added to our fund of knowledge 
on this subject, but confirmed 
earlier personal opinions related 
to potential production appear- 
ance of automotive turbines. 

The first is that—despite progress 
thus far made on turbine develop- 
ment, a number of difficult engi- 
neering and manufacturing prob- 
lems remain — which leads to the 
probability that no firm manage- 





ment decision has yet been made 


Information acquired from tur- | to replace the conventional type of 
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spark-ignition piston engine at any 
specific future date. 

Performance-wise, it cannot be 

emphasized too often that new types 
of engine now under development 
must compete not with today’s 
piston engine—but with the ad- 
vanced version as refined through 
evolutionary improvement via such 
paths as: Compression ratio, fuel 
injection, supercharging and light- 
weight metals. On those infrequent 
occasions when new engine produc- 
tion programs are contemplated, 
realistic economic and manufac- 
turing decisions will dictate the 
choice. 
a a - 
N INFORMAL conversations with 
turbine experts, I was reminded 
anew that, of all the problems re- 
maining, that of the regenerator or 
heat exchanger is one of the most 
vexing. At present, it is reported 
that regenerator and turbine opera- 
tion is plagued by “coking” (clogg- 
ing) and sealing difficulties with 
the heat exchanger. 

And, looking ahead optimis- 
tically to a time when develop- 
ment work will have solved these 
problems, it is admitted that even 
the best of regenerators inevitably 
must add to cost, size and weight 





Casting Process— 


The .casting shown above is a turbo- 
supercharger nozzle ring for a V-12 diesel 
engine. It is produced by Allegheny Lud- 
lum Steel Corp. by fusing T-347 vanes into 


a T-410 hub casting. It is shown with 
the shell mold and core assembly that 


holds the vanes in location for casting. 


of an automotive turbine instal- 
lation. 

However, despite such problems— 
if, at some time in the period of 
1965 to 1970, a radically new type 
of engine is introduced for passen- 
ger car and truck applications, it 
now appears that the turbine is a 
far better bet than the free-piston 
diesel and turbine combination. 

Of course, it is true that a large 
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number of men who are not pres- 
ently engaged in turbine develop- 
ments believe that they personally 
will never have to bother with such 
things. It is commonly said among 
such people (in joking dispargement 
of “turbine publicity”) that “I'll be 
retired long before a turbine engine 
becomes a serious factor in automo- 
tive production.” 

Of course, the turbine advocate 
might reply to this by saying that 
men with “closed minds” may be 
retired because the turbine will be- 
come an important factor in pro- 
duction of automotive vehicles. 

* * * 


Styling Influence Pendulum 


Continues Downward Swing 
A CURRENT saying in the in- 

dustry is that the automotive 
stylist has “come of age.” Generally, 
this is said with the meaning that, 
at long last, the styling function 
has taken its rightful place of im- 
portance among other key factors 
that must be coordinated in design- 
ing, producing and selling automo- 
biles. 

Others will argue that the pendu- 
lum of influence has swung too 
far, with the result that the former 
organizational fault which saw styl- 
ing given too little attention has 
been replaced by an equally danger- 
ous setup wherein styling has as- 
sumed a role of extreme domin- 
ance. 

A common complaint against 
the current arrangement of over- 
emphasis on styling is summed 
up in the statement that, when it 
comes to saying “No” to the 
stylist nowadays—“engineers are 
unable and managements are un- 
willing.” 

Still, there are some people among 
the buying public who say: “The 
more I see of the 1957 models, the 
better I like the 1956s.” 

And, in bearing responsibility for 
the alleged product shortcomings 


| that give rise to this charge, only 


unreasonable attention to power 
and useless performance capability 
rank with exaggerated styling and 
too-low height as the root causes 
of features unsuited to a machine 
originally intended as a reliable, 
comfortable transportation vehicle. 

To those who feel this way, it 
seems that the industry is showing 
an unwise tendency to give free 
rein to people whose judgment 
might more properly entitle them 
to description as “automotive car- 
toonists” than “automotive stylists” 
—because the distorted fruits of 
their unrestrained exercises in 
imaginative design sometimes re- 
semble grotesque “caricatures” of 
automobiles more than they re- 
semble “automobiles.” 

” = * 
ATURALLY, with the freedom 
of expression that best contrib- 

utes to progress in this important 
industry, there should be a range of 
individual interpretations for the 
universally sought goal of a ve- 
hicle whose appearance embodies 
form attractively wedded to func- 
tion. 

However, in every facet of 
human experience, it is recog- 
nized that “you can get too much 
of a good thing.” For a case in 
point: Just because, for most 
purposes, a car designed for 57- 
inch height is a more desirable 
vehicle than one designed for a 
62-inch height—it does not fol- 
low necessarily that a 52-inch 
car height is “better” than 57 
inches. 

It might be interesting to see 
what one of the industry’s high- 
powered market research groups 
would come up with if given the 
task of finding out how many po- 
tential buyers would object to fur- 
ther reductions in car height. 

For meaningful results, such a 
survey should not be limited to 
just a bare question concerning 
car height. Instead, it ought to in- 
clude queries intended to obtain 
opinions on the concessions that 
there are requisites of extreme low- 
ness. 

As a starter, these might cover: 
Too-little headroom; awkward 
slouching positions for tall occu- 
pants; uncomfortable floor - level 
seating pads; steering column and 
steering wheel interference with 
knees; improper eye level for ef- 
fective use of generous glass areas; 
complexities of entry and egress, 
and insufficient ground clearance. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story, 
plus many other pertinent facts concerning 
the automotive industry, every week 
throughout the year. 
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COMING...for Sunoco Dealers ONLY 


FUELS OF THE FUTURE 
CUSTOM-BLENDED AT THE PUMP! © 








For the first time you’ll be able to offer every car owner a motor fuel 


tailored to the exact octane needed for full knock-free performance... 


without his wasting gasoline money on octane his car can’t use. 





America’s first custom-blending system is on its way! 


HE PROBLEM confronting the entire 

petroleum industry, the automotive in- 
dustry, and car owners alike is how to get 
the right motor fuel for best performance 
without wasting money. 

With only two or three grades to choose 
from, many motorists are finding it neces- 
sary to pay several cents a gallon more for 
octane higher than their cars actually need. 

Sun has the answer...a revolutionary new 
system of custom-blended motor fuels... 
tailored-to-order at the pump...to the precise 
octane needs of each individual car. As soon 
as new pumps and storage tanks can be in- 
stalled, a motorist will be able, for the first 
time in history, to get from his Sunoco dealer 
motor fuel of the exact octane his car needs. 
He will no longer have to pay for octane his 
car cannot use. 


What are Sun’s new 
Fuels of the Future? 


Sun’s Fuels of the Future are far more than 
just a two-grade or three-grade offering of 
gasoline. They are a graduated series of motor 
fuels custom-blended from one revolution- 
ary automatic blending pump. Each fuel is 
tailored to the exact requirement of the car, 
whatever its make, model, age, or compres- 
sion ratio. It will be an entirely new way of 
buying gasoline. And they’re going to like 
everything about it. 


What’s behind Sun’s new 
Fuels of the Future? 


Sunoco’s Fuels of the Future are based on 
two history-making developments: 


1. A“super-fuel” of an octane quality far 
beyond the requirements of any car on 
the road today. 





2. A radically new automatic blending 
pump which can draw from separate 
tanks and blend this “super-fuel” with 
Premium Quality Blue Sunoco in vary- 
ing proportions to deliver motor fuels 
of different octane strengths. The 
motorist can make his own test in his 
own car and find the blend which suits 
his car best. And he pays only for the 
octane his car needs for maximum 
performance. 


Will custom-blending affect the price 
the motorist pays for gasoline? 


It should save him money. Because instead of 
being limited to two or three grades of gaso- 
lines, he will be able to choose through actual 
test the exact octane blend his car needs... 
and pay only for that octane. And no matter 
what the make or model of his car, its age, 
mileage or condition, there will be a custom- 
blended Blue Sunoco exactly tailored to its 
needs for maximum performance at lowest 
possible cost. 


Will famous Blue Sunoco still be 
available at regular gas price? 


Yes! Premium Quality Blue Sunoco is at the 
highest octane in its history. 9 out of 10 cars 
on the road today will never need anything 
finer. It will continue to be available at every 
Sunoco station...premium quality at regular 
gas price. The only difference is it now will 
be known as Blue Sunoco 200, -one of Sun’s 
Fuels of the Future. 

Sun’s custom-blended motor fuels already 
are available at all Sunoco stations throughout 
Florida, where thousands and thousands of 
motorists have switched to the Blue Sunoco 
blending pump for better performance at 
lower cost. 


How soon will Sun’s custom-blended 
Fuels of the Future be available? 


Sun is extending this new custom-blending 
system throughout its 21-state territory, but 
because of the complexity of the installations 
it may be several months, possibly the first of 
next year, before all of Sun’s new Fuels of the 
Future are available to you. In the meantime, 
one of the higher octane blends of this great 
new multi-grade system, will be available 
along with Premium Quality Blue Sunoco. 


Two great premium blends to be 
available in April at most stations 


New underground storage tanks are being in- 
stalled in preparation for the custom-blended 
Fuels of the Future. The first to be available 
will be a higher octane blend of super-pre- 
mium quality known as Blue Sunoco 240. Its 
octane rating will be so high even the newest 
high-compression cars can be sure of smooth, 
knock-free performance. And, of course, Sun’s 
famous Premium Quality Blue Sunoco will 
continue to be offered at regular gas price, but 
under its new name of Blue Sunoco 200. 


Keep your eye on Blue Sunoco’s Fuels of 
the Future—more than ever America’s 
greatest motor fuel value. 





Sun Oil Company - Philadelphia 3, Pa. 





AUTOMOTIVE NEWS, APRIL 1, 








after the explosion and that the| made for the corporation to a 
i a s s i “ %y 66 ” | pros 
wsuits Affectin Dealers Bios side walls were cracked,” “scuffed” | pective purchaser of an automo 
ul x | and “gouged. 0 | bile?” 
* * * | - 
| Broadly speaking, the~answer 
Rental Agreements to this question is: A purchaser 


C 0 u rt D e€ C I S10 n S | ACCORDING to a late higher , + r always may hold a corporation’s 


court decision an automobile eee — liable on any 

: - | deale ir contract, statement or guarantee 

ne See ®. Parker — an employe, who was about | dealer who expects to collect rental | ul if the testimony proves that the 

j y at Law eet distant, money from a customer for use of <TRKEN-\N | eMielal wae guilty of ra : 

A LEADING higher court indi-| In subsequent litigation, testi- | loaned automobile must immedi- : 2 ‘greats of fraud The came a is ~~ 

cated that owners of motor| mony was given that any tire | ately give or mail a memorandum | |:, 7 |= 3 tively effective and true with re- 

vehicles must keep tires in good| may blow out if it hits a rock | f the rental agreement to the cus- | ‘ - - spect to an employer and his 
condition, | even when brand new; that if a | tomer. 5 salesman. 

For illustration, in Ridley v. Grif- tire has been recapped it is more For instance, in Heafer v. For illustration, the law is well 
all Co., 289 Pac, (2nd) 31, the testi- | likely to blow out; that the more | Gathers, 300 Pac. (2d) 523, an | settled that ordinarily an employer 
mony showed facts, as follows: The | times a tire is recapped the | automobile dealer permitted a is not liable for contracts, promises 
driver of a large tractor-semi- | greater the chances are that it customer to use a car while the , or statements made by a salesman, 

trailer backed it| will blow out. customer’s automobile was being uF or other special agent who acts 
over jagged rocks The higher court held the owner! repaired. Later the dealer sent ‘ee outside the regular scope of his 
toward a loading|of the truck liable to the injured| the customer a bill for $5 per day a. employment, or who exceeds the 


platform. The | employe for $20,000 damages and| rental for use of the automobile. SastneranGutn of the Geuherediieend |e eee, conferred upon him by 
testimony showed | said that from the evidence pro-| T ‘ > oni ri memorandum of the dealer’s alleged | his employer. 
y e p he customer flatly denied owing agreement had never been handed employer 


that the gross|duced, the jury might well have|the dealer any money stating that il 
weight was 76,000 | believed that all of the claimed the dealer gratuitously loaned him or mailed to the customer, that if an employe practices fraud 
pounds. acts of negligence were estab-|the car in consideration of his get- | aden whether or not he is a salesman, 
While the truck | lished ; and the defendant knew ting the repair job and in conform- Official’ s Liability ordinary employe, or an official of 
was being maneu- | that if a motor vehicle was driven| ity with a custom among garage HIGHER court recently an-|@ corporation both the employer 
vered in the rocky | OVer large jagged rocks on a hard| people in this area to loan autos| / swered an important legal| 2nd the employe automatically be- 
area and moving| Pavement it might, under these cir-| under such circumstances, question as follows: “Under uae come responsible and liable. More- 
L. T. Parker slowly, a rear tire — a : The higher court refused to hold | circumstances will a higher court °VeT, 4 corporation is but the in- 
= on the semi-| This court went on to explain| that the dealer could collect any hold the official of an automobile|Strumentality through which an 
trailer blew out and a jagged rock|that the testimony showed that} money from the customer for rental corporation personally liable for| individual may transact his busis) 


was thrown through the air and|witnesses had inspected the tire|of the automobile saying that a guarantees, statements or promises | "€5S- 
te iP, id es - Sometimes, therefore, the cor 


. porate entity will be disregarded 
and the corporation will be consid 
ered in law as the person owningj 
the corporation. In other words, ar 


individual stock holder may be hel@ 
personally liable, notwithstanding 
the fraudulent business was tran 
acted in the name of the corpora 
tion. 
* Evidence of Fraud 


| >~ example, in Grant v, United 
270 Pac, (2d) 64, the testimon 
showed facts, as follows: A corpo 


Increase 07 Profits! ration was engaged in the, premal 


e by a franchise method in specific) 
b usin the areas under written contracts. 
Cas £ eee A man named Marg, who was 
president of the corporation, was) 
ee interested in obtaining a new dis- 
tributor in a specific area. After 
some discussion Marq sent his rep- 
MOBILE resentative, Meal, to talk with @ 
man named Grant. 
Meal told Grant that the cor- 


AIR CONDITI poration had successful business 
dealings, although at this time 
= ie gee 2,8). aga Sa ae , eit e, 


ha ID Ahn ae ener AL 


However, the law is established 


the corporation had a net operat- 
Pr Dg > a a es | ing loss of $56,146.69 with assets 
i” FLEE EI OES OO, es of $29,113.58 and liabilities of $78,- 
011.27. Also, it owed other 

moneys. 
Meal gave Grant copies of a con- 


N BUY A NO V AND - | tract used for distributors and said 
, | $1,000 must be paid down to secure 
N ee the distributor's contract. 
eA EAE al A ARTIS Grant signed the contract and 
ASAI R 


1f! | mailed it with a certified check for 
i ursell. | $1,000 to Marg, who asked Grant 
1. Install at - for an additional $5,000. Grant 
e ' asked why it was necessary to pay 
2. Have it installed by a Novi Factory Branch! |an additional $5,000 as deposit 
3 |money, since he had already sent 

—— * ° ! $1,000 “to bind the contract.” 
3. Or have it installed by a Novi Authorized Dealer! | Marq then said that he had set 
° e “4° up a quota for Grant, and that 
ment needed when you use Novi Air Conditioners. Grant would get credit on pur- 
| chases until the $6,000 was used up. 


* * % 


No inventory invest 
No inventory obsolescense at end of season. 


Novi’s 34 branches make Air Conditioner Units and Service Parts available —— 


ight NOT long afterward it developed 
overn P ° ous +‘ that the corporation was in- 
; - Air Conditioners reduces your ee solvent. Grant sued Marq person- 

Ordering your new cars less Factory Installed _G a persor 
. . ally to recover the $6,000 deposit. 

new car inventory investment. ee ch In holding Marq personally liable 
In this highly competitive market, using the Novi Air Conditioner we ~~ te Geant tee sepayeneat of the 

. ° i ee , , e : 

of a profit instead of being forced to give . Factory-Installed Air Conditioner a = “There was evidence of fraud 

i i - j ea car. ee other than the mere making o 

cost in order to deliver a Factory-Equipp a a ae Sa ae 
oe of the corporation, The corpora- — 

E YEAR WRITTEN GUARANTE | | 2coee ee 

d dit a circumstances are such at the 

i i rovea credit. a) time of the making of a promise 

Budget terms available for your customers with app imo of Re maling tS ee 
ay perform the promise, the promise 

is fraudulent.” 

For comparison, see the leading 
case of Andrews v. Osius, 203 Mich.” 
195. Here it was shown that in> 
Michigan a law provides that 
statement or representation, as td) 


MASEL LLL eLaay TRUCK AND TRAILER REFRIGERATION UNITS ALSO AVAILABLE | Ss, Stee oe" 


. 


representation is in writing. 


In subsequent litigation, the | 
: higher court held that this state ” 
law has no application to protect 


For complete information contact your nearby Novi Factory Branch or Authorized Dealer . . or write S corporation Gee WAS Sars 
ace = and orally misrepresents merchan- ‘ 


Nn Ovi SALES AND SERVICE CO. INC. ° oe 


i N OVI, MICHIGAN Main St, Eureka, Kans. has added | 


Mercury. The firm has been a Ford 
dealership for 29 years. is 





STOP! 


See why “today’s FLEET OWNER’’ is the hottest 
fleet publication for your sales story. 


Look at these FLEET OWNER firsts! 


Greatest paid circulation ever achieved by a truck-and-bus fleet publication. Now 
over 40,000 paid subscribers! 


Special 1957 bonus to advertisers of 8,000 additional paid readers. 


Largest, most versatile editorial staff in its field. Over twice the size of any other 
publication. 


More, and more frequent, editorial innovations designed to build cover-to-cover 
reading. Editorial covers, flo-thru makeup, four-color articles, special reports, 
regular field maintenance surveys. 


Complete Merchandising Program, providing extra impact for Fleet Owner ad- 
vertisers. 


Regular Research Service, evaluating both editorial and advertising content, avail- 
able at no cost to advertisers. Mills Shepard service in 1957. 


Most comprehensive Market Study of the fleet field ever made. Sales potentials 
on 109 key automotive products and specific detailed reports on individual prod- 
uct use and acceptance. 


Greatest advertising growth in the field. 


(1) Fleet Owner up 328 pages 1951 — 1956. 
(2) Nearest competitor down 46 pages 1951 — 1956. 
(3) First quarter 1957, Fleet Owner up 110 pages. . . 28%! 


“Today's FLEET OWNER” is far and away the fleet market's liveliest, most pro- 
gressive publication . . . the best buy for you in every way. 


Your FLEET OWNER representative would be pleased to give you the full story on 
FLEET OWNER’s exclusive values. Ask him, or write us at headquarters. 


FLEET 


a McGraw-Hill Publication 


330 WEST 42ND STREET * NEW YORK 36, NEW YORK 
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{4 Monthly Section for those who make, sell and service America’s Trucks, 


TR a ee 


+ by Jack Weed 





A JOINT survey by the Depart- 
ment of Commerce and the 
Securities and Exchange Commis- 
sion reports that American business- 
men plan to spend an alltime high 
of $37.5 billion on new plants and 
equipment this year. This is $2 bil- 
lion more than last year. 


The survey showed that most 
major industries expected to in- 
crease, rather than decrease their 
capital outlays over 1956. Manufac- 
turers and utilities each expected 
increases of more than $1 billion. 


Railroads alse scheduled a sub- 
stantial rise of nearly one-fifth, 
while other transportation com- 
panies expect to spend 7 percent 
more. Declines were expected by 
commercial companies and min- 
ing firms. 

The prediction contrasts with 
earlier reports that some businesses 
were giving up expansion plans be- 
cause of “soft” spots in the economy 
and because the inflationary trend 
has increased equipment and pro- 
duction costs. 

In the face of this more optimistic 
report and with the national good 
roads program starting to break in 
. Many states, many truck men are 
wondering what has happened to 
the medium and the “heavy heavy 
duty” truck business. 

. 2 


Not as First Feared 


= total January truck pro- 
duction was 10.50 percent below 
January, 1956 (about 13,000 units), 
many had felt that this loss was 
mainly in the under-10,000 GVW 
es. 
According to Department of 
figures, however, only 
about 3,000 of the loss in units was 
in this classification and by far the 
big loss in January was represented 
by the more than 9,500 falloff in 
. mediums of from 10,001-16,000 GVW. 
Part of this loss can be ex- 


Light heavies showed a very com- 


fortable January output increase of 
from 2,980 a year ago to 3,533 this 
year; medium heavies about held 
their own with 4,090 this year 
against 4,717 last year while heavy 
heavies (over 26,000 GVW) showed 
a loss from 5,026 to 4,530. 

At the same time, there is no 
question about the robust health 
of business in general. All reliable 
signs, including benefits to accrue 
from the Federal road program, 
point to the next score of years as 
the greatest in our industry’s his- 
tory. 


: * +” 
S° WHERE are we falling down 
in the truck business? We may 
have to wait a little while for the 


effects of the drought to be caught 
up with by the midwestern farmers 





then, more of the industry later will 
be bringing out “buy impelling” 
new units like the Ford Ranchero 
and Fi and the Chevrolet Cameo 
(Continued on Page 23, Col. 1) 











ommercial Car News 





Dodge Sets Up N etwork — ; 


To Stock ‘Heavies’ for 
Quick Delivery in Field 


E of the first complaints re-| meeting this problem without tak- 
ceived by the three volume) ing on hazards of such a field stock. 


truck producers after they seriously 
entered the heavy duty field was 
that their dealers were at a dis- 


* * * 


4 br makers realized that perhaps 
the majority of their dealers, 


advantage in the matter of chassis| eyen in the large distributing cen- 


availability in the field. 

The dealers pointed out that 
with three of the heavy 
makers selling mainly through 
branches, their dealers or distribu- 


tors could take customers to | 


branches where the maker car- 
ried a “float” of the heavy duty 
jobs most called for in that area. 


duty | 


| ters, couldn’t carry on adequate 
stock on their own. 

| Dodge is the latest among the 
|truck makers to step up to this 
| problem with an experimental pro- 
| gram that is now set for at least 
one year’s trial in the field. 


High among the hazards that 


Thus, the competing heavy duty, have faced the various factories 


dealer could not only show the} 
prospect the truck but could draw| 


from this branch stock for delivery. 
Every truck maker selling through 


dealers has been trying to find a 
logical and efficient method of 


Auto Safety House, Southern Arizona's "Trucking Center'— 


Auto Safety House, Phoenix, Ariz., is known as the “trucking center” for the southern half of the state and also is a haven 
for owners of house-trailers with defective electric brakes. The firm specializes in services that take a tremendous burden off 
the shoulders of truck dealers in the area, such as frame and front-end aligning, wreck work, special equipment and modifico- 
tion for special hauling requirements. Harry Amster is president of Auto Safety House; Owen lL. Kelly is vice-president and 
general manager, and Wilmer E. Harper heads the special equipment division. Lined up in front of the firm is a fleet of 20-ton 
dump trailers owned by the Maricopa County Highway Depertment. 


studying this universal problem 
is the ever-present fear of obso- 
lescence. 

Also the makers believe there is 


pm that a dealer will lose in- 


terest in the heavy duty line if he 


Equipment Specialist Is Dealer’s T op A I ly 


y= a dealer has a buyer for 
a short wheelbase, dual-drive 
tractor and dump trailer, and the 
only truck he has in stock that will 
meet the engine and tonnage speci- 
fications is a long wheelbase, stand- 
ard-axle job, he calls in a truck 
body and equipment distributor who 
can convert the chassis to the cus- 
tomer’s needs. 

These distributors have the 
teols, machine-shop equipment 
and “know-how” to do these con- 
version jobs quickly and with 
engineering precision. 

In addition they act as wholesale 
distributors for a long list of bodies, 

special axles and transmissions, tail 
gates and many other units that 
turn the cab and chassis into a 
complete truck ready to go to work, 
regardless of how specialized the 
need of the buyer. 

Most of these firms have men 
whose major job is to work with 
the dealer's salesmen on the deals 
where more than ordinary knowl- 
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edge of truck transportation prob- 

lems are involved, and where the 

type of haul calls for special design 

or equipment that will make the 

haul more efficient or economical. 
+ + + 


S°CcH a firm in Phoenix, Ariz., is 
Auto Safety House, headed 
by Harry Amster, president; Owen 
L. Kelly, vice-president and general 
manager, and Wilmer E. Harper, a 
graduate mechanical engineer, who 
is in charge of the special equip- 
ment division. 

The company’s letterhead could 
be that of many similar firms across 
the nation. It reads: “Truck and 
Trailer Special Equipment—Special- 
ists; Aligning, Balancing, Frame 
Alterations, Transmissions, Service 
Bodies, Electric Brakes.” 

They are specialists in trans- 
portation in every sense of the 
word, and stand ready at all times 
to furnish engineering and techni- 
cal aid to the truck dealers in 
their area, which includes 
and a large section of Mexico. 

They welcome the opportunity to 
help the truck dealer make the sale; 
particularly if the dealer or his 
salesman is “over his head” in ex- 





plaining the technical advantages of 
the unit. 


= 
Where Dealers 


yom greatest stumbling block 
to performing a much greater 
service to the franchised truck 
dealers in their territory, and to the 
industry as a whole, is to a large 
extent, wrapped up in the dealers’ 
method of paying truck salesmen, 
Automotive News found in a recent 
visit to this operation. 


When the truck dealer, because 
of stiff competition, or because of 
his lack of prime interest in the 
truck end of his business, fails to 
pay the salesmen on the equipment 
and bodies that are sold on the 
truck chassis, it was found to result 
in more extensive price cutting by 
the dealer, less attention to which 
body or piece of equipment would 
be most efficient on the particular 
haul and a total lack of interest on 
the part of the salesman in selling 
a complete truck. 

This practice also has led to a 
far more serious trend that too 
many truck dealers apparently 
haven’t considered in all its worst 
aspects. That is the weaning of 


Slip 





the loyalty of his sales force away 
from the employing dealer. 

When the dealer fails to pay the 
salesman for the “extras” that are 
bound up in a truck chassis sale, 
it is only natural for the salesman 
to look elsewhere for the remuner- 
ation he feels he should have. This 
has led to some truck salesmen 
“chiseling” the truck body and 
equipment dealers out of a commis- 
sion or “side payment.” 

This practice, unfortunately, has 
been aided and abetted by some 
body builders who see in the pay- 
ment of a commission to the 
truck salesmen a possible advan- 
tage in the selection of the make 
of body that will be included in 
the deal. 

Several have encouraged their 
wholesale outlets to pay such com- 
missions or are doing it themselves 
from their home offices. 

The better and more stable truck 
body and equipment distributors, 
like Amster’s Auto Safety House, 
will not stoop to this practice. They 
know it leads to a complete de- 
moralization of the truck market, 
tends to make truck salesmen prac- 
tically free-lance brokers with little 

(Continued on Page 26, Col. 1) 





| such 





is relieved of so much of the stock 
burden. 

Then there is the problem of how 
to handle adequately the modifica- 
tion of trucks in stock to meet 
customer requirements and the tre- 
mendous amount of capital it would 


take to finance such a “float.” 
* > > 


International Is First 


NTERNATIONAL HARVESTER 
was the first to set up a field 
float program that seems to work to 
the satisfaction of its more than 
3,000 dealers and creates the least 
confusion and loss to the factory. 
International established four 
field “transfer points” where 
a limited stock of the most popular 
basic trucks are maintained. In 
each of these points, modification 
centers have been established so the 
“headache” of switching axles, 
transmissions, gear ratios and even 
complete engines can be done at 
minimum cost. 

To keep the inventory current 
—both at these points and at 
branches—a six-month limit is 
placed on any chassis put in these 
“floats.” Careful supervision of 
stock records is necessary -to en- 


‘Continued on Page 24, Col. 1) 


Highway Scales 
Cited for Lack 
Of Constancy 


MINNEAPOLIS. Enforcement 
weighing of highway vehicles by 
the wheels or individual axles must 
take account of variable values 
which cannot be controlled nor ac- 
curately evaluated, the National 
Scale Men's Assn. was told here. 

Cc. L. Richard, a consultant for 
the Truck-Trailer Manufacturers 
Assn., illustrated how axle load 
shifts perplex the trucking industry. 

As an example, he showed how 

a trailer loaded so that all axles 
weighed less than the legal limit 
might on a subsequent road check 
indicate an overweight on one 
axle of a tandem, while at another 
point the other axle in the tan- 
dem assembly would appear to be 
overweight. 

The example, Richard said, ex- 
plains many incidents which have 
perplexed highway police and have 
led courts or magistrates to question 
the validity of evidence offered to 

(Continued on Page 27, Col. 1) 


Top Trucks 


New-truck registrations for one 
month, plus 29 states for Feb- 










ruary: 

1957 Pos. Make 1956 Pos. 
1—29,761 Chevrolet 31,685— 1 
2—20,7387 Ford 27,429— 2 
3—10,657 Intern’! 11,3827— 3 
4— 7438 GMC 9,821— 4 
5— 5,392 Dodge 5,940— 5 
6— 2,319 Willys 2,149— 6 
7— 1474 Mack 1,392— 8 
8— 1451 White 1,355— 7 
9— 977 Stade. 1,252— 9 

10— 446 Diamond T 463—10 
ll— 319 Reo 324—11 
1 60 Brockway 89—12 
1,557 Misc. 1,079 
Total All Makes 
83,138 95,305 


Further details on Page 42. 
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Carrier to help the light market 
See a determined comeback. 

But that is not what is bothering 
truck: men this spring. 

It’s hard to understand the loss 
in mediums and heavies that has 
the truck men scratching their 
heads and wondering if it’s be- 
cause far too many dealers are 
waiting for buyers to come in 
and grab these models off the 
Ist. 

Especially is this true when it is 
noted one of the “big five” have 
shown gains in both the 16,001-19,500 
GVW and 19,501-26,000 GVW classi- 
fications. Only one maker—and that 
a small one—has shown a gain in 
sales of the over 26,000 GVW this 
January over last. 

> + o 


Favorite Target 


ne are busy along the 
truck lanes searching for another 
method of hitting the truck industry 
with additional taxes that will en- 
able them to get by with their road- 
building expense increase, without 


putting the burden on all of the) 


road users. 


These boys seem to have thin | 


skins when it comes to raising the 
cost of using the family’s trans- 
portation equipment but don’t seem 
to give a hoot if the cost to the 
same families is hidden where it 
would take an astute accountant to 
find it. 


The latest smash at the truckers | 


is in the form of a mileage tax. 
Bills to this end have been intro- 
duced in the legislatures of Cali- 
fornia, Iowa, Connecticut, Illinois, 
Maine, Massachusetts, Minnesota, 
Montana, New Mexico and North 
Dakota. 


Reports seem to indicate that 


North Dakota is being considered | 


as a pivotal state. One North Da- 
kota bill passed the Senate, while 
another bill imposing a mileage tax 
on non-resident vehicles with three 
axles has passed both houses. 


Bills calling for registration, or) 


driver license fee, increases have 
been introduced in Arkansas, Cali- 
fornia, Connecticut, Indiana, Iowa, 


Kansas, Michigan, Minnesota, Mon- | 


tana, Nebraska, New Hampshire, 


North Carolina, North Dakota, Ohio, | 


South Dakota, Utah, Vermont, 


Washington, West Virginia and} 


Wyoming. 


> > * 


Nothing Omitted 


JroRD MOTOR has recently gotten 
out the most complete body 
builders layout book that I believe 
I have ever seen. It gives every 
dimension on every model that any 
body maker or equipment man 
should ever need in order to fit his 
product to the Ford line... 


The subject of preventive main- 


tenance for trucks has always been 
interesting to petroleum suppliers 


and has taken on increased signifi- | 
cance in the light of the expanding | 


construction activities. 


Sensing that, with the major oil | 


companies getting more than pas- 

sively interested in truck lubrica- 

tion, there might be more of a 

drive for this type of business by 

the filling stations of the nation, 
Check Chart devoted the January- 

February issue of its Service Bul- 
letin to the maintenance of trucks. 

In it is laid out a program of pre- 

ventive maintenance said to be 

practical under the most trying 
field circumstances . 

Chevrolet had all its zone truck 
men into home office for a week’s 
course in truck operation and equip- 
ment. 

Important among the activities 
was to take these boys out to the 
General Motors Proving Ground 
and not only demonstrate and ex- 
plain the functions of many bodies 
and operating equipment but also 
thoroughly school each man in the 
operation of the truck with this 
equipment mounted on it. 

* a7 = 
Proper Positioning 
I REMEMBER back in my trailer 
days the sweat I oozed out learn- 
ing to drive a tractor-semi-trailer 
job even though I had been in the 
truck business for over 10 years 
before I took on the trailer deal. 
Fortunately, I had been brought 
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(Continued from Page 22) 


up on a farm and was very familiar 
with teams and how to handle them. 
Once I learned that the horses were 
the truck and that you positioned 
the truck as you would a team when 
you wanted to back up, I quickly 
learned how to do a passable job 
of demonstrating. 

I also vividly remember the 
damaged brick walls resulting from 
truck salesmen learning to shift 
gears in a truck with an auxiliary 
transmission. The stunt was to put 
the truck up against a brick wall 


2 Additional Dealers 
Appointed by Divco 

DETROIT.—Diveo Truck division 
of Divco-Wayne Corp. has appointed 
two new dealers for Divco delivery 
| trucks. 

They are Divco Service Center, 
480 Chancellor Ave., Irvington, N. 
| J. and Memphis Miller-Meteor 
| Sales Co., 2079 York Ave., Memphis, 
| Tenn. 














... often over 100 dumps per day 


and have the driver back it away 
and go forward. If the truck sales- 
man hadn’t put in some time learn- 
ing how to shift gears with such a 
unit, he could really get messed up. 

There is nothing that equals 
actual experience with many 
truck operations to give a sales- 
man the needed confidence in 
selling trucks equip ped with 
special equipment, and Chevy’s 
Herman Sattler isn’t missing any 
chances of losing sales because 
his field men can’t show the 
dealer or the dealer’s truck pros- 
pect how a certain unit will work 
on the job. 

I feel that every truck salesman 
should take a course of this kind 
at least once every year, every six 
months would be better. The old 
truck caravans at least gave the 
salesmen along the route taken by 
the caravan the opportunity to see 
trucks equipped to do the major 
hauling jobs. 

A “salesman’s training rodeo,” 
held in several spots around the 
country, might well result in tre- 
mendously improving the type of 
truck selling we now have around 
the country. 

* 


' 


* * 


company doesn’t go out in the 


Every six minutes this Perfection Model 5258 
Telescopic Hoist dumps a capacity load of aggre- 
gate to supply the bins of a busy concrete plant. 
Every six. minutes, with the truck on a 10° in- 
clined ramp. And, every six minutes it takes the 
shock of a capacity load falling approximately 4’ 
from a clam shell bucket. For a year it has stood 
up under this abnormally hard service, to the sat- 
isfaction of Mr. R. 
J. P. Loomis Concrete & Supply Co., Akron, O. 


W. Collins, General Supt., The 


You can expect like service from Perfection 
Hoists. Write us for the name of your Perfection 


distributor. 


It pays to insist on Perfection! 


OFTEN wonder why some truck | 








A Reminder— 


Reflectorized signs on the back of com- 


mercial vehicles will remind motorists 
that “Trucks bring you better living." The 
nine-by-23-inch posters are available to 
fleet owners and are produced by Alumi- 
num Co. of America, one of the newest 
members of the American Trucking Assns. 
Foundation. 


field with such a deal. I am sure 
it would pay off even in these days 


| of high cost. 
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its truck service men last week. 
GMC had them all into the factory 
for daily engineering and account- 
ing and even took them to some 
component makers to see how some 
of the units that need field service 
are made and assembled. 

These boys will be better equip- 
ped to go back to their territories 
and instruct the service men of 
their dealers in how to keep the 
trucks running sweet and on the 
road. 

That “on the road” phrase is all 
important to the dealer and service 
man in the truck business. When 
one realizes that for some operators 
to have their truck unit off the job 
for just one day will cost upwards 
of $250, as an operator in Arizona 
told me a few weeks ago, one can 
| better visualize the importance of 
good service that keeps the trucks 
“on the road.” 





6 Kenworths Join Fleet 
EL PASO, Tex. — Delivery of six 
|Kenworth Model 925 trucks to 
| Whitfield Transportation, Inc., El 
Paso, has been announced by Lewis 
|T, Geriach, general sales manager, 
| Kenworth Motor Truck Co, Chassis 


And Chevrolet’s “country cousins,”| weight of the vehicles is 13,320 


GMC did a comparable thing with 
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Volume Producers Step Up Aid. . . 
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Dodge to Stock Heavies in Fiel 


(Continued from Page 22) 

sure that trucks do not remain 
in the float too long. 

Dodge is experimenting with a 
program that follows Harvester’s to 
quite an extent, although Dodge 
plans eight points instead of four. 

The Dodge program, in its experi- 
mental stage, will open the “trans- 
fer” points at dealerships equipped 
with machinery and manpower to 
make necessary modifications. 

” + * 


A§ PLANNED, the Dodge centers 
will not be required to make 
any investment in trucks until the} 
end of 90 days. Dodge will floor| 
plan the trucks and pay interest| 
and insurance for this period. At} 
the end of the 90-day period the| 
“center” is expected to pick up any | 
trucks not sold. 

Dodge also will put necessary | 
modification assembles in transfer | 
points and these will remain at all | 
times under Dodge control. 

Each center also will become a | 


| 


MoPar truck parts wholesale dis- Zz 


tributor and will be required to | 
carry sufficient parts for current | 
and past models to supply trucks 
operating in the area. 

Dealers can draw on these field 
stocks for heavy duty rush delivery. 
It is not planned to carry any trucks | 
less than 16,000-19,500 pounds GVW | 
and only those currently in greatest 
demand. This, it is expected, will 
take upwards of 1,000 trucks to pro-| 
vide a workable national float. 

While some of the points have 
been selected for this experiment, | 
not all of the dealers have been 
signed up and no trucks have been | 
shipped as yet, it is understood. 


GMC’s Program 


eae is handling its availability | 
program a little differently. It 
carries the “float” to meet fast 
delivery at the factory so it can use 
factory assembly personnel to make 
modifications and can draw assem- 
blies for modifications from factory 
production stocks in a high percen- 
tage of cases. | 

In this program the “finger” to) 
watch obsolescence is strictly on) 
the factory. It is felt there is a 
much better chance of moving 
“dogs” this way than in the field, 
and at less expense. 

It has been found under this | 
plan that GMC has been able to 
ship at least 85 percent of trucks 
needing modification in 30 days 
or less and better than 60 percent 
of those that call for special 
equipment in the same length of 
time 


Ford and Chevrolet have been 
studying the problem for some time. 
Ford especially has made consider- 
able strides, it is claimed, in being 
able to meet rush orders by a pro-| 
gram set up in its heavy duty 
manufacturing plant. 

Ford also claims it has been hit- 
ting 30-day deliveries very consist- 
ently through this method. However, 
Ford recognizes that perhaps this 
will not always continue to be the 
case. 

* 7 - 

WAS thought by many truck 

men that Ford was heading to- 
ward a different phase of the all- 
industry availability problem when, 
in the building of some of its new 
assembly plants, separate truck 
lines and quite extensive parking 
facilities were provided along side 
the plants. 

If it was Ford’s idea to make each 
of these new assembly plants a 
combination assembly plant and 
“transfer center,” making modifi- 
cations on more or less stock models 
from “floats” carried at each plant, 





MEMO To 


FORD AND CHEVROLET DEALERS 
We are interested -in making suitable 
for local deliveries on a 


TRADE 


basis throughout the cou to supply 
mew cars for our leased (Since 
these cars will be used focally your serv- 
ice shop can benefit aiso.) 


Contact Ben Gelier 
EMKAY, INC. 
$850 Cottage Grove Avenue 
Chicago 37, Illinois 
Phone: MUseurn 4-6969 


this may be delayed for some time 
by the probable necessity of utiliz- 
ing some of these plants as initial 
assembly points for Edsel. 

In addition to providing faster 
delivery of the heavier models to 
meet competitive conditions in 
the field, all factories making 
passenger cars and trucks have 
been faced with a very necessary 
truck salesman’s training program. 

It is recognized that in many 
cases the need for fast delivery of 
these units would not be necessary 
if dealer and salesman were closer 


Firm Takes New Name 


DES MOINES. —The industry- 
owned trucking insurance under- 
writing firm formerly known as 
Transport Indemnity Exchange has 
changed its name to Carriers In- 
surance Exchange, according to 
William S. White, general manager. 

The company also announced the 
establishment of a group insurance 
department and a pension depart- 
ment, 


to prospects and had a better pic- 
ture of what would be needed dur- 
ing the next 60 to 90 days. 

Each of the volume producers has 
been in the field with truck sales- 
man’s training programs. All report 


better than anticipated results. 
* * * 


Dealers Cooperate 


N MOST cases, enthusiastic dealer 
cooperation has been encount- 
ered, This probably comes from 
dealers who have commenced to 
regard their truck departments as 
profit makers instead of a “neces- 
sary evil” in the automobile fran- 
chise. 

There is no question in the minds 
of truck experts but that the cur- 
rent problems of availability and 
salesman training will have to be 
consolidated on an efficient and 
logical basis as increasing devia- 
tions to the standard are made 
available by the factories. 

The day seems to have passed 
when the dealer had to rely wholly 
on the body and equipment dis- 


ICC Urged to Tighten 


Truck-Law Enforcement 


PHILADELPHIA. — J. Maxwell 
Smith, president of the Keystone 
Automobile Club, urged strict en- 
forcement of safety rules for 
trucks in an appeal to the Inter- 
state Commerce Commission. 

Citing ICC figures, Smith said 
truck accidents took 950 lives, in- 
jured 10,189 and caused $25 mil- 
lion in property damage last year. 
The problem is a national one, he 
said, and must be solved on a 
national scale. 








tributor in the field to do the 
work necessary to convert a 

standard truck into a unit able to 
do the multitude of jobs that 

trucks are being called on to do 
today. 

However, that doesn’t mean that 
the services of the equipment and 
body distributor are no longer es- 
sential to truck dealers in providing 
better, more economical and more 
efficient transportation units. 
| In fact just the opposite is true. 
|Even with the number of manu- 
facturers now providing dual drive 
| rear, six-wheel trucks, eight speed 
| automatic transmissions etc., the 
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closely 
user 


opportunity to meet mor 
the varying demands of 
is considerably widened. 


As engineering progress isi made 
in the development of bet Yr, 
more powerful and econo 
power, and as more basic — 
are being added as factory-equip- 
ped options, the opportunity, for 
more individualized body \and 
equipment engineering in the field 
will become more and more essen- 
tial. 

Today’s truck can be converted 
to meet practically any operating 
problem that faces the user. Be- 
tween the factory, the alert dealer 
and the body and equipment dis- 
tributor with “know how,” truck 
transportation can’t help but grow 
and expand beyond the dreams of 
present dealers and experts. 

Jack WEED 






|Ford, Mercury Dealerships 


Open in Pennsylvania 

Smith & Miller Ford Sales has 
|opened in Saxton, Pa, and John 
McCabe has opened McCabe Mer- 
cury in Aliquippa, Pa. 

In Pittsburgh, Hyman Bloom has 
purchased Forbes & Murray Mer- 
cury, renamed it Bloom Mercury. 








SETTING A GREAT NEW PAYLOAD STANDARD... 


WHITE 9000 


..- UNMATCHED IN THE INDUSTRY 






















Heat-treated alloy steel frames are lighter 
and stronger 


Bolted construction adds chassis strength 


Pivot-point suspension cuts road vibration, 
adds riding ease 


THE NEW CONCEPT IN CHASSIS DESIGN! 


New, longer, more rugged front springs 


Better stopping with new, longer-wearing 
brake shoes 

Sturdier, lighter rear axles have 19% greater 
capacity 

Wider tread front axles have greater 


capacity, increased strength 


TRUCK operators are talkin 


bigger payloads 


way transport 


It’s another 










90 INCHES 
FRONT OF BUMPER 
TO BACK OF CAB 


higher mileages and 
throughout the trucking industry. 


And they’re getting them both—in a big way—with 
the new dimension in tractors—The White 9000! 

No new model ever won its spurs faster in high- 
...no other conventional tractor 
can match its earning power opportunities. 

It’s only 90 inches from front of bumper to back 
of cab—but those 90 inches are packed with power 
and earning power. 


great example of White creative 


engineering—of White leadership in action! 


THE WHITE MOTOR COMPANY 
CLEVELAND 1, OHIO 
AUTOCAR DIVISION—Exton, Pa. 





The New Dimension 
WHITE.S9000 
Payload Leader in 
Conventional Tractors 
for Highway Transport 
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25 
duces breakage of fragile cargo 


In GMC Heavy-Duty Line... and permits lighter-weight, less- 
expensive packaging, and permits 


the use of weight-saving compo- 


10 Air-Suspension Models _ || ‘eiicic weienc*™" "°" “ 


Monoghan said the basic GMC 
models in which air-filled, rubberized 
bellows replace conventional leaf 
springs have GCW ratings ranging 
from 50,000 to 65,000 pounds, and 
that all air-suspension tractors can 
be used with any kind of trailer or 
semitrailer, regardless of whether 
they have conventional steel-springs 
or torsional suspensions. 
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PONTIAC. — Air-suspension trac-| high-frequency vibrations before 
tors with lightweight aluminum| they can reach the frame. 
cabs and one of the greatest power Economically, the system is ex- 
spreads in division history are| pected. to revolutionize both the 
among the features of the 1957| trucking and packaging indus- 
heavy-duty truck line introduced| tries, according to Philip J. Mon- 
by GMC Truck & Coach division.| oghan, GMC general manager. 

Eight engines are available— “Tests and demonstrations already 
two of them new V-8s. Gross | have evidenced the many economic ‘ ; 
horsepower ranges from 150 to | advantages of our air-suspension| Eight engines power the new 
236, and the engines power ve- | vehicles,” he said. GMC models—two V-8s, two six- 
hicles in the 22,000 through 63,000- | Trailer cubage can be increased 3 cylinder jobs and four diesels. 
pound GVW bracket. 7 to 8 percent, he said, because the} Both V-8s are new. They are a 

Air suspension is offered in GMC| fifth wheel on the tractor has been | 370-cubic-inch, 232-horsepower mod- 
standard-production tractors for the| lowered through the use of air sus-|el and a 347-cubic-inch powerplant 
first time, although prototype mod-| pension. This means additional} which develops 206 gross horse- 
els have been undergoing tests and|space for greater payloads and| power. 
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have been displayed at shows| bigger profits. / The sixes consist of a 302-cubic- 
for more than a year. Besides permitting greater pay-|inch unit developing 160 gross 
Ten air-suspension models are| load capacity,” he said, “air-suspen- : -= 


available. New lightweight cabs with| sion also eliminates spring repair, 
aluminum construction features that | lubrication and replacement; pro- 
GMC Air-Suspension Tractor— substantially reduce overall vehicle | vides a smoother ride for the driver 
Ten air-suspension tractors are included in GMC's 1957 line of heavy-duty trucks. | weight are featured on all 800 and and cargo and maintains a constant 
The air-suspension system consists of rubberized cushions of air that absorb heavy | 860 air-suspension models. vehicle floor height for simplified 
road jolts and high-freqeuncy vibrations before they can reach the frame. Philip J. The GMC air-suspension system | loading and unloading. 
Monaghan, GMC general manager, expects the new suspension to “revolutionize both | consists of rubberized cushions of “It absorbs road jolts and there- 
the truck and packaging industries.” air that absorb heavy road jolts and| by reduces body maintenance; re- 















IDEAL WEIGHT DISTRIBUTION 


—One of the fleet of White 9000 Turbocharged Diesel— 

Diesels of B & A Truck Leasing Corp., Cutaway photograph of GMC's new 4 
Richmond, Va., leased to the Halifax , 71T diesel shows turbocharger at left and 
Paper Co., weighs less than 4000 Ibs. hydraulically driven fan at right. The 
on the drive axle—vunder 10,000 | turbocharger utilizes exhaust gases to cut 
Ibs. total. maintenance costs and increase efficiency, 


while the fan prevents unnecessary power 
| draindff by running only when the engine 


| requires cooling. 
. 





horsepower and a 503-cubic-inch en- 
gine achieving 220 gross horsepower. 
Three of the four diesels are 
making their debuts in the GMC 
lineup of heavy-duty engines. 

| They are the 4-71T (four cylinders, 
171 horsepower); the 6-71T (six 
cylinders, 236 horsepower), and 
the 6-71SE (six cylinders, 190 


LONGER “L” DIMENSION 
— Silver Fleet, of Louisville, finds 
the White 9000 has shorter 
wheelbase for more CA dimen- 
sion, advantageous payloads. 





























| horsepower): 

| The 4-71T and the 6-71T are tur- 
MORE PAYLOAD ON bocharged units. GMC said they 
FRONT AXLE—Husky, utilize exhaust gases from the en- 
extra-capacity front axle gine to cut fuel and maintenance 


. costs, improve engine life and in- 
permits = much as 1500 crease engine power and efficiency. 
Ibs. additional payload up Completeing the diesel picture is 
front for extra earning the 4-71, a 150-horsepower unit for 
power. lighter operations. Like the other 
GMC diesels, it has a 17-to-1 com- 
pression ratio and a hydraulically 
driven fan. 


These fans are regulated auto- 
COMPLETE INTER- matically to run only when engine 
CHANGEABILITY — cooling is required. They stop or 


Provides the variable to —_ — = engine cooling is 
| 2 ss Pec not needed. is reduces parasitic 
pull trailers with any king power drainoff and increases usable 








pin location... Quality, horsepower, GMC said. 

Burlington, Wis., boosts 

payloads still more with Portland ( Ore. ) Dealers 
Steering Pusher units. Agree to Close Sundays 


PORTLAND, Ore. — The Port- 
land Automobile. Dealers Assn. 
has adopted a voluntary Sunday 
closing program after a commit- 
tee of the House of Representa- 
tives tabled a compulsory closing 
bill. : 

The bill had been supported by 
the association. Clark Graham, 
president of the association, said 
that the dealers were virtually 
unanimous in supporting the plan 
to close, 


EXTRA TRAILER LENGTH— 
White 9000 handles full 40 ft. trailer 
within 50 ft. over-all length—the 
only conventional tractor to do this. 


BIGGER PAYLOADS IN DUMP 
SERVICE — On-the-highway dump 
semi-trailer payloads go up for 
Keith Williams Co., Jackson, Miss., 
because of additional “L” dimension 
for more payload on front axle. 









AUTO 
TURNTABLES 
.f 





Manufactured by 


Macton Machinery Co. 
DYKE LANE 


Stamford 
. Cona. 


WHITE 9000 —WITH ECONOMICAL GASOLINE OR-DIESEL POWER! 









Dealer’s Best Friend 


Body and Equipment Distributor Helps 
Solve Problems, Boost Profits 


(Continued from Page 22) 


regard for profit, except to them- 
selves and brings about a growing 
disregard for the welfare of the 
customer. at ee 


‘Bid System’ Attacked 


_— like Auto Safety House 
pay the dealer—and the dealer 
only—the discount earned on the 
sale of any body or piece of equip- 
ment that is bought or sold on a 
truck chassis, by the franchised 
truck dealer. 

If the dealer then would pay his 
salesmen a commission on _ the 


equipment or bodies involved, or | 


mer would wind up with a much 

better and more efficient unit to 
do the job he has to do. 

A change in attitude by many 
franchised truck dealers would tend 
to eliminate the practice—also far 
too prevalent—of asking distribu- 
tors for bids on bodies and equip- 
ment. It also would reduce greatly 
the practice of distributors’ bidding 


Mack Milk Truck Retired 


After 200,000 Miles 


NEW YORK, — After 29 years, 
one of the first trucks ever to carry 


pay on the basis of the gross profit | milk from cow to consumer in the 


in the deal, 
strive to make a legitimate profit 
on every deal. 

Under this type of operation the 


dealer would make more gross | 


on his truck business; the equip- 
legitimate profit, and the custo- 


all salesmen would) 


New York area is being retired by 
Meridale Dairies which in 1923 be- 
came the first company to trans- 
port milk by truck to New York. 

The vehicle, a Mack chain-drive 


1927. 


| « 
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known “substandard” units to get 


the business. 

One such practice, for instance, is 
to bid—on a dump body of stated 
capacity—a hoist that is far too 
light to handle the job and stand 
up under rugged service and a body 
that is “skinned down” as to gauge 
of metal or construction to get a 
low price and still leave some profit 
for the distributor. 


* * * 


7. the growing complexity of 
truck engineering and design, 
the industry more and more is 
feeling the need of the services that 
firms like Auto Safety House can 
offer. They help the dealer select 
the proper units to meet the cus- 
tomer’s needs and enable him to 


retain customer satisfaction, both | 


Tops in Truck Posters— 






TRUCKS 


This Ford outdoor poster won first award in the National Competition of Outdoor 
Advertising Art, sponsored by the Art Directors Club of Chicago. The poster was pro- 
duced by J. Walter Thompson Co. William Strasser was the art director, and William 
Aliured the artist. Basis for judging was (1) the value of the idea to create sales or 


in the truck and in the integrity of | promote a cause, and (2) effectiveness, excellence and ingenuity of design, composi- 


the dealer. 
But unless a legitimate profit is 
left in the deal for the equipment 


distributor, he cannot continue to} 


provide engineering and sales aid 
for dealers. The trend in the equip- 


ment and body business then could | 
swing toward the production of| 
price” merchandise rather than the | 
| solid, well-engineered and quality- 
dairy truck, has logged 200,000| manufactured products that now| big business in front-end aligning, 
ment distributor would make a | miles since being put in service in| are available to the truck industry.| frame straightening, wreck work, 
Even before this practice of servicing dump and other equip- 


tion and technique. 


“chiseling” the truck salesmen 
became as prevalent as it is today, 
Auto Safety House began to de- 
velop services to the truckers of 
its area that were not provided 





by the area’s dealers or by other 
firms. 


Thus today, the firm is doing a 


SPECIFY THE LINE OF STRONGEST DESIGN! 





Dump Bodies... Hoists... 
Special Truck Equipment 


Hercules also builds 


@ steel platform bodies 
® batching equipment 


© rock bodies 


© bulk cement spreaders 
® transit mixers 


® farm platform conversion 


hoists 


© packer-type garbage 
and refuse bodies 





HERCULES STEEL PRODUCTS COMPANY 


AA-47T6 


high speed front mounted telescopic hoists 


Galion, Ohio 





DISTRIBUTORS: 


ABILENE — Fleet Equipment Co. 

AKRON — National Towing & Service 
ALAMOSA, COLO. — McKah Equip. Co., Inc. 
ALBANY—Vanel Body Co., Inc. 
ALTOONA—Brumbaugh Body Co. 
ATLANTA—Posey & Linn, Inc. 
AMARILLO—Lone Star Trailer & Mfg. Co. 


BERLIN, CONN. 


— Atlas Metal Products, Inc, 


BILLINGS — HCL Equipment Co. 
BIRMINGHAM—Truck Equip., Inc. 
BLUEFIELD, W. VA.—Equipment Sales Corp. 
BUFFALO—Truckstell-Wilcox, Inc. 


Company 


CALDWELL, IDAHO — B & M Equipment Co. 
CAMBRIDGE, MASS. —Hercules-Campbell Body 


CANTON, OHIO—Truck Equip. Company 


CEDAR RAPIDS—E. Cohn & Sons, Inc. 
CHARLESTON—West Virginia Tractor & Equip. Co. 
CLEVELAND—Scranton Body & Equip. Co. 


COLUMBIA—South Carolina Equip. Co. 


COLUMBUS, OHIO—Buckeye [ruck Body 
Builders, Inc. 


CORPUS CHRISTI—Truckers Equip., Inc. 
DALLAS—Fieet Equip., inc. 
DETROIT—Pezzani & Reid 

DOVER, OHIO—Weigand Truck Equip. 
DULUTH—West End Body Co. 

ERIE—Erie City Welding Co. 
EVANSVILLE—Hallenberger, Inc. 

FT. WORTH—Fieet Equip. Co. 

GRAND RAPIDS—The Ovens Body Co. 
GREENVILLE, S$. C.—Cato Trailer Service Co. 
HARLAN, KY.—Southeastern Sales Co., Inc. 
HOUSTON—Koenig Iron Works 
INDIANAPOLIS—Premier Mfg. Co. 
KANSAS CITY—American Body Equip. Co. 


KNOXVILLE—O. 


G. Hughes & Sons, Inc. 


LEBANON, PA.—M. A. Brightbill Body Works 
LIMA, OHIO—Lima Flack Co. 


LOUISVILLE—). 


Edinger & Son 


LUBBOCK, TEXAS—Western Trailer Co. 
MACON—Trucking Equip. Co. 
MANHASSET—Vaniman-international, Inc. 
MEMPHIS—Dealers Truckstel! Sales, Inc. 


Works, Inc. 


Bodies, Inc. 


Company 


Company 


MOBILE—Betbeze Mfg. 
MONTGOMERY —Scotts Brake & Safety 
MIAMI, FLA: —Truck & Equip. Service 
MIAMI, OKLA.—Kipps Roberts Machine 


MILWAUKEE—Badger Auto Body Co. 
MUSKOGEE—Parker Truck & Equipment Co. 
NASHVILLE—Kirby Brothers 

NEWARK, NEW JERSEY—Glasier Truc 


NORFOLK—A. S. Drumwright & Co. 
OAKLAND—Earl Sherman & Co. 
OMAHA—Omaha Body & Equip. Co. 
ORLANDO—Southern Tr. Equip. Service, Inc. 
PHILADELPHIA—Eastern Body Co. 
PHOENIX— Southwest Truck Body & Equip. Co. 
PITTSBURGH—Hercules-Pittsburgh Body Co. 
PORTLAND, MAINE—Hercules-Campbell Body 


PORTLAND, OREGON—Newell Truck Equip. Co. 
RALEIGH, N.C.—Mitchell Distributing Co. 
RICHMOND, VA.—Grenshaw Equip. Corp. 
SALT LAKE CITY—Wagstaff Co. 
SEATTLE—Evergreen Trailer Co. 

SPRUCE PINE, N.C.—Mitchell Dist. Co. 

ST. LOUIS—Truck Equip. Co. 

TARRYTOWN, N. Y.—Wayne Bus & Truck Equip. 


TOLEDO—Runner Equip. Co. 
TULSA—Tulsa Truck Parts 
TUSCALOOSA, ALA.—Cain Machine Co. 
‘WASHINGTON, 
WICHITA FALLS—Wichita Engineering Co. 


D. C.—S. J. Meeks’ Son 


WINCHESTER, VA.—Shade Equip. Co. 


EXPORT 


YOUNGSTOWN, OHIO—0' Dea Truck Body 
& Equipment 


AGENT: 


DETROIT—Herthornway Export Corp. 








ment that is sold the operator as 
complete factory installed units, and 
is providing a very acceptable haven 
for house-trailer owners who have 
trouble with the electric brakes on 
their rolling homes. 

+ * . 


A Host of Services 


N FACT the flow of these owners 

to Auto Safety House has become 

so great that seldom are there less 

than from two to six families living 

near the shop and awaiting Am- 
ster’s attention. 


To provide these customers with 
facilities they need, Amster is de- 
veloping a trailer parking area on 
the cement apron next to his place 
of business, where water and toilet 
facilities will be available and the 
owners can live in their trailers 
while their brake work is being 
done. 


Amster provides a number of 
demonstrators, including four- 
wheel-drive conversion units, 
swivel-frame units and other 
equipment mounted on _ trucks, 
that he can take out and demon- 
strate to the prospect on the 
job to show the advantages of 
the particular unit. 


His services to the dealers and 
truckers in his area include An- 
thony hydraulic lift gates, hoists 
and bodies, service utility bodies, 
Vickers hydraulic power steering, 
Watson and Spicer auxiliary trans- 
| missions, Watson power tools and 
| four-wheel-drive units for Ford, 
| Chevrolet and GMC trucks. 


Also, K-B trailer axles, Bendix 
| Hydrovac, heavy brake drums, 
| Linco “level load” trailer axles, 
Bendix BK vacuum power brakes, 
| Wagner air brakes, Lockhead hy- 
| draulic brakes, Warner electric 
brakes, Prior safety tanks, overload 
| springs, Ranger farm wagons and 
| trailers, Venco one man tail gate 
| loaders and Drawtite trailer hitches. 


Still other services are “toppers” 
for pickups, frame steel and frame 
reinforcing, third axle attachments, 
fifth wheels and landing gears, 
Hydro-Trac, trailer suspensions, 
| trailer hubs and bearings, wheels, 

| special] trailers built to order. Arrow 
| safety lights and fuses, Monroe 
| Standard safety units and Grover 


EE 





air horns. 
> > 

AMatTE now has two large Bear 

wheel-aligning units and is 
about to install the largest truck 
unit Bear makes to take care of 
the big strip-mining trucks that 
abound in his area. 


Amster’s devotion to service be- 
gan many years ago. He entered the 
automobile business as a Chevrolet 
dealer in what now is the “ghost” 
town of Jerome, Ariz., but which 
then was a thriving mining town. 
His first major engineering problem 
was to show Chevrolet how to lick 
the lack of proper cooling on their 
cars in his rugged mountain area. 


Between that time and when 
he came to Phoenix in 1937, he 
also handled Chalmers and Over- 
land cars and Moreland trucks. 
When he opened Hydraulic Brake 
Supply, his initial Phoenix venture, 
he had to conduct schools to teach 
mechanics how to install brakes 
—and he still is doing it. 


Through this type of service, his 
business has grown to its present 
proportions, and it now is recog- 
nized as perhaps the outstanding 
truck equipment center in the state. 


Recently his activities have spread 
to furnishing equipment for the 
building of a tremendous irrigation 
project that will make an area ap- 
proximately 40 miles wide and 80 
miles long near Hermosillo, Mexico, 
the “Imperial Valley” of that 
country. 
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From the State Capitals... 


Trends in Truck Regulation 


DETROIT. — New developments 
in state regulation of trucks and 
related matters, as reported from 
state capitals, include the follow- 
ing: 

Illinois—Plans for more strin- 
gent enforcement of truck regu- 
latory and licensing laws were 
announced by Charles F, Carpen- 
tier, secretary of state. 

He said the policy would, be 
aimed mainly at truckers who vio- 
late weight laws and those who buy 
licenses in other states and then 
attempt to operate in Illinois on a 
reciprocal basis. 

Among the enforcement methods 
will be roadblocks and “uniform 


Highway Scales 
Cited for Lack 
Of Constancy 


(Continued from Page 22) 
support allegations of load limit 
violation. 















* * * 


ICHARD, for 19 years a weigh- 

ing engineer of the National 
Bureau of Standards, described a 
1954 Bureau study which showed} 
that variations for both axles of 
tandem axle trailers ranged as high 
as 480 pounds. Variations for a) 
single axle of the tandem ranged 
as high-as 2,980 pounds. 

Pointing out the fallacy of the) 
assumption that a load is shared | 
equally between the members of a/| 
tandem, Richard remarked that in| 
one case a difference of 7,350 pounds | 
was observed, and 50 percent of the 





trucks differed in tandem axle! 
weights by at least 1,200 pounds. | 

Richard called upon the scale | 
men to help contribute toward a | 

full solution of the problems by | 
doing the following: 

Providing and maintaining axle- 
load scales of correct type, such as 
scales capable of weighing both 
axles of a tandem on one platform; 
informing highway officials regard- | 
ing their proper use, and recogniz- | 
ing and publicizing the need for| 
rational application of load limit 
regulations with a realistic tolerance 
for “apparent” overloads attributa- 
ble to inherent variables, scale inac- | 
curacies and uncontrollable imbal- 
ance in tandem axle units. 

* > > 


H® ALSO pointed out a promising 
field for use of a flexible weigh- | 
ing facility which can be utilized to 
indicate or register axle and king- 
pin loads on successive trucks dur- 
ing loading. 

To facilitate the weighing of 
gross truck loads for toll purposes 
without the inconvenience of de- 
lay, a practical facility for weigh- 
ing vehicles in motion would find 
acceptance, he said. 

The use of compact weight meas- 
uring elements permanently or de- 
tachably built into vehicles for de- 
termining weight during loading or 
transit, has been explored and 
should be pursued, he continued. 





Richard called attention to the 
fact that increasing trends toward 
transportation innovations known 
as “piggyback, fishyback and birdy- 
back” suggests the prospect for 
Scales designed specially to weigh 
trailers uncoupled at rail terminals, 
waterside docks and airports. 


Reo Opens Dallas 
Factory Branch 


DALLAS. — Reo Motors has 
opened a new factory branch at 
2227 Irving Blvd. here. The new 
branch, managed by Harold Pette- 
grew, will also be Reo’s south- 
western regional headquarters. 

Reo officials said the building has 
21,000 square feet of floor space 


‘which will be devoted to offices 


and service bays. Clear-span con- 
struction permits the accommoda- 
tion of the largest trucking equip- 
ment. 


Seamless Copper Tube 


The Brass & Copper Tube division 
of Triangle Conduit & Cable Co., 
Inc., New Brunswick, N. J., has 
announced that it is producing eight 
sizes of seamless copper automotive 
and general service tube from % to 
%-inch in size. 


traffic trucking tickets.” The latter 
would be returnable to a branch of 
the municipal court in Chicago as 
a means of handling violators in 
the metropolitan area. 

MicHicAN—By a threatened state- 
wide 36-hour intercity trucking hol- 
iday, which was called off at the 
last minute, Teamsters Union offi- 
cials succeeded in enlisting strong 
opposition against proposed legisla- 
tion to ban trucks from Michigan 
highways on spring and summer 
weekends and holidays. 

Detroit Mayor Albert E. Cobo 
said he would organize a commit- 
tee to oppose any such legisla- 
tion. The union warned, however, 
that its plans for a stoppage 
might be revived if opposition to 
the legislation failed to mate- 

Ze. 

Missourr—The State Supreme 
Court upheld the Public Service 
Commission’s refusal to let Mis- 
souri Pacific Freight Transport Co. 
compete directly with independent 
motor freight carriers. 


ary, performs trucking service un- 
der a certificate restricting opera- 
tions to those which are auxiliary 
to those of the parent railroad’s 
train service between depots and 
rail lines. 

The high court upheld a PSC rul- 
ing that there was insufficient evi- 
dence to show that public conveni- 
ence and necessity justified a 
proposed expansion of operating 
rights. 

Nebraska— Maximum permissi- 
ble length of semitrailers would 
be increased from 50 to 60 feet 
under a bill introduced in the 
Le 


In another development, a con- 
troversial truck freight-rate appli- 
cation was filed with the Nebraska 
Railway Commission by the Inde- 
pendent Truckers Assn. of the 
Midwest. 

The group asked the commission 
to establish rates for hauling live- 
stock and other agricultural prod- 
ucts which now are exempt from 
State regulation, and to fix new, 


The company, a railroad subsidi-'lower rate schedules for goods 


hauled by truckers operating over 
irregular routes. 

New Yorx—Under a law intro- 
duced in the Legislature, the effec- 
tive date for a new law requiring 
improved lighting on trucks would 
be delayed until Apr. 1 for private 
vehicles and until July 1 for pub- 
licly owned vehicles. The law took 
effect Jan. 1. 

In another development, George 
M. Bragalini, State tax commis- 
sioner, said an intensified cam- 
paign of truck mileage-tax en- 
forcement would be conducted in 
1957. 

He asked truckers registering 
vehicles to be careful in making 
proper declarations of maximum 
gross weight on which registration 
fees are based. The enforcement 
campaign is being mapped because 
the tax commission has had indi- 
cations of widespread violations and 
evasions, he said. 

Wasnincton — The State Public 
Service Commission has authorized 
Northwest Washington truckers to 
increase freight rates on shipments 
under 5,000 pounds, 

A. E. Rotchford, commission sec- 
retary, said the increases averaged 
about 14 cents per 100 pounds on 
shipments weighing less than 2,000 
pounds, and seven cents on those 
ranging from 2,000 to 5,000 pounds. 


S-P Inaugurates 
Campaign to Aid 
Truck Dealers 


SOUTH BEND. — Studebaker- 
Packard has initiated a new truck 
merchandising program which is 
controlled by the dealer and is 
keyed to dealers’ needs. 

Manager Clare L. Hitchcock said 
it is essentially a direct-to-consumer 
mail campaign and has three major 
aims: 

1. To bring Transtar truck ad- 
vantages to attention of prospects 
at the local level. 

2. To provide truck dealers with 
an up-to-date prospect list. 

3. To offer dealers an advertising 
campaign tailored for their area. 

All dealers subscribing to the pro- 
gram will receive a truck registra- 
tion list of prospects in their area, 
Hitchcock said. 

In addition, the factory will mail 
Transtar Topics, a newspaper-type 
publication, to prospects supplied 
by the dealer; dealers will mail 
“hard-sell” folders provided by the 
factory, and the factory will pro- 
vide merchandising aids for dealer 
use. 
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EATON 2-SPEED AXLES 


Keep Trucks Out of the Shop! 


Whenever you cut down on wear and tear—keep trucks 
on the job, out of the shop—you're adding to profits 
three ways: 1—By keeping trucks earning, not costing. 


2—By saving the expense involved in interrupted service 
and delayed trips. 3—By cutting actual parts-and-labor 


maintenance costs. 


That’s exactly what Eaton 2-Speed Axles do. By furnish- 
ing the right gear ratio for every operating condition, 
they reduce stress and wear on engines and all power 
transmitting parts. In addition, Eaton 2-Speed Axle 


More than 


trucks last longer, haul more at lower cost, and are worth 
more on the trade-in. 


It all adds up to this: when you specify Eaton 2-Speed 
Axles, you’re swapping expenses for profits! 








EATO 


@ PRODUCTS: Engine Valves « Tappets « Hydraulic Valve Lifters » Valve Seat Inserts + Jet Engine Parts» Hydraulic Pumps 








CLEVELAND, 


AXLE DIVISION 


MANUFACTURING 
OHIO 









Two Million 
Eaton Axles in Trucks Today. 





COMPANY 


Motor Truck Axles « Permanent Mold Gray Iron Castings « Forgings -» Heater-Defroster Units « Automotive Air Conditioning 
Fastening Devices « Cold Drawn Steel+ Stampings» Gears+ Leaf and Coil Springse Dynamatic Drives, Brakes, Dynamometers 





No. 24 OF A SERIES 


FORD FAMILY OF FINE CARS 


CLEARINGHOUSE 


A weekly roundup of news 
and views: of special interest 
to all who sell and service 
Ford, Thunderbird, Mercury, 
Lincoln and Continental 


The Ford Merchandising School is celebrating 
its 10th Anniversary. This is the second in a 
series of Clearinghouse articles covering its 
activities and services. 


Upper picture—Field Managers participating in 
Used Car Merchandising discussion. 


Lower Picture—Carl T. Doman, National Service 
Manager of Ford Division, discusses improved 
service techniques with the Field Managers at 
Ford Division’s Technical Service Laboratory. 





FORD MERCHANDISING SCHOOL 


Field managers 
Courses... 
forging a strong link 


The Ford Field Manager is one of our most vital and personal 
links with our dealers. 


It’s a big job—as a coordinator between us, he should be 
both a management and dealer specialist. To serve these 
mutual interests best, he must keep abreast, at all times, with 
the fast-paced procedures of present-day dealership operation 


and the latest Ford sales programs and policies. 


Among company programs designed to help him in this 
respect are Ford Merchandising School courses for Field 
Managers. These courses offer him the chance to come back 
to “home base” for three weeks of intensive instruction— 
providing an informative study and review of the present and 
future dealer-management picture. 


Meeting with other Field Managers from all sections of the 
country, he thoroughly covers such important topics as 
Business Management— Marketing and Distribution—New and 
Used Car Merchandising—Parts and Service Sales—Fleet Sales 


and Leasing—Personnel Procedures. 

Each subject is personally presented by a department head 
or his assistant—providing the “low-down” on every vital 
issue. And, there is ample opportunity for panel discussions 
and an enlightening exchange of ideas. 

From these intensive sessions, he learns new and advanced 
approaches to better understanding and more effective and 
profitable dealership operation. When he’ returns to his 
district, he puts them to work for you at once. 


One more indication of our continual efforts to provide new 
and better ways to serve you. 


FORD MOTOR COMPANY 


THE AMERICAN ROAD, DEARBORN, MICHIGAN 


The Ford Family of Fine Cars 


FORD * THUNDERBIRD * MERCURY # LINCOLN ® CONTINENTAL 
FORD TRUCKS * TRACTORS * FARM IMPLEMENTS © 
INDUSTRIAL ENGINES 


AND COMING SOON, THE NEW EDSEL 
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Trucks ‘Farmed Out’ 


Chevrolet Engineers Call Actual Job Conditions 
The Ultimate in Testing 


MILFORD, Mich. — In a new 
program Chevrolet trucks are being 
“farmed out” to work in actual job 
conditions which go a step beyond 
the scientific and man-made tor- 
ture racks at the vast General 
Motors Proving Ground here. 

After obtaining all the data 
possible with sensitive instru- 
ments and on punishing roads 
and grades at the Proving Ground, 
engineers get the “last word” in 
testing by putting trucks to work 
on actual jobs. 

Representative models are as- 
signed to construction, lumbering 
and other hauling operations to 


“the real proof of the truck is in 
the using, and not entirely in the 
testing.” 


Test trucks are assigned to fleet 


Austin Produces 


New 12-Ton Van 


| BIRMINGHAM, England. — Aus- 
| tin Motor Co., Ltd., has begun pro- 
| duction of a new half-ton van which 
| has a 47-British-horsepower engine. 
|It will sell for about $1,700. 

Austin officials said the van has 
|a high-geared axle which will give 
|it gas mileage equal to the average 


users who are selected carefully 
for the type of hauling they do. 
The vehicles are assigned by the 
field product section of Chevrolet 
engineering and are placed in the 
field and observed with the co- 
operation of the service and me- 
chanical department. 

Fleet operators provide the driver 
and service and maintain the test 
truck on the same basis as other 
vehicles on the job. The test truck 
is not “babied.” It works alongside 
other trucks on the job, running 
the same schedules and doing the 
same work. Cost and service rec- 
ords are kept. 

Periodically, Chevrolet engineers 
may check the truck on the job or 
at the engineering or proving 
ground garage. 

In some cases, the truck is 
scheduled to run until it is no 
longer serviceable. This may be a 
type of fatigue test. At other times, 
a truck may be pulled off the job 


undergo severe tests on the firing | car in its horsepower class. A Man-|¢or installation of special equip- 


line. 
Engineers and field representa- 
tives of the company’s service and 


|umatic clutch, giving two-pedal con- 
| trol, is available as an option. 
| Body capacity of the van is 110 


; This 1957 Chevrolet 2¥-ton tandem dump truck has been assigned to an “‘on-the-| mechanical department observe the | cubic feet and the load floor is steel- $$ 
job" testing program, where it can be studied by Chevrolet engineers under actual | units on the job, periodically check | lined. Double rear doors are fitted. | ° 

working conditions. Here, two Chevrolet engineers from the General Motors Proving | the equipment and keep a record of | The cab is said to provide car-type | Truck Total to Hit 
Ground, Milford, Mich., watch truck take brimful load of sand in hauling operations | each truck’s performance. 
with Ann Arbor (Mich.) contractor. 
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SYSTEM 


“After all,” say the engineers, 


| comfort for the driver and passen- 
| ger. 


|ment so that operation of the 
|special equipment may be studied 
|at first hand. 


15 Million by ’62, 
| Black Predicts 


ATLANTA.—United States truck 
registrations will rise to 15 million 
by 1962, Robert F. Black, board 
chairman of 
White Motor Co., 
told Southern dis- 
tributors. He said 
White's facilities 
at Cleveland and 
Exton, Pa. have 
been boosted by 
10 percent to 
meet increased 
production needs. 

Black said that 
White’s southern 
sales area is the Robert F. Biack 
“fastest growing of all our regions, 
| accounting for 2,500 trucks last 
|year compared with 850 ten years 
jago.” He added that his firm is 
| shooting for 20 percent of the 1957 
market in its class. 

He also declared White is spend- 
ing $2 million a year for research 
the primary aim of which is to 
produce a truck that will run 100,000 
miles without major repairs. 

“We would have achieved this 
objective before now,” he said, “ex- 
cept for the fact that most trucks 
do not get proper maintenance.” 


Ward La France 
Headed by Tracy 


ELMIRA, N. Y. — F. Norman 
Tracy has been elected president 
of Ward La France Truck Corp., a 
subsidiary of Glen Alden Corp. 

Joseph G. Grossman has retired 
as president of Ward La France 
after serving with the company 
since its inception 38 years ago. 
He has been retained as a con- 
sultant. 

Ward La France manufactures 
fire-fighting equipment, military 
air-crash trucks and other special- 
purpose vehicles. 

Tracy had been vice-president 
and general manager of Ward La 
France since March, 1954. He joined 
the company in 1945 as a district 
sales manager. 


Truck-Seating Film Aims 
At Eliminating Fatigue 

MILWAUKEE. — How accident- 
producing driver fatigue can be re- 
lieved by scientifically designed 
seating equipment is the subject of 
a full-color sound film, “Gentlemen 
Be Seated,” now being released for 
showings to audiences of drivers, 
truckers, automotive manufacturers 
and dealers and other groups inter- 
ested in problems of highway safety. 

The 13%-minute, 16 mm film is 
sponsored by Bostrom Mfg. Co. in 
cooperation with the National 
Truck Drivers Assn. It is available 
free from Modern Talking Picture 
Service, 3 E. Fifty-fourth St., New 
York City. 


Branick Builds 
FARGO, N. D. — Branick Mfg. 
Co. maker of tire-repair equipment 
and hydraulic jacks, is constructing 
a new plant and office building. It 
will have more than 80,000 square 
feet of floor space. 
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News to Note... 


Truck News in Brief 





Thermo King in Brazil 


MINNEAPOLIS, — Thermo King 
Co. maker of engine-powered me- 
chanical refrigeration units for 
trucks, has reached an agreement 
with Hoos Maquinas Motores and 
Maquimotor Hoos, Sao Paulo, Bra- 
zil, for the manufacture and distri- 
pution of Thermo King products 
in South America. 

* * + * 


Consolidated Expands 
MENLO PARK, Calif.—Consoli- 
dated Freightways, Inc., has pur- 
chased the assets, including operat- 
ing equipment and terminals in 
Alaska, of Garrison Fast Freight, | 
Inc. 





* * * 


Canadian Truckers Elect 
Bonnyman °57 President 
OTTAWA, — Curtis Bonnyman, | 
Moncton, N. B., has been elected 
president of the Canadian Truck- 
ing Assns, succeeding William C. 
Norris, Montreal, 
Frank McCallum, Oshawa, and 
R. R. Ramsay, Winnipeg, were | 
elected vice-presidents, with George 
Warnick, Edmonton, elected| 

secretary-treasurer. 
* > * 


Trailmobile in Akron 
AKRON, — A sales and service 
branch has been opened at 1081 
Rosemary Rd. by Trailmobile, Inc. 


* > * 





N. Y. Spots 3 New Signs 
To Assist Truckers 

ALBANY, — Following a request | 
by Gov. Averell Harriman and a 
recommendation of the Committee 
on Tractor-Trailer Safety, three 
new signs for increasing truck) 
safety have been placed on New) 
York highways. 

The signs read “Lower Gear Zone 
Ahead,” for use at points 600 feet 
ahead of signs ordering a lower) 
gear on hills; “Lower Gear and 
Speed Zone Ahead,” for use 600 feet | 
of such speed zones, and “Truck,” | 
for placing atop all signs applying} 
to trucks and tractor-trailers. 

. * * 


IH to Build in Canada 
NORTH BAY, Ont, — Inter- 
national Harvester Co. of Canada, 
Ltd., plans to build a new district 
office here costing more than $400,- 
000, North Bay Branch Manager G. 
A. Martin said. | 


Maxim Delivers Fleet 


ELKHART, Ind. — Maxim Mo- | 
tors (Studebaker-Packard), 501 E. 
| 


Jackson, has delivered 22 new 
Studebaker trucks to Nickles | 
Bakery, Inc. | 


IH Opens Five Branches 


In Southern California 


LOS ANGELES.— Announcement | 
of five new International truck 
branches in Southern California has 
been made by John L. McCaffrey, 
president. 

They are located in Culver City, | 
Rosemead, Montebello, Norwalk} 
and Van Nuys. McCaffrey visited 
California in conjunction with a 
speaking engagement at the NADA 
convention in San Francisco. 


Canadian Leasing Firm 
Bought by Miami’s Ryder 


DETROIT. — The purchase of 
Koffman Truck Leasing System, 
Ltd., Ottawa, by Ryder System, 
Inc., Miami, has been announced. 

The firm owns approximately 
100 vehicles. Purchase price was 
not disclosed, but the contract 
calls for expanding the operation 
to a minimum of 500 trucks. A 
new company, Koffman-Ryder 
Truck Rentals, Ltd., will be 
formed with a capitalization of 
$250,000 and under present man- 
agement. 

* 7 = 
Divco-Wayne Completes 
13-Year Financing 

DETROIT.—G. E. Muma, presi- 
dent, Divco-Wayne Corp., has an- 
nounced completion of a $3 million, 
13-year financing with Prudential 
Insurance Co, of America through 


its office in Minneapolis. 
Muma said proceeds of ‘the issue 





|trucks and equipment 
= 


\Toledo Trucking Assn. 


largely will be used to satisfy addi- 
tional long-term working capital 
requirements necessitated by in- 
creasing volume, and to finance con- 
solidation of manufacturing facili- 
ties. 

* x * 


Service Recorder Moves 


CLEVELAND. — Service Re- 
corder Co. has moved to larger 
quarters at 1013 Rockwell. The 
company manufactures devices to 
record the busy and idle time of | 


* * 


Is Formed by Merger 


TOLEDO. — The Toledo Group of 
Certificated and Permit Motor 
Carriers and the Toledo Truck 
Owners and Cartage Men’s Assn. 
have combined to form the Toledo 
Trucking Assn. L. R. Tiderman, 
Mohawk Motors, Inc., was named 
chairman. 

Other officers and members of the 
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executive committee are Harold 
Whitehouse, Whitehouse Trucking, 
Inc., vice-chairman; Sam Dean, 
Dean Delivery Co., secretary-treas- 
urer; Robert Berger, Auburndale 
Truck Co.; Harry Pholad, Dundee 
Truck Line, Inc., and George Miller, 
Motor Express of Ohio, Inc. 
* * * 


Reading Names 7 Reps 
READING, Pa.—Seven new dis- 
tributors have been appointed by 
Reading Body Works, Inc., here to 
handle its service and utility truck 
bodies. The new distributors are 


Alexander & Co., Raleigh, N. C.;| 


Brown Machine Works, Lexington, 
Ky.; Capitol Trailer & Equipment 
Co., Inc., Montgomery, Ala.; Dentry 
Truck Bodies & Trailer Sales, 
Youngstown, O.; Ohio Truck & 
Parts Co., Cincinnati; Truck Parts 
& Service Co., Louisville, and Vul- 


|can Trailer Mfg. Co., Birmingham, 


Ala. 


* cd * 


$5 Million U. S. Order 
Awarded to Fruehauf 


NEW YORK.—Fruehauf Trailer, | 


under a subcontract from Western 
Electric Co., will build $5 million 
worth of truck-trailer models for 
control equipment for the Ordnance 





Department’s “Nike” missle pro- 
gram. 

J. J. Bohmrich, who is in charge 
of Fruehauf’s defense work, said 
the trailers will be. built at Frue- 
hauf’s Boyle St. Plant in Los 
Angeles. 7. 


Mayhew Handles Giant 


VANCOUVER, B. C.—Logan May- 
| hew, Ltd., here has taken over Can- 
j}adian distribution of the 35-ton 
Transporter manufactured by R. G. 
LeTourneau, Inc. The Transporter 
features wheels independently 
| driven by electric motors. 

ok * * 


Canadian Spending Plans 


OTTAWA.—Canada’s motor car- 
riers plan to invest $66.3 million in 
capital and repair expenditures dur- 
ing 1957 in contrast to $71.1 million 
during 1956 and $74.8 million during 
| 1955, according to a Government 

survey. 





. * + 
| St. Louis Motor Carriers 


Elect Orscheln President 
ST. LOUIS. — Directors of the 
| Motor Carriers of St, Louis have 
|elected Ted Orscheln, Orscheln 
Bros. Truck Lines, president. 
Other new officers are: Amos 








---£0r dump truck facts 
that sell fleets... 


When it comes to selling dump truck fleets, facts 
are your best ammunition. Your local Heil dis- 
tributor is ready to help you work out a complete 
truck package for your prospect, whatever his 


hauling needs. 


For any truck chassis, your Heil man can 
come up with exactly the right specifications for 
body and hoist equipment to deliver the biggest 
possible legal payload in any area. 


Armed with 


all the facts, you’re ready for 


action when you talk to your potential customer. 
Your specific proposal will pinpoint the perform- 
ance he can expect from his new trucks. And you 
can point with confidence to famed Heil quality 


THE 





HEIL co. 
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Govero, first vice-president; Ewald 
Toedebusch jr., second vice-presi- 
dent, and William E. Brinker, 
treasurer. The board was increased 
from 12 to 15 members. 

= + + 


Truck Drivers Warned 

CHICAGO. — The Hlinois Com- 
merce Commission has warned 
truck drivers that they face ar- 
rest if certificates of authority to 
operate trucks in Illinois are not 
carried in their cabs. 


* * * 


Clark Adds 3 Outlets . 


BATTLE CREEK, Mich. —T. 20 
new dealers have been appoi: 
by Clark Equipment Co. They 
Morgans, Inc., 5270 W. Beaver St., 
Jacksonville, Fla.; Naumann Lift 
Trucks, Inc., 2308 S. Eleventh Ave., 
Phoenix, Ariz., and Gray Lift, Inc., 
1905 Mary St., Fresno, Calif. 


* * * 


Ala. Objects to Noise 


MONTGOMERY, Ala. — Because 
|of numerous complaints about loud 
|noise from trucks, Public Safety 
| Director Bill Lyerly has warned 
|truckers using Alabama highways 
that the Highway Patrol has begun 
rigidly enforcing the State’s muffler 
law. 








features—from a manufacturer fleet owners and 


contractors everywhere know and trust. 


You can promise quick delivery, too. Your 


Heil distributor can give you fast, expert mount- 
ing service on a complete stock of Heil body and 


hoist units. 


Yes, you’ll find your selling job easier when 
you look to your Heil distributor for facts, figures 


and facilities. Most important, 


you'll be selling 


dump truck performance that will earn more for 


your customer, building the kind 


of good will that 


can bring the next fleet order right to your door! 
For prompt help in closing contractor dump truck 
orders, call your Heil distributor — or write to Heil. _ 


MILWAUKEE 1, WISCONSIN 


594 


Factories: Milwaukee, Wis., Hillside, N. J. 
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Across the Nation .. . 





Auto Dealer Changes 


Dodge has announced the addi- 
tion of eight new dealers, 

The following received Dodge- 
Plymouth franchises: Alvin Jones 
Motor Co., Spur, Tex.; Stanford 
Mm, Inc., Dearborn; J & S Dodge 
Venter, Los Angeles; Rufus Ed- 
mondson Motors, Lonoke, Ark.; 
Mountain View Equipment Co., 
Mountain View, Ark.; Lewis Mo- 
tors, Natchitoches, La, 

George H. Kyger & Sons, Oxford, 
O., and Harshman Motor Co., Gal- 
lup, N. M., have received Chrysler- 
Dodge-Plymouth franchises. 


* * * 


Don Allen Takes Pontiac 


The Don Allen organization has 
added a Pontiac dealership to its 
string of Chevrolet outlets. The new 
firm is called “Pontiac by Don 
Allen” and is located in the General 
Motors Building, Broadway at Fifty- 
eighth St, New York City. The 


ie, 


“EB 
he 


service department is on Sixty-first 
St. between Tenth and Eleventh 
Aves. 

* * ca 


Yontz Sells Deal 


Yontz Mercury, Inc., Cuyahoga 
Falls, O., has been purchased from 
Ralph Yontz by Joe Conn, president, 
Conn Ford Motors, Inc., Cuyahoga 
Falls, and two associates. Earl 
Morgech will serve as president and 
manager, and James Aikey will be 


vice-president of the new firm. 
* of 


Dean Sells Chevrolet 
In Columbus to Mayers 
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ing the real estate under a lease 
arrangement. Mayers will serve 
as president of the company and 


present staff will be retained. | 


Dean has announced he will not 
_move out of the Columbus area. 
* a * 
Renault Appoints 2 


Renault of France has added two 
dealers. They are Lilienthal’s Speed 


Shop, 100 Main St., East Randolph, | 


N. Y., and Foreign Car division of 
Perry Motor Co., Inc., Elizabeth 
and Martin sts., Elizabeth City, 
N. C. 


* * 


Ploeg Sells to Clark 


C. Raymond Clark has purchased 
Cedar Springs Motor Sales Co., 
Grand Rapids, from Arthur Ploeg, 
who is retiring because of illness. 
Clark has been in the automobile 
business since 1940. 

* * * 


Ray, Brown Buy Deal 
W. T. Ray and Glenn Brown have 


Roger Dean Chevrolet, Inc., | purchased Square Deal (Chevrolet) 


2212 E. Main St., has been sold 


in Cuba, Mo. The dealership will 


to J. A, Mayers, who has been | be known as Acme Chevrolet Co. 


general manager of the dealer- 


* * * 


ship since Dean established it in O’Brien, Burkett. Smoot, 


July, 1955, 
It is said $750,000 was involved 
in the transaction, Dean is retain- 
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Ferrell Open AMC Deals 


Four new American Motors 








How They Fared... 





* White includes Autocar, 


Divco, Kenworth, Peterbilt, etc. 


dealerships have opened in Penn- 
sylvania and West Virginia. 
The firms and their owners are: 


Great new ’'57 SUPERIOR 


..- the world’s safest transportation 
for the world’s most important passengers 


There is a vital distinction between the building of 
a bus . . . and the creation of safe school transporta- 
tion. That distinction is immediately apparent in the 
great new 1957 Superior Coach. 

To be sure, the 1957 Superior is more competently 
engineered, more conscientiously constructed than any 
in the history of school bus production. But signifi- 
cantly more important—your 1957 Superior is safe 





child transportation, the safest transpertation you 
can invest in for the most important passengers in 


the world. 


Indeed, you'll appreciate the brilliant new features 
that identify the 1957 Superior. But more particularly, 
you'll marvel at the collective result of those skillfully- 
integrated features—the safety, the comfort and the 
well-being of the youngsters who ride inside. 

Call us soon for an inspection of the coach indus- 
try’s finest achievement in safe school transportation. 


SUPERIOR COACH CORPORATION 


Piants in Lima, Ohio « 


Kosciusko, Mississippi 


Commercial Car Registrations 


By Makes 


January, 1957-1956 


dan, Percent Jan, Percent Percentage 

Make Regis., Share of Regis., Share of Point 

1957 57 Market 1956 ’56 Market Change 
CROVEOIRE on sccccvccecscseee 20,820 36.54 22,286 33.69 +2.85 
SIE, declivenitaiphvcewtiocceiess 13,296 23.33 19,044 28.79 —5.46 
International ............ 7,539 13.23 8,108 12.26 97 
ET iediatentannsnicdeniginticsen 5,175 9.08 6,872 10.39 —1.31 
. Sees 3,881 6.81 4,140 6.26 + 55 
SED -niehtstiteriniesieicts 1,873 3.29 1,311 1.98 +1.31 
., ee 1,016 1.78 959 1.45 + .33 
Eee 1,015 1.78 1,251 1.89 — ll 
Studebaker .............. 697 1.23 849 1.29 — .06 
Diamond T ................ 308 54 318 48 + .06 
a ee 238 42 218 33 + .09 
Brockway ................... 51 -09 15 ll — U2 
Miscellaneous** ...... 1,070 1.88 710 1.08 + .80 

oo a se 100.00 66,141 100.00 


Freightliner and Sterling. 
** Miscellaneous includes Corbitt, Marmon-Herrington, Four Wheel Drive, 


Federal, 


—Compiled from R. L, Polk & Co, data. 


O’Brien Motor Co. (Nash), New 
Eagle, Pa. (Alvin W. O’Brien); 
Burkett Motors (Nash), Bedford, 


Pa., (G. Randolph Burkett); Smoot’s 
Auto Rebuilders (Nash - Hudson), 
Elkins, W. Va., (David W. Smoot), 
and Emmett Ferrell Motors (Nash), 
Wheeling, W. Va, (J. Emmett 
Ferrell). 


* * * 


Bill Kay Nash Opens 
Bill Kay, Inc. (Nash) has opened 
at 257 E. Broad, Columbus, O. 


* *~ * 


Marsh Buys Ford Deal 

M. D. Marsh has purchased 
Vanderpool Ford Sales, Inc., 
Greenville, Mich., from Vernon C. 
Vanderpool and has renamed it 
Marsh Ford Sales, Inc. Marsh 
formerly was general manager for 
Ray North (Ford), Ferndale, Mich. 


* * * 


Hutkers Buy S-P Deal 


Mr. and Mrs. Everett G. Hutker, 
Decatur, Ind., have purchased the 
Vizard Motor Sales in Decatur. The 
business will be known as Hutker 
Auto Sales and will handle Stude- 
baker and Packard. 


= * * 


Dickson Adds Willys 


Dickson Buick, Dorchester, Mass., 
now handles Willys Jeep trucks 
|as well as GMC trucks and Buick 
ears, according to Phil Schulman, 
company president. 
> + + 


P.M.S. Takes Renault 


P.M.S., 244 W. Bee St., Warrenton, 
Va., has been appointed a Renault 
dealership. 





* * * 


Mercury Deal Opens 


A new Mercury dealership has 
been established in Jeffersonville, 
Ind., with E. G. Rudd as vice- 
president and general manager. Bill 
Browning is sales manager, and 
Frank Bright is service manager. 

= * 


Cooke Buys Building 


Vv. V. Cooke sr., Louisville 
Chevrolet and Pontiac dealer, has 
purchased the former Buechel 
Baptist Church building at Bards- 
town Rd. and Six Mile Lane in 
Buechel Township. He plans to 
remodel it into an office build- 
ing to house his firm’s general 


offices. 
. oe . 


Hubbard Adds DeSoto 


Hubbard Motor Co. (Chrysler- 
Plymouth), Watertown, S. D., has 
added the DeSoto line. Ralph Hub- 
bard is president of the firm. 


* * * 


Berry Takes Willys 


Berry & Son (Nash), Mitchell, S. 
D., has been named a Willys dealer- 
ship. A. H. Berry is president of 
the firm. 


* * * 


Pontiac Franchise Added 


Quality Pontiac-Cadillac, Eau 
Claire, Wis., is a new Pontiac dealer- 
ship. W. W. Nelson is the dealer. 

* 7 * 


2 Ford Deals Open 


Demming Auto Service, Kellogg, 
Minn., headed by Eugene A. Dem- 
ming, and Bob Schmitt Ford Co., 
Shakopee, Minn., headed by Rob- 
ert Schmitt, are new Ford dealer- 
ships. The latter firm replaces 
Joe Morello Motor Sales. 








war ower we ee Cee Sa Se GS GS ig 


Se re ae 


or 
ctr. 


- = ao hw 


1e 
ie 


- Aas 





In Philadelphia, buying begins at home 





The Bulletin goes home...delivers more copies to more people 


every seven days in Greater Philadelphia than any other newspaper 


In the prosperous 14-county Greater Philadelphia market, people 
spend $1,252,000,000 for cars and accessories each year. You 
can reach them in the home where the decisions to buy are made. 
Use the advertising columns of Philadelphia’s home newspaper— 
The Evening and Sunday Bulletin. And now your sales message 
can have the added impact of R. O. P. spot and full COLOR— 


evening and Sunday—seven days a week! 


The Bulletin exerts a powerful influerice on the buying 
habits of its readers. Philadelphians like The Bulletin. They 
buy it, read it, trust it and respond to the advertising in it. 
The Bulletin is Philadelphia’s home newspaper. 

Advertising Offices: Philadelphia, 30th and Market Streets * New York, 


342 Madison Ave. Chicago, 520 N. Michigan Ave. Representatives: Sawyér 
Ferguson Walker Co., Detroit + Atlanta * Los Angeles * San Francisco * Seattle 


In Philadelphia nearly everybody reads The Bulletin 
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Oneida Features 
2 New Models in 
1957 Bus Line 


CANASTOTA, N. Y. — Two new 
transit coaches for pusher and 
forward-control chassis are being 
featured in the 1957 line of buses 
built by Oneida Products division 
of Henney Motor Co., Inc. 

Highlighting the line, according 
“et. W. Trout, Oneida sales vice- 
‘Pesident, is the Monobilt T coach 

eveloped for forward - control 
chassis being produced by Interna- 
tional Harvester, GMC Truck & 

















ZORRO 


units. — 
New six-wheel drive models are 
SF-170, 22,000 pounds GVW; SF- 
172, 26,000 pounds GVW; SF-180, 





30,000 pounds GVW; SF-1 - 
Coach division, White and Reo. 000 ae GVW, and a -196, 
Also featured is the Monoliner : 38,000-43,000 pounds GVW. 


school coach developed for pusher 





































Jay Madsen Safety Liner, the unds GVW. 
Marmon-Herrington Safe Way and | Oneida Coaches Make "57 Debut— “oe 


shield and rear windows and 6%- | the Monobilt model for forward-control chassis and the Monoliner model for pusher- | and logging work.” 





For 


Best Performance in 


PACKARD 
CLIPPER 


ENGINES 







STUDEBAKER-PACKARD CORPORA- 
TION...one of the leading engine manufac- 
turers selects and distributes Perfect Circle 
chrome rings for authorized replacement 


service 


PERFECT CIRCLE 


2-in-1 CHROME PISTON RINGS... the standard of comparison 


IH Expands Heavy Line 


Five Six-by-Sixes and Three Four-by-F ours 
Join Off-Highway Group 


inch, heavy-gauge rubrails. type chassis. The six-by-six models are avail- 


CHICAGO.—The line of Interna-| able in wheelbases ranging from 142 
tional “all-wheel-drive” trucks has} to 211 inches, The four-by-fours are 
been expanded through addition of| offered in wheelbases ranging from 
five six-wheel-drive models and/ 130 to 211 inches. 
three four-wheel-drive models, ac- Standard rear-end loading 
cording to R. M. Buzard, manager| height and minimum increase in 
of truck sales. All are heavy-duty! front-end height with excellent 


ground clearance are design fea- 
tures of the new models, 

New design front drive axle with 
unique center section, and outrigger 
type front spring mountings facili- 
tate lowering of the chassis front 
end and provide better stability, 


Four-wheel drive units are S-170,| Buzard said. Frame reinforcements 
chassis in models for 61, 67 or 73 19,000 pounds GVW; S-180, 20,000,/ have been extended forward beyond 
pupils. It can be mounted on the pounds GVW, and R-190, 29,000| the front spring mounting brackets 


for additional front-end strength 


“These new heavy-duty all-wheel-} and rigidity, he said. 
the White pusher chassis. Henney Motor Co., Inc., Canastota, N. Y., has unveiled its line of Oneida school|drive trucks are designed partic- 

Safety and design features, Trout | coaches for 1957. Oneida features are said to include full wraparound windshield | ularly for off-highway operation,’ 
said, include a nonglare driver’s|and rear glass; nonglore paint in the driver's area; folding entrance doors; builtin] Buzard said. “They will be particu-| angles provide long life and quite- 
area, scratch-resistant seat backs, | directional and warning light housings; 16-gauge outside corner panels, and builtin| larly effective in power and tele-| ness Buzard said. Larger steering 
built-in light housings, folding en- | illuminated school bus signs. The Oneida Warrior, above, Henney's conventional bus| phone work, pipe line, oil field, gear and relay assembly assures 
trance doors, wraparound wind- | body, is applicable to all makes of standard school bus chassis. Other bodies include | mining construction, road building 


Transfer case is a new “clover- 
leaf” type. Low propellor-shaft 


proper steering ratios and excellent 
performance, he added. 


Full torque power takeoff 
mounted on the transfer case is 
available. 


Front axle capacity on the “S” 

models is 7,000 pounds, Single-re- 
| duction axle ratios are, for the 
| SF-170 (6x6) series, 6.7 to 1; SF- 

180 (6x6) series, 6.065 or 7.065 to 1. 

For the S-170 (4x4) series ratios 

are 6.166 or 6.666 to 1 and, for the 

S-180 (4x4) series, 6.5 to 1, 
| Front axle capacity of the “R” 
models is 11,000 pounds. With op- 
| tional power steering, capacity is 
| 14,000 pounds, Buzard said. 
| Standard and optional gasoline 
and LPG engines are offered. 

The International line of “all- 
wheel-drive” trucks now has 12 
|models and ranges from 7,000 to 
| 43,000 pounds GVW. 
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International 6x6— 


Two new all-wheel-drive International 
| truck models—RF-190 (6 by 6), above, and 
| R-190 (4 by 4)—have been introduced by 
| International Harvester. International said 
these heavy-duty models complete its line 
| of all-wheel drive trucks with GVW rat- 
| ings from 7,000 to 43,000 pounds. Gaso- 
line or LPG-fueled engines are available, 
| International said. 


IH Introduces 





6-Wheel V-8 for 
Off-Highway Jobs 


CHICAGO. — International Har- 
| vester Co. has introduced model 
| VF-230, a _ six-wheel, heavy-duty 

truck designed for off-highway 
operation, It has a GVW rating of 
60,000 pounds and is powered by 
an International V-549 V-8 engine 
rated at 257 horsepower. 

R. M. Buzard, truck sales mana- 
ger, said it has been built to absorb 
the shock of loading by large shovels 
and can mount eight-yard or nine- 
yard concrete mixer bodies. 

The truck has a 175-inch wheel- 
base. Standard equipment includes 
a 15,000-pound front axle, 46,000- 
pound rear axle, power steering, air 
brakes, 12-volt electrical system, 15- 
inch clutch, 60-gallon right-side 
step fuel tank and 2%-inch steel 
grille guard. 

A 98-inch Space-Saver cab is 
available as optional equipment for 
maximum front-axle loading. 

ITH said the VF-230 is similar to 
the diesel-powered RDF-230-H and 
the RF-230 which has a six-cylinder 
gasoline engine. 
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month after month... 


1512 million’ men and women“live by the book” 
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«| and the book is Better Homes and Gardens 
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> “The book”’ is so full of ideas for better living that it’s during the year... 
4 often loaned but seldom discarded. 2,400,000 readers 
‘ of an average issue reported passing along their copies 
. to friends or neighbors. 6,550,000 had kept the issue e 
” and still had it. An average issue of BH&G is read by O e } 1C a 
e 15,500,000 people. One third of the 123,800,000 people 3 
. in the U.S. 10 years of age or older read one or more of 
every twelve issues. That’s 44,150,000 Better Homes reads Better Homes & Gardens ! 
and Gardens readers—and over 40% of them are men. 


"=0 Se 


Meredith Publishing Company, Des Moines 3, Iowa. *A 12 Months’ Study of BH&G Readers, Alfred Politz Research, Inc., 1956 













MOTOR-PUMP COMBINATION—A multi- 
purpose motor-pump combination designed 
specifically for all six and 12-volt battery 
operated applications such as vehicles, lift 
i trucks, snow plows, tail gate lifts, and 
| graders has been introduced by Webster 
Electric Co., Racine, Wis. The compact 
combination, which measures 12% inches 
in length, includes a four-bolt foot mount- 
ing integral with the motor. Direct coup- 
ling eliminates alignment problems 
between pump and motor and any need 
for external flexible couplings, it is 
claimed. Pumps with greater or smaller 
capacities can be substituted without 
changing the mounting. It can be sup- 
plied with stationery or removable brushes. 


All-Purpose Winch 


Mobile Bumper, Inc., Indian- 
apolis, has introduced an all- 
purpose winch which features for- 
ward and reverse remote control, 
two-speed transmission and which 
runs off a six-volt or 12-volt bat- 
tery. Capacities are: Low speed 
single line, 3,000. pounds; double 
line, 5,000 pounds; high speed single 
line, 1,000 pounds; double line, 2,- 
500 pounds. 


reper = se et 








AIR BRAKE—A 16% by 8%-inch “P” 
series air brake for Timken's TK-500 
trailer axles hos been announced by the 
Timken-Detroit Axle Division, Rockwell 
Spring and Axle Co., 100-400 Clork St., 
Detroit 32, Mich. The “P” series brakes 
ore for heavy braking applications and 
@re mounted on TK-500 series axles with 
@ load rating of 18,000 pounds on the 
tires for each axle, it is claimed. Ten stud, 
light-weight hubs and drums are available 
for the above size brakes. 


Wheel-Mounted Gantry 


Marketed by Wallace 
B. E. Wallace Products Co., Ex- 
ton 21, Pa, has introduced a wheel 
mounted gantry with adjustable 
height and variable tread to 
* . an 






Radius Rods— 








truck, have been introduced by Truckstell 


With Torquer rods, bottom, springs carry 










facilitate passage through narrow 
aisles and small doorways. 

It has, Wallace said, a high- 
strength aluminum alloy “I” beam 
which reduces weight and top- 
heaviness. It is available without 
rubber tired wheels and adjustable 
frames. The gantry is available in 
heights up to 17 feet, up to 15 feet 
in spans and up to two ton capac- 
ity. 





SIDE RAILS, COVERS —The Gen-U-ine 
side rails and Tonneau covers were de- 
signed by William A. Gulko & Co., 1422 
S. Santee, Los Angeles 15, Calif., for the 
1957 Ford Ranchero and pickup truck 
lines. The rails are made of tubular stain- 
less steel supported by chrome stanchions 
attached to the trim and top of the pickup 
box. The covers are made of Tolex mate- 
rial which is said to be both waterproof 





and weatherproof. They are held in place 
by Jiffy snaps, and are available for the 
F-100, as well as the F-250 Ford pickup 
trucks. 





WRECKER—Developed for the Triboro 
Bridge Authority of New York City by 
Weld Built Body Co., Inc., 59-03 Preston 
Court, Brooklyn 34, N. Y., this wrecker is 
operated with hydraulic winches, motors, 
pumps and controls. All clutches are com- 
pletely eliminated, it is claimed. On the 
front of the chassis are two 3,000-pound 
winches with a 10-inch drum. The rear 
winch also is 3,000 pounds. Equipment 
also incorporates a 300-galion water tank 
and foam system with two hose reels hav- 
ing 100 feet of one-inch hose. Water 
pump is operated with e hydraulic motor. 





Radius rods, said to feature maintenance-free service throughout the lifetime of a 


Mfg. Co., 1437 Union Commerce Bidg., 


Cleveland 14, O. Outstanding features of the Torquer rods are said to include per- 
monent adjustment, “lifetime rubber" bushings and force-absorbing capacity. With- 
out Torquer rods, top illustration, truck springs must not only carry the load, they 
must also transmit driving and braking force from the drive axle to the truck frame. 


load only. Rods transmit all driving and 


broking forces directly to the truck frame with the following results: Center bolis not 
to shear, breakage eliminated; spring leaves protected from damage, and 
driver axle held in alignment, eliminating excessive tire wear, it is claimed. 
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TRUCK NEW PRODUCTS 





Consumer Products Division, R. M. 
Hollingshead Corp., Camden 2, N. J. 

The product, named DAB, seals 
punctures permanently with a pene- 
trating chemical action similar to 
a weld. The repair is said to become 
a part of the surface and cannot 
lift off. The transparent liquid 
eliminates the problems of provid- 
ing matching patches since the 
original colors are clearly visibie 
through it, it is claimed. 

* +” * 





VAN BODY-—All the options and fea- 
tures usually found in: custom-built bodies 
are said to be available in the mass- 
produced Quality-Bilt van bodies by Mid 
West Body & Mfg. Co., Paris, Ill. Avail- 
able in all popular sizes, the body can 
be job designed during assembly, with a 
wide range of options, side door place- 
ment, wall linings, insulation, and other 
optional features to meet specific daily 
requirements, it is claimed. The body is 
prefabricated to master templates for in- 
terchangeability and precision assembly. 





BOOSTER WRENCH — The model TD 
wrench booster, a general-utility tool 
which is said to boost wrench turning 
force four times, has been announced by 
X-4 Corp., Acton, Mass. Used with standard 
sockets and wrenches, this rugged wrench 
accessory provides a four-to-one mechani- 
cal advantage for loosening and tighten- 
ing of heavy threaded parts. The heart 
of the unique X-4 Wrench Booster is said 
to be a set of planetary gears, built into 
a simple concentric tool head. It is 
ruggedly built for torques up to 2,000 
foot-pounds. X-4 Models TD 750 and TD 
by-pass valve in the hydraulic compaction | 1990 are designed for socket-drives of 
system of Hydro E-Z Pack refuse collection %-inch and one inch, respectively. 
bodies has been announced by Hydro E-Z ee ae 
Pack Co., Galion, O. Said to triple platen 
return speed and greatly reduce packing 
cycle time, the valve provides a dual return 
for discharge oil from the packing cylinder 
during platen return. Hydraulically oper- 
ated by the packer control valve, the by- 
pass allows the cylinder to vent both 
through the control valve-to-tank return 
line and a second line, normally used to 
supply oil to the pump during the pack- 
ing stroke, it is cleimed. 





BY-PASS VALVE—Use of an automatic 





HUBODOMETER — The Engler Driveriess 
Hubodometer for registering mileage is 
now available in a case which is said to 
gvarantee more and longer protection 
against moisture and grease. Produced by 
Engler Instrument Co., 250 Culver Ave., 
Jersey City 5, N. J., the instrument can be 
used with oil seal or grease packings on 














BUSHINGS—Cutaway photo above shows 
Trailmobile phenolic resin bushings, in- 
stalled on trunnion shaft of tandem rocker 


beam. These bushings, now a standard 
component of all Trailmobile tandems, are 
said to perform with 40 percent less fric- 
tion than conventional bronze. Maintenance 
is minimized since graphite in the resin 
compound serves as a continuous lubricant, 
it is claimed. Trailmobile, inc., 31st and 
Robertson Ave., Cincinnati 9, O. 
. = & 


SPONGE, CHAMOIS—A “washing team" 
sales combination of ocean sponge and 
chamois is being offered by American 
Sponge and Chamois Co., 51 Ann St., 
New York 38, N. Y. Clipped together in 
polyethylene bags, two combinations are 
offered: No. 125 with oil-tanned 13 by 16 
chamois and ocean sponge, and No. 113 
with 15 by 19 pieced chamois and sponge. 
oe Cs 


Liquid Plastic Repair Seals 
Leaks in Vinyl Products 


A liquid plastic repair that quickly 
seals leaks in vinyl plastic seat 
covers has been announced by 





any trailer and is available for any make 
of truck or bus, it is claimed. Three models 
are available: Truck and bus rear wheel 
mount for rear wheel installation; universal 
mount for bolting on desired hub cap; and 
custom mount supplied as one unit to re- 
place original hub cap. 
2 2 


AIR CONDITIONER—The mass market- 
ing of a low-cost car air conditioner has 
been announced by Airtemp Division, 
Chrysler Corp., 1600 Webster St., Day- 
ton 1, O. The compact Airtemp model, 
above, mounts under the center of the 
instrument panel; condenser and com- 
Pressor under the hood. One control 
regulates amount of cooling desired; 
@ second control permits selection of 
either high or low speed. When cooling 
is not needed, a magnetic clutch disen- 
gages automatically and the compressor 
stops operating. Three adjustable grilles 
enable occupant to direct flow of air. 


THERMOMETER — An automobile and 
casement window thermometer is being 
offered by Sta-Dri Products Co., 147-46 
Sixth Ave., Whitestone 57, L. 1, N. Y. 
The clip-on thermometer of transparent 
tenite plastic is said to fit all cars. Over- 
all dimensions ore 2 by 5% inches. 
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SAFETY LIGHTS —Improvements in its 
line of battery-operated Flasher Safety 
lights have been announced by R. D. 
Fageol Co., Kent, O. Known as the HD 
series, the lights cre powered by an 
eight-cell battery, said to afford up to 90 
days of continvous operation without bat- 
tery replacement or servicing. The lights 
produce over 100 neon flashes per min- 
ute, said to be visible up to two miles. 
Available with either uni-directional or 
two-way heads, the lights can be obtained 
with a choice of red, amber, bive, green 
or clear optical plastic lenses in any com- 
bination of these colors. 





HOLDDOWN — A Universal Holddown 
for six and 12-volt batteries has been 
announced by Wells Mfg. Corp., Fond du 
lac, Wis. According to the manufacturer, 
the Holddown is built of heavy-gauge 
steel, fortified with a protective coating 
that resists destructive elements. Adjusta- 
ble sizes from 5% by 8% inches to 7% 
by 14% inches. 


CONVERTIBLE TOP—A convertible top 
material coated with DuPont's “Hypalon” 
synthetic rubber is being produced by 
Haartz Auto Fabric Co., Newton 58, Mass., 
under the trade name Haartex. Because 
the coating is a rubber, the material is 
soft and pliable; it doesn't get stiff and 
boardy in cold weather, it is claimed. 
The material has a leather look and feel, 
and is said to clean easily with soap and 
water. Prefabricated Haartex tops are be- 
ing made and distributed by Aro. Top 
Sales Co., West Newton 65, Mass. 
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Problem: a slight case of astigmatism 


What's that flashing toward you through the 
eery night—four acrobatic motorcyclists driving 
in perfect harmony side by side? 


No. Just the latest innovation of the ‘‘men-of- 
tomorrow” designers of the automotive industry— 
dual headlamps. 


And if the sight of dual headlamps mystified 
you when you first saw them, think of the auto- 
motive service manager who suddenly was faced 
with a slight case of astigmatism. 


The sudden public acceptance of dual lamps— 
which are extremely tricky to aim properly— 
caused a lapse in the usually prompt recommenda- 
tions of service groups. 


It wasn’t just a question of customer satisfac- 
tion—but his very safety as well. However, be- 
cause the service manager is a regular reader of 
AUTOMOTIVE NEWS this particular servicing 
problem was readily solved. 


For, as long ago as December 17, 1956, 
AUTOMOTIVE NEWS, in its service section 
carried a complete, and authoritative article which 
spelled out in detail exactly how to aim dual 
headlamps properly. This is another example of 
how AUTOMOTIVE NEWS, because of its time- 


liness, can help solve its readers problems as 


they occur. 


To bring this news every week—while it still 
is news—to 44,000 paid subscribers*—takes 14 
experienced full-time editors and 106 on-the-spot 
correspondents constantly in touch with manu- 
facturers, dealers, field representatives and serv- 
ice men. 


Little wonder then that through its 32 years 
of publishing, AUTOMOTIVE NEWS has come 
to be regarded by these men as their Newspaper 
of the Industry. Discover yourself the difference 
in interest your own sales story generates among 
automotive men when you place it with their 
must reading publications. 


Keeps you in FRONT of the fast moving automotive industry. 
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Why not get the complete story on how 
AUTOMOTIVE NEWS has boosted the sale of 
other auto products—and perhaps may do the 
same for yours — simply ask your nearest 
AUTOMOTIVE NEWS representative to call, 
at your convenience. 

*86% of whom annually rencw their subscriptions at 


the regular $8 rate. They are offered no premiums, cut 
rates, or special inducements. 


* ES * 


NEW YORK: Edward Kruspak, Ray Billingham, Howard 
E. Bradley, Murray Hill 7-6871. 

CHICAGO: J. Goldstein, William H. Gallagher, State 
2-6273. 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
Woodward 3-0495. 

LOS ANGELES: R. H. Deibler, Dunkirk 3-0303. 
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Market Trend 


The overall average price of 
used cars sold at wholesale auc- 
tion last week declined $7 to $946, 
according to Automotive News’ 


index. 

Biggest losses were on latest 
models, with ’57s dropping $24 
and ’56s being cut back by $20. 

Other declines included $9 on 





























































ALABAMA 








JOHNSON AUTO 
AUCTIONS 




















DENVER AUTO AUCTION CO. 
(Denver's Oldest Auto Auction) 


495 S. Santa Fe Littleton, Colo. 
Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 








MID-WEST AUTO AUCTION 
1155 So. Platte River Dr. 
DENVER, COLORADO 


Burden-Dudley-Caswell 
Sale every Tuesday at 11 A.M. 
Phone Sherman 4-3263 








CONNECTICUT 








NEW ENGLAND'S OLDEST AND BEST 
10 YEARS CONTINUOUS OPERATION 


Sale Every Wednesday at 11:00 
SOUTHERN AUTO SALES, INC. 
AUCTION 


Warehouse Pt., Conn. 


ILLINOIS 


QUINCY — Quincy Auto Auction, 
3202-3220 Broadway, Every Mon- 
day 12:30 P.M. 



















4701 S.E. 14th 





3711 Western Rd. 


(Compiled by Automotive News from Auction — 














Figures alongside bars represent dollars. 


54s, $5 on ’55s and $5 on ’52s. 

Gains amounted to $2 on ’53s, $2 
on ’51s and $4 on ’50s. 

At a group of representative 
auctions last week, the average 
consignment was 173.9 units, com- 
pared with 184.6 the previous 
week. The sales ratio was 172.6 
percent, the highest recorded this 


Prices marked with an as- 
terisk indicate a unit equipped 
with an automatic transmission 
or overdrive and (ps) indicates 
power steering. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 
day. Prices are for sale of March 19.) 


year. It had been 66.0 percent a | gyicK—'56 Century Riviera, $2,235* (ps); 


week earlier. 


IOWA 





‘TOM FLETCHER'S 


DES MOINES AUTO AUCTION 
lowa's Oldest Auto Auction 
In the Heart of the Clean Car Country 
Des Moines 15, lowa 
Phone ATiantic 2-8353 
Sale Every Thursday — 12 Noon 


Guaranteed Titles and Checks 





THE HARRY GELT 
CENTRAL STATES AUTO 
AUCTION 


Every Wednesday at Noon 
“Gateway to the Western Market” 
Phone 1181 or 1182 
MASON CITY, 1OWA 
Guaranteed Checks and Titles 





MASSACHUSETTS 





PEABODY AUTO AUCTION, | 
INC. 


For Dealers Only 
Checks and Titles Guaranteed 
Auction Every Thursday at 11 A.M. 
Newburyport Turnpike, U. S. Rt. 1 





MICHIGAN 





Flint Auto Auction, Inc. 


Flint, 


Exclusively for Dealers 


Here in the shadow of General Motors, you 


get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 





TWO BIG AUCTIONS EACH WE 


Checks and titles guaranteed 


Detroit's Barometer 
APTCO AUTO AUCTION 


8 Years Old 
Conveniently located Y% mile from Detroit City Limits 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Special Riviera, $2,030*, '55 Super Rivi- 


MICHIGAN 





| 

GRAND RAPIDS AUCTIONS, INC. 

| On M2i—One Half ae west of Grandville, 
| ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. “Bill” Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








ST. LOUIS AUTO 
AUCTION BARN, INC. 


3807 Easton Ave. 
St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
Checks and Titles Guaranteed 
Owned and Operated by 
BILL McCRACKEN and 
ROY McMANAMA 
(Dealers Only) 
Operating Since 1946 








AUTO DEALERS AUCTION, 
INC. 


Friday is Sale Day in Kansas City, Mo. 
Auction Company Checks to Sellers 


Guaranteed Titles to Buyers 


| Bob Ring—Owner Fred Reed—Mgr. 
| Open 6 days a week. Sale Friday 10:30 A.M. 








Titles and Checks Guaranteed | 6200 Independence Hu 3-7470 
Auctioneers 
12:30 — SALE EVERY WEDNESDAY — 12:30 G Wert Phil 
M, D. McCollum, Mgr. Phone Cedar 9-4492 | Jack Erwin Jr. Whitman 
| 
MICHIGAN 






















Phone Dunkirk 3-0150 


AUTOMOTIVE NEWS, APRIL 1, 1957 


Average Prices of Used Cars Sold at Auction 
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Prices of '56s added and ’48s dropped in November, 1955. Prices of "57s added and '49s dropped in November, 1956. 











| 





| RALEIGH — 












era, $1,830* (ps); Special 2-dr., $1,225*. 
"53 RM 4-dr., $800* (ps); Super 4-dr., 
$755*, $600°; Special 2-dr. $700. 52 Su- 
per 4-dr., $670*, $650*; Riviera, $570*; 
Special 2-dr., $360. ‘50 Super Riviera, 
$410. 49 RM 2-dr., $125. 

CADILLAC—’51 (62) 4-dr., $880*. "48 (62) 
conv., $375°*. 

CHEVROLET — 
wagon, $2,800* (ps); 4-dr., 
Two-ten (8) 2-dr., $1,750. 
(8) 4-dr., $2,025*, $1,880° (ps); 
wagon, $2,000°; Two-ten (6) 2-dr., 
445; One-fifty (6) 2-dr., $1,290. 


’57 Bel Air (8) 


station 
$2,420° ; 
"56 Bel Air 
station 
$1,- 
"55 Bel 











NEW YORK 





NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 





NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% saf. because all titles 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


LAFAYETTE—Syracuse Auto Auction, | 


Center of Empire State, Insured 


Checks and Titles (Wed.). 


NORTH CAROLINA 


Mann's Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 


Your Good Will—Our Most Valuable Asset 
On U. 5S. Route 20A Phone 5-9535 








PENNSYLVANIA 








MANHEIM AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No. 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 
Checks and Titles Guaranteed 
Phone Manheim 5-240! 








TENNESSEE 


MURFREESBORO—Don Kelly Auto 
Auction, Junction U. S. Hwys. 70S- 
231-41. Thursday 11:00 a.m. 





Air (8) Hardtop, $1,625* (ps), $1,620°; 
4-dr., $1,505*; 2-dr., $1,450; Bel Air (6 
station wagon, $1,580*; Hardtop, $1,505 
2-dr., $1,375"; Two-ten (8) station waz, 
on, $1,575; 4-dr., $1,050°%; Two-ten (6) 
station wagon, $1,530; 2-dr., $1,255* 
One-fifty (6) 4-dr., $1,005. °54 Two-ten 
4-dr., $875*. °53 Two-ten 2-dr., $700*. 
"52 SL Deluxe 4-dr., $360*. ’51 SL De- 
luxe club coupe, $415; 2-dr., $410*, $345; 
4-dr., $310*, '50 SL Deluxe Bel Air, $415; 
club coupe, $350*; FL Deluxe 4-dr., 
$300*, $290°. °49 4-dr., $225. °48 Aero- 
sedan, $110. '46 2-dr., $125. 

CHRYSLER — ’54 Imperial 4-dr., $1,365* 
(ps). °50 Windsor club coupe, $385*; 4- 
dr., $330*, $325*. 

"563 Custom (6) 4-dr., $580* 
(ps). °52 Firedome (8) 4-dr., $310*, 
DODGE—’56 Royal Lancer 2-dr., $1,720* 
'55 Custom Royal 4-dr., $1,405*; Coronet 
(8) Hardtop, $1,400*, '54 Meadowbrook 
club coupe, $650. "53 Coronet (6) station 

wagon, $830. 49 2-dr., $135. 

FORD—’57 Country sedan, $2,590* (ps), 
$2,575* (ps), $2,560* (ps); Fairlane (8) 
500 4-dr., $2,390*° (ps); Fairlane (8) 2- 
dr., $2,215* (ps); Custom (8) 300 2-dr., 
$2,100*. °56 Country sedan, $1,965*, $1,- 
935 (ps), $1,880; Fairlane (8) Victoria, 
$1,890*, $1,885*, 2 at $1,860*, $1,850* 
(ps); 4-dr., $1,760* (ps), $1,460; Town 
sedan, $1,520*; Ranch Wagon $1,665; 
Custom (8) 4-dr., $1,485*, $1,475*; 2-dr., 
$1,375; Main (6) 2-dr., $1,425. °55 Coun- 


try sedan, $1,650* (ps); Fairlane (8) 
Crown Victoria, $1,555*; 2-dr., $1,410*, 
$1,350* (ps); Victoria, $1,405*; 4-dr., 
$1,380*, $1,365*; Custom (8) 2-dr., 2 at 
$1,000, $950; 4-dr., $900. '54 Custom (6) 
2-dr., $755*. °53 Crest (8) Victoria, 
$845*; Ranch Wagon, $730*; Main (6) 
4-dr., $550; Custom (6) 4-dr., $545. '52 
Custom (8) 2-dr., $570. ‘51 Deluxe (8) 


4-dr., $225. '50 (6) 2-dr., $105. 

MERCURY—’57 Montclair Hardtop, $3,- 
130° (ps). '56 Custom Hardtop, $2,015*; 
Monterey 4-dr., $1,800; Montclair Hard- 
top, $1,700*. '55 Monterey station wag- 
on, $2,040° (ps); 4-dr., $1,500°, °54 
Monterey Hardtop, $1,220*, $1,205*, °53 
Monterey 4-dr., $800. 

NASH—'55 Rambler Cross Country, 
580°. "54 Rambler 4-dr., $870. "53 Ram- 
bler station wagon, $600. ‘52 Rambler 
Hardtop, $400; Statesman 4-dr.. $315. 

OLDSMOBILE—’56 (88) Super 4-dr., $1,- 
650° (ps). "55 (88) Super 4-dr., $1,850° 
(ps), $1,805° (ps); 4-dr.. $1,700*° (ps), 
$1,640°; Deluxe Holiday, $1,725*, $1,- 
700°, $1,655°. °54 (88) Super Holiday, 
$1,525°; 4-dr., $1,455* (ps). °53 (98) 
Holiday, $1,100* (ps); (88) Super 4-dr., 
$955° (ps), $950° (ps). "52 (98) Holiday, 
$850°, $745* (ps); 4-dr., $695* (ps); 
(88) Super Holiday, $725*. °51 (88) Su- 
per 4-dr., $190*. °49 (98) 4-dr., $145*. 

PACKARD—’52 (200) 4-dr., $350*. 

PLYMOUTH—'56 Belvedere (8) 4-dr., $1,- 
375°; Belvedere (6) 4-dr., $1,305*. '54 
Belvedere Hardtop, $800* (ps); Savoy 2- 
dr.. $705. ‘53 Cranbrook 2-dr., $650; 
Cambridge 4-dr.. $525. ‘52 Cranbrook 
4-dr., $395. ‘51 Cambridge Suburban, 
$475. "50 4-dr., $145. "48 2-dr., $155. 

PONTIAC—’'56 Chieftain (8) Catalina, $1,- 
890°. "55 Star Chief (8) Catalina, $1,- 
680° (ps); Chieftain (8) Catalina, $1,- 
620°. "53 Star Chief (8) 4-dr.. $590°. '52 
Chieftain (8) 2-dr.. $350°. °51 (8) 2-dr., 


$1,- 


$315. 

STUDEBAKER — ‘52 Commander 4-dr., 
$285; Champion 4-dr., $170. 

WILLYS—’55 station wagon, $1,275, $1,- 
150. '53 Aero 2-dr., $435. 

MISCELLANEOUS—'55 Ford %-ton pick- 
up, $875. "54 Ford %-ton pickup, $715, 
$700*. "50 GMC %-ton pickup, $365. °49 
Ford %-ton pickup, $225. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of March 18.) 
(Prices declined moderately as the 
market softened at my auction here to- 
day. The most noticeable change was on 


autos, were not 
selling as high as they have been, how- 
ever we managed to sell 35 out of 44. 
The export buyers were missing this 
week, but the auction room was filled 
with buyers who were looking to own 
them cheaper than for the past two 
months. I do not leok for improved 
prices from now on, Sold 143 cars out 
of 189 offerings.) 

BUICK—'56 Special Riviera, $1,930*, $1,- 

. "55 Special Riviera, $1,575*; 2-dr., 
Super 4-dr., $1,410° (ps). ‘54 

Riviera, $1,500*, $910; RM 4-dr., 
(ps); Special 4-dr., $1,000. °'53 
Riviera, $740*; Special Riviera, 

'52 Special Riviera, $450*°; Super 

.. $450°. "51 RM Riviera, $270*; 4- 
dr., $230°. 

CADILLAC—’'57 (62) sedan de Ville, $5,- 
000° (ps). "56 (62) 4-dr., $3,900* (ps); 
coupe, $3.535* (ps). "55 (62) coupe de 
Ville, $2,875* (ps); 4-dr.. $2,685* (ps), 
$2,585* (ps). ‘54 (62) 4-dr., $2,210* 
(ps). *53 (62) conv., $1,250° (ps). ‘52 
(62) coupe de Ville, $1,010° (ps). ‘'51 
(75) limousine, $975*; (62) 4-dr., $600*; 
(60) 4-dr., $520°. 


CHEVROLET — ‘57 Two-ten (8) station 
wagon, $2,475*. '56 Two-ten (6) 4-dr., 
$1,350*; 2-dr., $1,300. ‘55 Bel Air (8) 


Sport coupe, $1,400*; Bel Air (6) Sport 
coupe, $1,380*; Two-ten (6) 4-dr., $975, 
$940; 2-dr., $975; Two-ten (8) 2-dr., 
$950. '54 Bel Air 4-dr., $1,050*, $1,000*; 
2-dr., $840; Two-ten station wagon, $1,- 
050*; 2-dr., $870, $850. °53 Two-ten 4- 
dr., $750*. °52 Bel Air Sport coupe, 
$480*; Two-ten 2-dr.. $430*°. 51 SL De- 
luxe 4-dr., $350*, $240; 2-dr., $340*, 
$260; SL Special 4-dr., $280; 2-dr., $230. 
"50 SL Deluxe 2-dr., $225; Bel Air, $150; 
4-dr., 2 at $100. ‘49 FL Deluxe 2-dr., 
$150. 

CHRYSLER — '54 NY 2-dr., $925* (ps); 
Windsor conv., $880* (ps). ’53 NY 4-dr., 
$670* (ps). 

DeSOTO—' 55 Firedome 4-dr., $1,525* (ps); 
Custom Sport coupe, $1,475* (ps). °53 
Firedome 4-dr., $550* (ps). °52 Deluxe 
2-dr., $280. ‘51 Deluxe Sport coupe, 
$320*. °49 Custom 4-dr., $180". 

DODGE—’51 Coronet 4-dr., $240°*. 

FORD—’57 Fairlane (8) 500 4-dr., $2,250* 
(ps); Fairlane (8) 4-dr., $2,085*; 
tom (6) 4-dr., $1,875, $1,735. 
lane (8) conv., $1,750*; 4-dr., $1,600*, 
$1,275*; Country sedan, $1,725*; Ranch 
Wagon, $1,600; Custom (8) 4-dr., $1,- 
485*:; 3-dr., $990, 55 Country sedan, $1,- 
525*; Ranch Wagon, $1,400; Custom (8) 
2-dr., $1,175*, $880; 4-dr., $1,150, $950; 
Main (8) 2-dr., $900; Custom (6) 2-dr., 
$975. '54 Main (8) 2-dr., $720. ’53 Crest 
(8) Victoria, $850, $730*; Ranch Wagon, 
$690, $675; Custom (8) 2-dr., $600*; 4- 
dr., $750; Main (6) 2-dr., $410; 4-dr., 
$410. "52 Custom (8) station wagon, 
$610; 4-dr., $520*, $465; Main (6) 4-dr., 


(Continued on Page 39, Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 38) 


(8) Victoria, $330*, 


$180. °51 Custom 
50 Custom (8) 2-dr., 


$325; 2-dr., $300. 
$170; 4-dr., $130, 
LINCOLN—’57 Capri coupe, $3,725* (ps). 
MERCURY—’57 Montclair 4-dr., $2,785*. 
*55 Monterey Sport coupe, $1,420*; conv., 
$1,.230*, "54 Monterey Sport coupe, $940, 
$920*, ’51 4-dr., $110*. '50 4-dr., $175. 
NASH—’52 Rambler Sport coupe, $360. 
OLDSMOBILE—’55 (88) Holiday, $1,685*, 


$1,400* (ps); 4-dr., $1,450*. °53 (88) 
Super Holiday, $730*. ‘51 (98) 4-dr., 
$260. 


PACKARD—’55 Clipper 4-dr., $1,325*. "52 
Clipper 4-dr., $200*. 

PLY MOUTH—’57 Belvedere (8) 4-dr., $2,- 
460* (ps). '55 Belvedere (8) 2-dr., $1,- 
150*; Plaza (6) 2-dr., $820. '54 Savoy 
4-dr., $750. '53 Cambridge 2-dr., $385. 
*51 station wagon, $330. 

PONTIAC—’56 Star Chief (8) 4-dr., $2,- 
020*; Chieftain (8) station wagon, §$2,- 
000* (ps). '55 Chieftain (8) 2-dr., $1,390* 
(ps), $1,070. °53 Chieftain (8) Catalina, 
$775*; 2-dr., $710*, $580; 4-dr., $600*; 
station wagon, $660. °52 Chieftain (8) 
Catalina, $580*. ’50 (8) 4-dr., $110*, 

WILLYS—’52 Aero 2-dr., $280. 

MISCELLANEOUS — '55 Jaguar roadster, 
$1,500. °53 Ford 1-ton pickup, $500. '52 
Henry J sedan, $150. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of March 15.) 
(Market steady and plenty of action 
on everything except °55 and 56 models, 
which are still slow. Sold 254 cars out 
of 357 offerings.) 
BUICK—'57 Special Riviera, $2,825* (ps), 
$2,750* (ps). '56 Special Riviera, $2,140* 
(ps); 4-dr., $1,800* (ps), $1,765*; Super 
4-dr., $2,070*° (ps). °55 Century cofv., 
$1,600*; RM 4-dr., $1,485* (ps). °54 Su- 
per 4-dr., $865*; Special Riviera, $775*. 
CADILLAC—'56 (62) coupe de Ville, $3,- 
690* (ps). "55 (62) coupe, $2,700* (ps). | 
"53 (60) 4-dr., $1,275* (ps). °52 (62)/| 
coupe, $1,040°. '51 (62) 4-dr., $745*. '49 
(60) 4-dr., $405* (ps). 
CHEVROLET—'57 Bel Air (8) conv., $2,- 
325°. '56 Bel Air (8) 2-dr., $1,580*, $1,- 


| 


555; Two-ten (6) 2-dr.. $1,500*; One- 
fifty (6) 2-dr., $1,170. '55 Bel Air (8) 
coupe, $1,350*, $1,275*; Two-ten (8) sta- 


tion wagon, $1,360°; 4-dr.. $940°; 2-dr., 
$910; One-fifty (6) 2-dr., $800. '54 Bel 
Air 2-dr., $800*, $740, $710, $665*, $655, 
$550; Two-ten 4-dr., $710, $695*, $670*, 
$640, $610, $600. 

CHRYSLER — ‘56 NY Hardtop, $2,500* 
(ps). ‘54 Windsor 2-dr., $795*, °53 NY | 
4-cdr., $475°. 

DeSOTO—'54 Firedome 4-dr., 

DODGE—'57 Coronet 4-dr., $2,190*, °53 
Coronet Hardtop, $605*; 4-dr.. $600*; 
Meadowbrook 4-dr., $350. ‘51 Coronet 4- 
dr., $215, $200, $130. 

FORD—'57 Fairlane (8) 500 Victoria, $2,- 
320°; Ranch Wagon, $1,760. ‘56 Thun- 
derbird, $2,625* (ps); Fairlane (8) Vic- 
toria, $1,695* (ps), $1,500*, $1,360; 2-dr., 
$1,475* (ps), $1,475*; Ranch Wagon, 
$1,420; Custom (8) 2-dr., $1,250*, °55 
Fairlane (8) 4-dr., $1,180, $980*, $905*; 
Custom (8) 2-dr., $1,035*, $970* $965, 
$950. : 

HUDSON—'54 Super Wasp 4-dr., 
"53 Super Wasp 4-dr., $365*. 

LINCOLN — '56 Premiere 4-dr., $2,810° 
(ps). | 

MERCURY—'56 Montclair coupe, $1,975* 
(ps). "55 Custom 4-dr., $1,245*, $1,150; 
coupe, $1,200. '54 Monterey Sun Valley, | 
$975*° (ps); 2-dr., $740. '53 2-dr., $705. 

NASH—'56 Rambler station wagon  $1,- 
640*. '55 Rambler 4-dr., $950°, 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,180* (ps); 4-dr., $2,040* (ps): Deluxe 
Holiday, $2,050* (ps); 4-dr., $1,690*. '55 


$460° (ps). 


$385°*. 


(98) Holiday $1,870* (ps); (88) Super 
Holiday, $1,815* (ps), $1,795* (ps): 2- 
dr., $1,525°. 


PACKARD—'54 Clipper 4-dr., $500. '53 4- 
dr, $680*. '52 4-dr., $115*. | 
PLYMOUTH—'57 Plaza (6) 2-dr., $1,870*, | 
$1,650. '55 Plaza (6) station wagon, $1,-| 
140°, $1,090*. '54 Belvedere coupe, $600. 
‘53 Cranbrook Belvedere, $555: club) 
coupe, $300; 4-dr., $310. °52 Cranbrook | 
4-dr., $270, $250. 
PONTIAC—'55 Chieftain (8) Catalina, $1,- 
390°, $1,375*; Star Chief (8) 4-dr. $1,-| 
325°. ‘53 Chieftain (8) 4-dr., $625*, 
$530°; Catalina, $565*. °52 Chieftain (8) 
4-dr., $280*. '51 club coupe, $105, 
eee — *50 Commander 2-dr., | 
WILLYS—'46 Jeepster, $245. 
MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,200. *55 Chevrolet %-ton pickup, | 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri- | 
day. Prices are for sale of March 15.) 
BUICK—’57 Super 4-dr., $3,425* (ps). '56 

Special coupe, $1,885*. ’55 Special coupe, 

$1,550*. '53 RM coupe, $740* (ps): Su- 

per coupe, $700*. '51 Special 4-dr., $250; 

2-dr., $235, $225, $130. '50 4-dr., 185. 
CADILLAC—'55 (62) coupe de Ville, $2,- 

900* (ps). "51 (62) coupe, $795*. ’50 

(61) coupe, $885*. ’48 conv., $190*. 
CHEVROLET—’57 Bel Air (8) Sport coupe, 

$2,300*, $2,295*; 4-dr., $2,200*: Two-ten 

(8) station wagon, $2,500*, $2,445*, $2,- 

390°, $2,350. '56 Two-ten (8) station 

wagon, $1,850; Sport coupe, $1,775*. '55 

Bel Air (8) Sport coupe, $1,570*; conv., 

$1,550; 4-dr., $1,400*, $1,275*: Two-ten 

(6) 4-dr., $1,075*. °53 Two-ten 4-dr., 

$625*. 52 SL Deluxe 4-dr., $145. 51 SL 

Deluxe Bel Air, $345*. 

CHRYSLER—'55 Windsor Nassau, $1,580* 
. (Pps), "54 NY Newport, $1,300* (ps). 

DeSOTO—'57 Firesweep 4-dr., $2,625*. 

DODGE—’56 Coronet 4-dr., $1,560", °'55 
Royal coupe, $1,390*. '53 Meadowbrook 
club coupe, $515. 

FORD—’57 Country sedan, $2,550*:; Fair- 
lane (8) 500 Victoria, $2,350* (ps); Fair- 
lane (8) Victoria, $2,325*; Custom (8) 
300 2-dr., $1,890. 56 Fairlane (8) 4-dr., 
$1,675*, $1,575*, $1,450*; Victoria, $1,- 
600*; Custom (8) 4-dr. $1,100, ’°55 Fair- 
lane (8) Victoria, $1,430; 2-dr., $1,290*; 
conv,, $1,155*. ’54 Country sedan, §$1,- 
180*; Ranch Wagon, $885; Custom (6) 
4-dr., $750. '53 Custom (8) 4-dr., $575. 
"52 Crest (8) Victoria, $405*; Custom 





(8) 4-dr., $295. 
KAISER—’51 4-dr., $125. 
MERCURY—’56 Custom coupe, $1.500. °55 
Montclair coupe, $1,405*. 
coupe, 


’54 Montclair 


$1,230*; Monterey coupe, $905*. 
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(ps); RM Riviera, $1,110* (ps), $1,100*; | 
Century 4-dr., $1,020*. ’53 Super Riviera, | 
$795* (ps), $790*, $665*, $575*; 4-dr., 
$740*, $640*, $615*, $400* (ps), $390; 
Special Riviera, $515*. '52 Super Riviera, 
$530°*. 

CADILLAC—’55 (62) coupe de Ville, $2,- 


745* (ps). °'54 (62) conv., $2,190*. '53 
(75) 4-dr., $1,125*. '52 (62) 4-dr., $600*. 
"51 (62) coupe, $865*; 4-dr., $750*, 


: E ’ $580°, $500*, "49 (62) 4-dr., $260°, 
51 4-dr., $365°; club coupe, $300. °50 | CHEVROLET —’57 Bel Air (8) Hardtop, 


4-dr., $215. $2,120*. °56 Bel Air (8) 4-dr., $1,575*; 
NASH—’51 4-dr., $125. Two-ten (8) station wagon, $1,425; 4- 
OLDSMOBILE — ‘56 (98) 4-dr., $2,325* dr., $1,305; Two-ten (6) 2-dr., $1,350*. 
(ps). °55 (98) Holiday, $1,945* (ps); ’55 Bel Air (8) 4-dr., $1,385* (ps), $1,- 
(88) Super Holiday, $1,885* (ps); De- 080; 2-dr., $1,260°%; Hardtop, $1,225; 








luxe 4-dr., $1,385*. '54 (88) Super Holi- 

day, $1,355*. °52 (88) 4-dr., $530°. ‘51 

(98) Holiday, $275*. '50 4-dr., $285°. 
PACKARD—’51 Hardtop, $205*. 
PLYMOUTH—’57 Belvedere (8) 4-dr., $2,- 


Two-ten (6) 4-dr., $1,105, $1,040*; 2-dr., 
$985; Two-ten (8) 4-dr., $805. '54 Bel 
Air Hardtop, $945*; 4-dr., $925*, $840*; 
2-dr., $865*; Two-ten 4-dr., $645, $575. 
"53 Bel Air 4-dr., $615* (ps), $555, $505, 


550* (ps); Savoy (8) station wagon, $2,- $470; Two-ten 2-dr., $600, $580*; 4-dr., 
205. °55. Belvedere (8) station wagon, $410; conv., $550. °51 SL Deluxe 2-dr., 
$1,265, ’54 Savoy 4-dr., $590. '53 Subur- $305; 4-dr., $240, $220. 

ban, $750, $725; Cranbrook 4-dr., $450.| CHRYSLER—’55 Windsor 2-dr., $1,600*; 


’52 Cambridge 4-dr., $135. 
PONTIAC—’ 57 Chieftain (8) Catalina, $2,- 

550*. °55 Chieftain (8) station wagon, 

$1,385*; 4-dr., $1,130*, $1,050*. '53 Chief- 


4-dr., $1,520* (ps). '°52 NY 4-dr., $225*. 
51 NY 4-dr., $295°. 
DeSOTO—’53 Firedome 4-dr., $360*. 
DODGE—’55 Coronet Hardtop, $1,375*; 4- 


*. w 

Seeee. "ot ieranne, s1ae?: en” ar... $1,225°. '53 Coronet 2-dt., $360, 

STU -_ ° nder 4-dr., = 
eee Gemmander coupe $190°, | FORD —°57 Fairlane (8) 2-dr., $2,015°. 
WILLYS—'47 Jeepster, $250. | '56 Fairlane (8) 2-dr., $1,595*, $1,500; 
MISCELLANEOUS — ‘54 Chevrolet %-ton| Custom (8) 2-dr., $1,265; 4-dr., $1,255, 
pickup, $675, $650. $1,220, $1,200; Main (8) 2-dr.’ $1,085. 
; z ’55 Fairlane (8) Victoria, $1,375*; 4-dr., 
$1,115; Custom (8) 2-dr., $1,100*; 4-dr., 
CHICAGO $950*: Main (8) 2-dr., $795, '54 Crest 
: oe is (8) Victoria, $965* (ps); 4-dr., $630*; 
(Arena Auto Auction. Sale every Tues Custom (6) 2-dr., $750. '53 Custom (8) 


day. Prices are for sale of March 19.) 
(Sold 248 cars out of 360 offerings.) 
BUICK—’56 Super Riviera, $1,975* (ps). 
’55 Special Riviera, $1,675* (ps), $1,550°, | 
$1,545*, $1,375*, $1,255*. "54 Super Rivi- 
era, $1,205* (ps), $1,180* (ps), $940* 


| 4-dr., $540°; 2-dr., $405, $235. 
HUDSON—'55 Wasp 4-dr., $840*. '54 Wasp 
Hollywood, $600*. '52 Wasp 4-dr., $300*. 

LINCOLN—’56 Premiere Hardtop, $2,995* 
(ps). °54 Capri 4-dr., $1,365*, °53 Capri 
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(88) 2-dr., $1,290*. °53 (98) Holiday, 
$955*; (88) 4-dr., $795*, $600°. 
PACKARD—’55 Panama Hardtop, $1,310*. 


Model Breakdown 











54 Clipper 4-dr., $S25* (ps), '53 4-dr., 
Of Auction Averages |_ 20°. '48 hearse, $355. 

Feb Jan PLYMOUTH — ’56 Savoy (8) Suburban, 
1957 1957. $1,665*; Belvedere (8) 4-dr., $1,530*. '55 
Plaza (8) Suburban, $1,100; 2-dr., $820° ; 
$2,404 $2,432 Savoy (6) 4-dr., $890. '54 Belvedere 
conv., $805; 4-dr., $720*; Plaza 2-dr., 
1,721 = 1,764 |  660:' 4-dr., $400.’ °53 Cranbrook 4-dr., 

1,275 1,289 $410*, $295*. 
898 PONTIAC—’56 Star Chief (8) Catalina, 
906 $2,150* (ps), $1,795* (ps); conv., $1,- 
596 609 880*; Chieftain (8) Catalina, $1,645°; 
2-dr., $1,510*, $1,445*, "55 Chieftain (8) 
388 394 4-dr., — « (ps), Sie wok 
$1,430* (ps), $1,400* (ps); 2-dr, > $ 
270 266 | Star Chief '(8) Catalina, $1,300°. "54 
199 200 Star Chief (8) Catalina, $1,040° (ps); 
2-dr., $850*. °53 Chieftain (8) 4-dr., 
$710*, $580*; 2-dr., Seles ab bs 
615* , $445, ? -dr., 

Average $ 946 $ 970 $ 981 | Catalina, $615", $590", § 

me STUDEBAKER — '55 Commander 4-dr., 





$910* (ps); 2-dr., $790, $705°, 
MISCELLANEOUS — '53 Chevrolet 
panel, $230. 


Hardtop, $885* 
4-dr., $430°*. 
MERCURY — '56 Monterey 4-dr., $1,895* 
(ps); Custom Hardtop, $1,655*, $1,650°; 


Medalist 4-dr., $1,550* (ps). "55 Mont- QUINCY, ILL. 


‘ 4 *. as | 
Sess’ areet’ on laemtocey Oar. oi | (Charlie Thale’s Quincy Auto Auction. 
"53 : Monterey Hardtop $645°: 4-dr., | Sale every Monday. Prices are for sale of 

$590*, °52 2-dr., $275*, $250*. ee come ae 
NASH—'56 Ambassador (6) 4-dr., $1,635°;| joe “seen” on Chaveutean oS 

Metropolitan 2-dr., $980. '53 Rambler 2- while Southern buyers are finding lots of 


dr., $590, $505; Ambassador 4-dr., $525°. | 9 
‘52 Rambler 2-dr.. $330°. “clean”’ units here, Sold 81 percent of 


(ps). °52 Cosmopolitan 


%-ton 





. ‘ yi consignments.) 

OLDSMOBILE — '56 (98) conv., $2,600* BUICK—’54 Special 4-dr., $925. °53 Spe- 
(ps); Holiday, $2,400* (ps); 4-dr., $2,- 72 695, $530. °52 Speci 
255°" (ps); (88) Holiday, $2,140°'(ps),| Sty g4o5;" Super 1-dr $400, '51 Super 
$2,135* (ps), $2,100° (ps), $2,050* (ps), | ee i’ ~ we . 


2-dr., $345. 
CHEVROLET — '57 One-fifty (6) station 
(Continued on Page 40, Col, 1) 


$1,970* (ps), $1,955* (ps). °55 (98) Holi- 
day, $1,790* (ps); (88) Holiday, $1,740*, 
$1,710*, $1,660* (ps); 4-dr., $1,495*. '54 


... to sell the military market 


—you 
need 
the 
Army Times 
Publications! 


Today, the U. S. Armed Forces consist of almost 3,000,000 
members. Add to this, over 2,000,000 dependents and you get 

a whopping potential for automotive products.* Here is a mass 
market of young families with mature buying power and dependable 
incomes. Put your story before it by advertising in the publications that 
cover it better than any other media—The Army Times Publications. 


Away from home, Armed Forces members and their families have little 
interest in local newspapers. They are interested in publications that are 
edited for their special interests. That’s why they read Army Times 


ARMY 
TIMES 





15 WEEKLY EDITIONS REACH U. S. ARMED FORCES EVERYWHERE. 


(Members of Audit Bureau of Circulations) 


Publications. That’s why your advertising will get results in this 
network of publications. 


For each of the Services, domestic and overseas editions permit regional 
concentration or world-wide coverage of the military market. Contact 
our nearest office for information on how to influence new ‘car and. 
“after market” buying of the U. S. Armed Forces. 


* An estimated 100,000 units were sold to Servicemen by dealers who advertised in TIMES 
Publications during 1956. This represents but a fraction of the full potential. 






NAVY 
TIMES 


AIR FORCE 
TIMES 


Other publications include: U. $. Coast Guard Magazine, The American WEEKEND, 
The Military Market, Army-Navy-Air Force Register. 


ARMY TIMES PUBLISHING CO., 2020 M ST. N.W., WASHINGTON 6. D. C 


Detroit Office: 1661 Guardian Bldg., Detroit 26, Michigan - Telephone: WOodward 3-5750 
U. S. OFFICES: Charleston, S. C., Chicago, Detroit, Honolulu, Los Angeles, Miami, New York, Philadelphia, 


San Francisco. 


FOREIGN OFFICES: Frankfurt, London, Paris, Rome, Tokyo. 





FORD—’57 Fairlane (8) 500 Victoria, $2,- 
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Used-Car Auction Prices 
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_ (6) 2-dr., $385*. ’51 2-dr., $120; 4- 
$195. 50" 2-dr., $150; 4-dr., $120. 
museen—ee Commodore (8) 4-dr., $255*. 
*50 Commodore (8) 4-dr., $115. 
MERCURY—’57 Monterey Hardtop, $2,700* 


(ps). ’52 4-dr., $300°, '51 2-dr., $245. 
'49 4-dr., $220, 
fs aaa Statesman 4-dr., $410. 

: OLDSMOBILE—’ -dr., $1,- 
: (Continued from Page 39) se0°; 2dr queen. ua (ae) i i. 

1 . 095%. ’51 (88) 4-dr., $355°*. 
é wagon, $1,790. "56 One-fifty (6)_ 4-<dr., EBENSBURG, PA. PLYMOUTH '65 Belvedere (8) 4-dr., $1,- 
} 72200, "GS Bei Air (8) é-dr., $1,128; 260. '53 Cranbrook 4-dr., $470, '47 4-dr 
4% jue oon (8) Delray, $1,375; 2-dr., $1,- (Ebensburg Auto Auction, Sale every $135. . = K o 
, $950. '54 One-fifty 4-dr., $720; Two- | Thursday. Prices are for sale of March 21.) | ponTIAC—’55 Chieftain (8) station wa 
° . g£- 
ten 2-dr., $680. '53 Two-ten 2-dr., $525; (Late models off slightly, Others still on, $1,500*; Star Chief (8) 4-dr., $1,185°*, 
a. $5; “oh at Ph eyeto ot a in good demand and bringing fair prices.) '54 Chieftain (8) Catalina, $1,050*, '53 
apes : BUICK—’56 Special 4-dr., $1,775*, '55 Spe-| Chieftain (8) 2-dr., $540*, ’52 Chieftain 
— Bel Air, $395; 4-dr., $265, $230, | “ cia) 4-ar., $1,260°, '54 Special Riviera,| (8) 4-dr., $405*, °$1 (8) station wagon, 

$905*. ‘53 RM Riviera, $625* (ps); Spe- $375*. 

i CHRYSLER—’53 NY 4-dr., $670, $490. cial 4-dr., $680*, 51 Special 4-dr., $300*; | WILLYS—’51 Jeepster, $400. 
iF DeSOTO—’55 Firedome coupe, $1,430, °54 Super 4-dr., $270*. MISCELLANEOUS—’56 Dodge %-ton pick- 
Firedome 4-dr., $725. CADILLAC—’55 (62) 4-dr., $2,675* (ps). - Caavreet. % tte aan $330" $770. 

DODGE—'54 Coronet 4-dr., $565. 50 (61) 4-dr., $460°. = s aS aw . 
CHEVROLET—’57 Bel Air (8) Hardtop, 


OMAHA 
















healthy car. + 





Here is a positive way to make certain 
the new cars you sell will return to your 
service department. At no cost to you, 
Valvoline will guarantee the performance 
of all Valvoline-lubricated chassis and 
engine parts up to 33,000 miles... or 24 
months. Just a few of the many benefits 
you will receive are .. . Up to a 90% 
increase in your service sales . . . A com- 


about the 33,000 Mile Guaranty. 


Write Valvoline today, Dept. AN-457, for the big new 36-page, 
fully illustrated book which will give you every fact and detail 





° ’ 
365°. '56 Fairlane (8) Victoria, $1,650°; = a7 ion; oar. sl. 766°. "06 Tworten 
Custom (6) 2-dr., $1,150, $1,115. °55 (8) 2-dr., $1,175; tTwo-ten (6) 4-dr., $1,- (Richard Abel Auto Auction, Sale every 
Fairlane (8) Crown Victoria, $1,315°*; 025. '54 Bel Air Hardtop, $945*; "Two- Thursday. Prices are for sale of March 21.) 
2-dr., $1,010°; Custom (8) 4-dr., $980; ten 2-dr $725*. '53 Two-ten 4-dr.. $600; BUICK—’56 Century station wagon, $2,- 
Custom (6) 2«dr., $900. '53 Crest (8) 4- 2-dr $620 $505; Suburban $385, "51 SL 250° (ps); Riviera, $1,895. °54 Super 
j dr., $625; Main (6) station wagon, $615; Deluxe 2-dr $320°; 4ldr "$310°. 50 SL Riviera, $1,155*; RM 4-dr., $970* (ps). 
. 4-dr., $410; Custom (6) 2-dr., $425. 52) Deluxe 4-dr., $150; FL’ Deluxe 4-dr ’51 Special 4-dr., $220, ’50 Special 4-dr., 
\ Crest (8) 4-dr., $475; Custom (6) 2-dr., $100*, *49 sL Special 2-dr., $150, $120: $215°. 
pony} = abe. 4-dr., $285. °51 Deluxe 4-dr., $140. , * | CADILLAC—'53 (62) coupe de Ville, $1,- 
(6) 2-dr., 40, 2 at $180, $150, 50 Cus- 4 600* (ps). 
i tom (8) 4-dr., $170. CHRYSLER—'S3 Windsor 4dr, $525°. on CHEVROLET—’57 Bel Air (8) 4-dr., $2,- 
MERCURY—'57 Montclair 4-dr., $2,595°.| fur S250 -” . ~ | ea Teese ) ean, nae. 
49 4-dr., $165. jam 56 Bel Air -dr., $1, Ps); ‘0- 
NASH 6i Statesman 4-dr., $160. DODGE—"S5 Royal (8) Hardtop, $1.400°/ ten (8) 4-dr., $1,600*, $1,330; 2-dr., $1,- 
OLDSMOBILE—'s6 (88) Super 2-dr., $1,-| {P° ganne’'5b Mendowernmet (SA | 370%, $1,345; Two-ten (6) 2-dr., $1,050. 
MO — <ar., , r., $395*. "52 Meadowbrook 4-dr., $340. "55 Bel Air (8) 4-dr., $1,550; Two-ten 
~_ 595°. '51 (88) Super 4-dr., $345°. FORD—’57 Custom (8) 300 4-dr., $1,820.| (8) 4-dr., $1,040; 2-dr., $1,000, $995, ’ 
, , ’ ; $1,000, $995. °54 
PLYMOUTH— 57 Savoy (6) 4-dr., $1,760. '56 Fairlane (8) conv., $1,665* (ps); Bel Air club coupe, $860; Two-ten 4-dr., 
55 Belvedere (8) 4-dr., $1,155, '51 Cran- Custom (8) 4-dr., $1,305. °55 Fairlane $820°. '53 Two-ten 4-dr., $690°, $645. ’51 
brook 2-dr., $165. (8) 2-dr., $1,000%; Custom (8) 4-dr., SL Deluxe 4-dr., $370*. 
PONTIAC—’53 Chieftain (8) 4-dr., $550. $1,100; 2-dr., $1,075; Main (6) 2-dr., | CHRYSLER—’55 Windsor ‘oo $1,700* 
"51 (8) 4-dr,, $140. $850. "54 Main (8) 2-dr., $500. ’52 Cus- (ps). °50 Windsor ho dr., $250 
ae 
iS 








up to 90% increase in your 
Service Department Sales 


plete advertising and promotion program, 
including plenty of sales aids, to help you 
promote the Free 33,000 Mile Guaranty 
Program to your customers . . . Helps in- 
crease TBA sales . . . By offering more, 
you outsell your competition . . . keeps 
you familiar with the car you will be 
asked to trade, assuring an 
“easier-to-sell”’ used car. 





VALVOLINE OIL COMPANY 
(DIV. OF ASHLAND OIL & REFINING COMPANY) 
General Offices and Refinery—FREEDOM, PENNSYLVANIA 


1957 


DeSOTO—’51 club coupe, $160. 
FORD—’57 Country sedan, $2,150* 
Fairlane (8) 4-dr., $2, 145°; Victoria, 
050°. 56 Fairlane (8) Victoria, $1, 830°; 
Country sedan, $1,675*; Custom (8) 2- 
dr., $1,325*. °55 Fairlane (8) Crown 
Victoria, $1,515*; Custom (8) 2-dr., $1,- 
050°. °54 Crest (8) Victoria, $1,095* 
(ps); 4-dr., $785; Custom (8) 4-dr., 
$735, $720; 2-dr., $685; Main (8) 4-dr., 
$680. 53 Country sedan, $865*; Custom 
(8) 4-dr., $625*°, $580°; 2-dr., $465*, "52 
Custom (8) 2-dr., $495; 4-dr., $395*, '51 
2-dr., $320*; coupe, $125; 2-dr., $205*. 
HUDSON — '54 Hornet 4-dr., $620°, "52 
Commodore 4-dr., $165*. ’51 4-dr., $130*. 


(ps) ; 
$2,- 


LINCOLN — ’57 Capri Hardtop, $3,225* 
(ps). 

MERCURY—’54 Monterey Hardtop, $1,- 
300* (ps); 4-dr., $1,065*. 

NASH—’52 Rambler sedan, $440*, 50 2- 
r., $120°. 

OLDSMOBILE—’53 (88) 4-dr., $760*. ‘52 
(98) 4-dr., $650°. ’50 (88) 4-dr., $215*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $985*; 
Plaza (6) club sedan, $855*. °52 Cran- 
brook 4-dr., $255. '50 4-dr., $180. "48 2- 
dr., $160. 


PONTIAC—’56 Chieftain (8) Catalina, $1,- 


750°. '54 Chieftain 68) 4-dr., $745*. °53 
Chieftain (8) 2-dr., $430. °50 2-dr., 
$155*. '49 station wagon, $255. 


WILLYS—’53 Aero Hardtop, $240*. 

MISCELLANEOUS — '54 Chevrolet %-ton 
pickup, $710. "52 Chevrolet %-ton pick- 
up, $545; Dodge %-ton pickup, $475, °50 
Chevrolet %-ton pickup, $265, ’48 Inter- 
national %-ton pickup, $195. °39 Dodge 
\%-ton pickup, $130, 


FORT WAYNE, IND. 


(Fort Wayne Auto Auction, Sale every 
Tuesday. Prices are for sale of March 19.) 
(Not enough cars available, Sold 45 

out of 62.) 

BUICK—’56 Special 2-dr., $1,905*. '55 Su- 
per Riviera, $1,560* (ps), $1,420* 
Special 2-dr., 2 at $1,320*. '54 Super 
Riviera, $1,175* (ps). °53 Super 2-dr., 
$625*. °52 Special 4-dr., $380°, "51 RM 
4-dr., $380*. 

CADILLAC —’53 (62) Hardtop, 
(ps). "49 (62) 4-dr., $265*. 

CHEVROLET—’57 Bel Air (8) 
$2,215*. '56 Bel Air (8) 2-dr. 
(ps); Bel Air (6) 2-dr., $1,000. 
ten (8) station wagon, $1,345°. 


$1,400*° 


Hardtop, 
, $1,590° 
"55 Two- 
"53 Two- 


ten 2-dr., $525. "50 SL Deluxe Bel Air, 
$275*. 

DODGE—’57 Coronet 4-dr., $1,895*. °56 
conv., [ne @ (ps). °55 Coronet 4-dr., 
$1,045* (ps); 2-dr., $1,045. 


FORD—'57 Fairlane (8) 500 4-dr., $2,250* 


(ps). °56 Fairlane (8) Victoria, $1,640°. 
"54 Custom (8) 4-dr., $590; 2-dr., $590. 
"53 Custom (8) 4-dr., $580°*. 

LINCOLN—’51 2-dr., $255°. 

MERCURY—’56 Montclair 2-dr., $1,850*. 
’55 Monterey 2-dr., 2 at $1,250, $1,110. 
*54 Monterey 2-dr., $1,030* (ps); Hard- 
top, $940. 

NASH—’'54 Statesman 4-dr., $645*. 

OLDSMOBILE — ‘56 (98) 4-dr., $2,080* 
(ps). "54 (98) 2-dr., $1,390° (ps); (88) 
2-dr.. $1,145*. °53 (98) Holiday, $950° 

| (ps). °51 (8S) 2-dr., $290°. ‘48 conv., 
$240°. 

PLYMOUTH—'55 Savoy (8) 4-dr., $920; 
2-dr., $815°*. 

PONTIAC—'53 Star Chief (8) 2-dr., $695* 
(ps). "50 4-dr., $155°. °49 2-dr., $135°. 


DANVILLE, VA. 


(Danville Auto Auction, Sale every Wed- 
| nesday. Prices are for sale of March 20.) 
(Cleaner cars were very evidently more 
| searee this week as the demand for clean 





| CHEVROLET—’'57 Bel Air (8) 4-dr., 
| 345. °56 Bel Air (6) 2-dr., $1,435. 
| Air (8) 2-dr., $1,390%; Two-ten (8) 4- 
| adr., $1,065, $955; 2-dr., $855, $805. ‘53 
Bel Air 2-dr., $575; Two-ten 2-dr., $525, 
| $405; club coupe, $455. 52 SL Deluxe 
| 4-dr., $410. °51 SL Deluxe 2-dr., $325, 
| $205; 4-dr., $155*. '50 SL Deluxe 4-dr., 
$285, $125; 2-dr., $265, $250, $240, $235. 
"3S 2-dr., $165. 
| OHRYSLER—'50 Windsor 2-dr., 
DODGE—'54 Meadowbrook 4-dr. 
Meadowbrook 4-dr., $265. 
| FORD—'57 Fairlane (8) 4-dr., 
Fairlane (8) conv., $1,780* 
$1,500; 4-dr., 
2-dr., $1,205. 


$2,- 


$135. 

, $455. *52 
"49 4-dr., $140. 
$2,105°. ‘56 
(ps); 2-dr., 


"55 Fairlane (8) 4-dr., 
285° (ps); 2-dr., $1,165° (ps), 
Custom (8) 2-dr., $1,105, $965; 4-dr., 
$980. °54 Custom (8) 2-dr., $705. ‘53 
Crest (8) 2-dr., $765*; Victoria, $635; 
Custom (8) 4-dr. $655, $640, $505. "51 
Custom (8) Victoria, $335, $295; 2-dr., 
$205, $200, $105. ‘50 Custom (8) 4-dr., 
$255, $180; 2-dr., $255, $205, $175, $170, 
$125; Custom (6) 2-dr., $135. °49 Cus- 
tom (8) 2-dr., $215; 4-dr., $165. 

$160. 


$1,- 


HUDSON—’52 Hornet 4-dr., 


(ps); | 


| DeSOTO —'55 Custom 4-dr., 


pleces far exceeds the supply. Sold 124 
out of 163.) 

BUICK—’56 Special 4-dr., $2,045*. '55 Cen- | 
tury 2-dr., $1,355°. '54 "Special 2-dr., $1,- 
045°, $805. ‘S53 Special 2-dr., $675°, | 
$640°*. '50 Super 2-dr., $280°; Special 4- 
r., $105. 

CADILLAC—’52 (62) 4-dr., $1,040*. 


’55 Bel | 


$1,515, $1,455; Custom (8) | 
$995 ; | 





About ‘Boss Ket' 
Auto Genius Lauded 
In Look Article 


NEW YORK, — “The aoe a 
World of Charles F. Kettering” i 
the title of a story on the life of 
the famed auto- 
motive researcher 
which will appear 
in the Apr. 2 issue 
of Look maga- 
zine. 

In a preface to 
the article, Look 
calls Kettering 
“one of the inven- 
tive geniuses of 
the age, who 
ranks _ perhaps 
with Thomas A. 


£5 





. / 


C. F. Kettering 


Edison.” 

The feature deals mainly with 
Kettering’s long association with 
General Motors. It is a condensa- 
tion of the book “Professional 
Amateur,” by T. A. Boyd, a re- 
search associate of Kettering, 
which traces the inventor's life 
from farm boy to industrialist. 





MERCURY — '53 4-dr., $760°. °'52 4-dr., 
$515°. '50 4-dr., $280. 

NASH—’51 Ambassador 4-dr., $215*; Ram- 
bler sedan, $300. 

OLDSMOBILE—’ 57 (88) 2-dr., $2,455. °55 
(98) 4-dr., $1,735* (ps). °54 (88) 4-dr., 
$1,255*; 2-dr., $1,045. ‘53 (88) 2-dr., 
$955°. °52 (98) 4-dr., $475°. ‘50 (S88) 4- 
dr., $355°. 

PACKARD—'52 2-dr., $235*. 

PLYMOUTH — '54 Savoy 4-dr., $475. ‘53 
Cambridge 4-dr., $305, $275. ‘52 Cam- 
bridge 4-dr., $265. ‘51 Cranbrook 4-dr., 
$195, $105. 

PONTIAC—’55 Star Chief (8) 2-dr., $1,- 
455°. °53 Chieftain (8) 2-dr., $695*, 
$600*; Catalina, $600° (ps). 


STUDEBAKER '52 Commander 4-dr., 
$165. '51 Commander 2-dr., $115. 

MISCELLANEOUS— 51 Willys %-ton pick- 
up, $105. °49 Chevrolet ‘%-ton pickup, 
$355. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales Auction. Sale every 
Wednesday. Prices are for sale of March 
20.) 

(Market very good, especially consid- 
ering that it snowed all day and the 
weather was very miserable, Sold 117 
cars out of 133 offerings.) 

BUICK—'55 Special. Riviera, $1,480°, ‘54 
Century Riviera, $1,110*, $1,100*°; Spe- 
cial Riviera, $1,075*. '53 Super Riviera, 
$730°, $690. ‘52 Special 4-dr., $465°, 
$440, $430. '51 Super conv., $370°: Spe- 
cial Riviera, $325*. ‘50 Special 2-dr., 
$175*, $135°. 

CADI C—'55 


(62) coupe de Ville, $2,- 
950° (ps). "54 (62) 4-dr., $1,830° (ps). 
'53 (60) 4-dr., $1,450*° (ps), $1,300° (ps); 
(62) 4-dr., $1,355*. 

CHEVROLET ‘55 Bel Air (8) station 
wagon, $1,515*; Sport coupe, $1,370°; 
Two-ten (8) 2-dr., $1,145°, $1,060, 2 at 
$1,025, 3 at $925. ‘54 Bel Air 2-dr., 
$875*; Two-ten 2-dr., $835. ‘53 Bel Air 
Hardtop, $765*, $695°, $650; Two-ten 4- 
dr., $700, $625, $560. ‘52 SL Deluxe club 
coupe, $390. "51 SL Deluxe 2-dr., $340°, 
$300. "50 SL Deluxe 4-dr., $190. "49 SL 
Deluxe 4-dr., $190. 

$1,220. 


DODGE—’55 Coronet (6) 2-dr., $965. ‘54 
Meadowbrook 4-dr., $590°. ‘53 Meadow- 
brook station wagon, $650; Coronet 4-dr., 
$505*, $475. ‘51 Coronet 4-dr. $285. 
$190°*. "50 Coronet 4-dr., $180, "49 Mead- 
owbrook 4-dr., $170. 

FORD—'56 Parklane station wagon, $1,- 
755°; Fairlane (8) Victoria, $1,680°; 
Fairlane (6) Victoria, $1,405; Ranch 
Wagon, $1600. 55 Country sedan, $1,500; 


"52 
Firedome 4-dr., $375*. 


Fairlane (8) Victoria. $1,365*°; Ranch 
Wagon, $1,300; Custom (8) 4-dr., $1,110, 
$1,060. "54 Crest (8) Victoria, $870; Main 
(6) 2-dr., $565, $515, $445. '53 Crest (8) 
conv., $715; Custom (8) 2-dr., 2 at $650, 
$580. '51 Custom (8) Victoria, $420, $350. 
"50 Custom (8) 2-dr., $115, $105. 

HUDSON—'51 Hornet 4-dr., $210. 

KAISER—’'53 4-dr., $360*. 

LINCOLN—’51 Capri 2-dr., $265. 


MERCURY—’55 Monterey Sport coupe, $1,- 
305°; 4-dr., $1,180. ‘54 Monterey 4-dr., 
$1,015*. °53 Monterey 4-dr., $680*. 

OLDSMOBILE — (98) 4-dr., $1,575* 
(ps). "54 (88) 4-dr., $1,215*. "51 (98) 4- 
r., $225°, $145°. 


(Continued on Page 41, Col, 1) 





Studebaker Honors 20-Year Dealer— 


Studebaker has awarded a 20-year plaque to Everett Motor Co., Everett, Pa. Pre- 
senting the plaque to F. L. Hershberger, center, dealership president, is J. E. Cain, 
Studebaker-Packard district sales manager. At the right is Robert Williams, secretary- 


treasurer of the dealership. 
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(Continued from Page 


pACKARD—'55 Panama Hardtop, $1,375°*. 
*52 (200) 4-dr., $300. 

pLY MOUTH—’55 Belvedere (8) 4-dr., $1,- 
210*, $1,135*. "54 Plaza 4-dr., $575. ‘51 
Cranbrook conv., $265; 4-dr., $160, $135. 
50 2-dr., $110. 

PONTIAC—’55 Chieftain (8) Catalina, $1,- 
350*, $1,310*. °53 Chieftain (8) conv., 
$820°; 4-dr., $705*, $630*, ’52 Chieftain 
(8) 4-dr,, $405*, 51 (8) Catalina, $255°. 
’50 (8) station wagon, $240*. 

STUDEBAKER — ’51 Commander Lan d 
Cruiser, $200; 2-dr., $165. 

WILLYS—'56 Jeep, $1,285. 
$310. 

MISCELLANEOUS — ’51 Chevrolet 
pickup, $325. ‘49 Chevrolet Carryall, 
$185. "47 Ford %-ton pickup, $110. 


LITTLETON, COLO. 


(Colorado Auto Auction, Sale every Mon- 
day. Prices are for sale of March 18.) 
BUICK—’57 Special Riviera, $2,650*, $2,- 

585*, $2,540°. °56 Special station wagon, 

$2,230°; Riviera, $2,075* (ps), $2,010*, 

$1,950* (ps), $1,925*; 
$2,100* (ps), $2,075* (ps); Super 4-dr., 
$1,905* (ps). "54 RM conv., $1,235* (ps); 

Super Riviera, $1,125*. 

CADILLAC—’57 (62) 4-dr., $4,900° (ps); 
coupe, $4,590° (ps), "56 Eldorado Seville, 
$4.350* (ps); (62) sedan de Ville, $4,- 
050% (ps); coupe, $3,410* (ps). 55 (62) 
coupe, $2,800* (ps), $2,650° (ps). ‘54 
(62) 4-dr., $2,185° (ps). 

CHEVROLET '57 Bel Air 
coupe, $2,350° (ps), $2,050; 
305°, $2,290° (ps), $2,235°. 
(8) Hardtop, $1,900°, $1,885*, 
$1,685*; Two-ten (6) 4-dr., $1,975. '55 
Bel Air (8) Sport coupe, $1,500*°, $1,- 
350, $1,250°; Two-ten (8) station wag- 


’46 Jeepster, 


(8) Sport 
4-dr., $2,- 
’56 Bel Air 
$1,725°*, 


on, 1,300, '53 Bel Air Sport coupe, $780° | 


(ps). 

CHRYSLER "57 
(ps); Windsor Hardtop, $3,175*° (ps). 
NY 4-dr., $2,585* (ps). "53 Imperial 
dr., $745° (ps). 

DeSOTO—’'55 Firedome Hardtop, $1,465°*; 
4-dr., $1,435°. °54 Firedome 4-dr., $980° 
(ps). "53 Firedome Hardtop, $800° (ps). 
"52 Firedome 4-dr., $340*. 

FORD—’57 Country sedan, $2,600°; Fair- 
lane (8) 4-dr., $2,160°. ‘56 Fairlane (8) 
Victoria, $1,790*, $1,670; conv., $1,600°; 
Country sedan, $1,730°, $1,725°*. 
Country Squire, $1,660°; Fairlane (8) 
2-dr., $1,190*, $1,105; Custom (8) 2-dr., 
$1,105; Main (6) 2-dr.. $715. ‘54 Crest 
(8) Hardtop, $975* (ps); Custom (8) 2- 
dr., $875. "53 Crest (8) Victoria, $665°; 
Custom (8) 4-dr., $520, "52 Custom (8) 
4-dr., $350. ‘51 Custom (8) Victoria, 
$325°. 

LINCOLN 


"56 


'56 Premiere 4-dr., $2,740° 
(ps). '53 Cosmopolitan 4-dr., $750*. 
MERCURY—’57 Montclair 4-dr., $3,250*° 
(ps), $2.825* (ps), $2,725*, $2,385°. ‘56 
Monterey 4-dr.. $1,775. ‘55 Montclair 
Hardtop, $1,610*%; conv., $1,550° (ps); 
coupe, $1,495*; Monterey Hardtop, $1,- 
400°; Custom 2-dr., $1,185. ‘52 Custom 
4-dr., $415°*. °51 4-dr., $305. 
OLDSMOBILE '57 (88) 4-dr., 
(ps) $2.525°*. °56 (88) 
$2.160*° (ps); Deluxe 4-dr. 
785° ; 
550° 


(ps); 


$2,695° 


$2,075*, $1,- 
Holiday, 
Deluxe Holiday, 
$1,.725* (ps). $1,715*; (98) Holiday, $1,- 
900° (ps), $1,850° (ps). "54 (98) conv., 
$1,500* (ps). "52 (98) 4-dr., $560° (ps). 
PLYMOUTH—'57 Savoy (8) 4-dr., $2,030°. 
'55 Belvedere (8) 4-dr., $1,090. 
PONTIAC—'56 Star Chief (8) 4-dr., 
925°. °55 Star Chief (8) 2-dr., 
station wagon, $1,350°. ‘54 Star 
(8) conv., $1,110*. ‘53 Chieftain 
dr., $720°; conv., $610°. "51 (8) 
$500° 
WILLYS—'56 Jeep, 
$275, $250, $200 
MISCELLANEOUS Ford %-ton pick- 
up, $1,600; International ‘%-ton pickup, 
$1,175. °56 Chevrolet %-ton pickup, $1,- 


‘55 (88) Super 


4-dr., $1,620°; 


Chief 
(8) 4- 


$1,295. °48 Jeepster, 


57 


160. ‘55 Ford %-ton pickup, $580; GMC 
%-ton pickup, $920*; International Trav- 
elall, $840. "54 GMC %-ton panel, $615; 


Willys 1-ton pickup, $675. °53 Chevrolet 
\%-ton pickup, $535. '52 Ford 1-ton pick- 
up, $470. °50 Chevrolet %-ton pickup, 
$350. '49 GMC %-ton pickup, $255. 


CHICAGO 


Auto 
are 


Auction, Sale 
for sale of 


(Greater Chicago 
every Thursday. Prices 
March 21.) 

(Sold 253 cars out of 421 offerings.) 
BUICK—’'57 Special Riviera, $2,600°. 

Century Estate Wagon, $2,250° (ps); 

Riviera, $2,150* (ps); RM Riviera, $2,- 

170* (ps); Special Riviera, $1,790°. ‘55 

Super Riviera, $1,600* (ps); 4-dr., $1,- 

395° (ps); Special conv., $1,550° (ps); 

2-dr., $1,300*, '54 Super Riviera, $1,095* 

(ps), $1,050*; Special 4-dr., $1,095*; 2- 

dr., $895*. °'52 Special Riviera, $605°; 
$455*; 2-dr., $350. '50 RM 4-dr., 

$200*. 

CADILLAC—’'57 (62) sedan de Ville, $5,- 
450° (ps). °56 Eldorado Seville, $4,200* 
(ps); (60) 4-dr., $3,605° (ps); (62) 
coupe de Ville, $3,550° (ps), $3,425° 
(ps); coupe, $3,405* (ps), $3,325° (ps); 
4-dr., $3,205* (ps). '55 (60) 4-dr., $2,- 
690° (ps). "54 (62) 4-dr., $2,140° (ps), 
$2,100* (ps). ‘51 (60) 4-dr., $625°. 

CHEVROLET—’56 Bel Air (8) Sport se- 
dan, $1,675*; 4-dr., $1,645°, $1,630; Bel 
Air (6) 4-dr., $1,595*; Two-ten (8) sta- 
tion wagon, $1,605; 2-dr.. $1,450°; 4-dr., 
$1,445°; Two-ten (6) 2-dr., $1,475*, $1,- 
300; One-fifty (6) 4-dr., $1,300, '55 Bel 
Air (8) Sport coupe, $1,400*; 4-dr., $1,- 
155°; Bel Air (6) 4-dr., $1,300*, $1,025°, 
- $900*; Two-ten (6) Sport coupe, $1,255*; 
4-dr., $1,080. '54 Bel Air Sport coupe, 
$1,040*, $1,025; station wagon, $980*; 
2-dr., $910° (ps); 4-dr., $840°, $825°, 
$805*; Two-ten 4-dr., $800°, $600. ‘53 
Bel Air Sport coupe, $750° (ps), $675*; 
2-dr., $660°; 4-dr., §625, $605° (ps), 
$570*; Two-ten 2-dr., $510. 52 SL De- 
luxe 4-dr., $505*. ‘51 SL Deluxe 2-dr., 
$215. 

CHRYSLER—'55 Windsor 
*54 Windsor 4-dr., $800*. 

(ps), $525* (ps). 
dr., $300*. 

DeSOTO——56 Firedome Sportsman, $2,080* 
(ps); 4-dr., $1,300* (ps), $1,200* (ps); 
conv., $1,255* (ps). '53 Firedome 4-dr., 
$390* (ps). ‘52 Firedome 4-dr., $205* 


(ps). 
DODGE—' 57 Sierra (8) station wagon, §$2,- 


4-dr., $1,225°. 
’53 NY 4-dr., 
’52 Windsor 4- 


% -ton | 


Century Riviera, | 


NY Hardtop, $3,950°) 


4-| 


"55 | 


56 | 





Super Holiday, | 


2-dr., $1,945*, $1,805*; conv., $1,-| 
$1,930° | 


$1,-| 
$1,575°; | 


2-dr., | 





40) 


650* (ps). °56 Royal (8) 4-dr., $1,780* 
(ps); Coronet (8) Hardtop, $1,775*. °55 
Coronet (8) Lancer, $1,610%; Royal 
Lancer, $1,590* (ps); Sierra station wag- 
on, $1,525*. '53 Coronet (8) 4-dr., $600*. 


’52 Coronet 4-dr., $315*. 


FORD—’57 Fairlane (8) 500 Victoria, $2,- 
250°. °56 Fairlane (8) Crown Victoria, 
$1,750*; Country sedan, $1,720*, $1,500*; 
Victoria, 2 at $1,650* $1,560*; Custom 
(8) 2-dr., $1,450*, 55 Fairlane (8) Crown 
Victoria, $1,420* (ps); Victoria, $1,380*, 
$1,325*; Fairlane (6) 2-dr., $1,150*; 
Custom (8) 4-dr., $1,095* (ps). '54 Crest 
(8) conv., $1,040*; 4-dr. $800*; Ranch 
Wagon, $850; Custom (8) 2-dr., $775*; 
Main (8) 2-dr., $700. '53 Crest (8) Vic- 
toria, $790*, $715*; conv., $515*; Custom 
(8) 2-dr., $705*, $640°%; 4-dr., $575. °52 
Custom (6) 2-dr., $430*; Custom (8) 4- 
dr., $415*. '51 Custom (8) 2-dr., $200. 
"50 Custom (8) 2-dr., $275*, 

HUDSON—’'55 Hornet 4-dr., $1,205*. ‘54 
Hornet 4-dr., $375*. '53 Super Wasp 4- 
dr., $245°. 

IMPERIAL—'57 Crown Imperial Southamp- 
ton, 2 at $4,450* (ps); sedan, $4,350* 
(ps). °56 Imperial sedan, $2,800* (ps). 
"55 Imperial 4-dr., $1,850* (ps). 

LINCOLN—'56 Capri 4-dr., $2,490* 
"53 Capri coupe, $740* (ps). 

MERCURY—’57 Monterey coupe, $2,645*. 
’56 Monterey coupe, $1,905* (ps). ‘55 
Montclair coupe, $1,410*, $1,400° (ps); 
Monterey coupe, $1,190*; Custom 4-dr., 


(ps). 


* 





NASH—'55 Rambler Cross Country, 
OLDSMOBILE—’57 


PACKARD—’53 Clipper 4-dr., $600*, $415*. 
PLYMOUTH 


BUICK—'56 Super Riviera, $2,120* 


$1,100*, '53 Custom Sport coupe, $775*; | 
4-dr., $550*. °51 Custom 4-dr., $230*. 
$1,- 


(98) Holiday, $3,350* 
(ps). '56 (98) conv., $2,400* (ps); Holi- 
day, $2,400* (ps), $2.350* (ps); 4-dr., 
$2,230* (ps). °55 (98) conv., $2,000* 
(ps); Holiday, $1,830* (ps), $1,750* (ps), 
$1,675* (ps); 4-dr., $1,605* (ps), $1,560* 
(ps); (88) conv., $1,800* (ps); Holiday, 
$1,620*, $1,570*; Super Holiday, $1,650*. 
54 (88) Super Holiday, $1,500*, $1,450° 
(ps), $1,435*; 4-dr., $1,265° (ps), $1,- 
195* (ps), $1,170*; 2-dr., $1,165* (ps); 
(98) Holiday, $1,420* (ps); Deluxe Holi- 
day, $1,165*, $1,150*. °53 (98) Holiday, 
$695*. ’52 (88) Super 4-dr., $485*, $430°. 
‘51 (88) Super Holiday, $325*; 2-dr., 
$200*. '50 (88) Super 2-dr., $300*%; De- 
luxe 4-dr., $200*. 


260*, $1,125* 


— °'56 Belvedere (8) Sport 
Savoy (6) 4-dr., $1,050*° 
(ps). °55 Belvedere (8) station wagon, 
$1,490* (ps); 4-dr., $1,060*; Plaza (8) 
station wagon, $1,245*; Savoy (8) sta- 
tion wagon, $1,140; 4-dr., $970; Belve- 


coupe, $1,815*; 





dere (6) Sport coupe, $1,000; Plaza (6) 
2-dr., $900. °54 Plaza 2-dr., $735*. ’53 
Cranbrook 4-dr., $500, $455; Suburban, 
$435. 

| PONTIAC—’55 Star Chief (8) conv., $1,-/ 

| 535° (ps); Catalina, $1,530* (ps), $1,- | 
430° (ps); Chieftain (8) 4-dr., $1,390* 
(ps), $1,205* (ps). °31 4-dr., $250, 


FLINT 


(Flint Auto Auction, Inc, Sale every Wed- 


nesday. Prices are for sale of March 20.) 


(Bidding very active as we sold 133 
out of 171 for a 75 percent sale. Prices 
were not wild, but did show some signs 
of strength.) 

(ps); 
(Continued on Page 44, Col. 2) 


You give your family the best of everything... 
all-day outings in the car, maybe a movie after, and 
then a soda to top it all off. There’s really nothing 
you wouldn’t do to make your family happy. 

And if you could help make them safe . . . safe 
against cancer, you’d do that too, wouldn’t you? 
And fast. Well, you can help. The American Cancer 
Society needs your dollars right now. It needs them 
for research, which is making important gains 
against the killer. For education, which gives every- 








FWD Opens Branch in Duncan, Okia.— 


Georgia Jenkins, 8, cuts the ribbon to open Four Wheel Drive Auto Co.'s new 
branch in Duncan, Okla. Looking on, from left, are James A. Driessen, FWD executive 
| vice-president; Robert A. Olen, FWD president; L. B. Meaders, president, Halliburton 
Oil Well Cementing Co., Duncan; Eldon Head, city commissioner; Mayor Wayne 
Holden and G. F. DeCoursin, FWD sales vice-president. At left is one of the first 


FWD trucks, a Model B built in 1918. 


How about treating your family to 
a better chance against cancer ? 





one life-saving facts about cancer. For service, which 
aids and comforts the stricken. 
Don’t skip the treats that make life pleasant for 
the family. But don’t skip the chance to strike’back 
at a disease that threatens them. Match the cost of 
that next outing with a check to the American 
Cancer Society. That’s the most worth-while treat 
you could give! Send your check to “Cancer” in 
care of your local Post Office today. 
AMERICAN CANCER SOCIETY 


41 











New "5th Wheel'— 

This new A. O. Smith integral axle ‘5th 
wheel” is designed as the front suspen- 
sion on the rear trailer in a tractor train. 
Building the suspension assembly inside 
the axle housing has increased trailer 
payload while virtually eliminating main- 
tenance and repair problems encountered 
in more conventional “5th-wheel” systems 
using a leaf suspension, A. O. Smith says. 


GM Cites Record 
Of Winners of 
Its Scholarships 


DETROIT.—Winners of General 
Motors’ four-year college scholar- 
ships are compiling outstanding 
scholastic records. 

Eighty-seven percent of the first 
group to attend college with GM 
financial assistance ranked in the 
top 25 percent of their classes. 
Forty-two percent were in the 
upper 5 percent. 

Harlow H. Curtice, GM president, 
disclosed the students’ scholastic 
achievements following a weekend 
meeting of top GM executives at 
Princeton, N. J., with a panel of 
16 nationally recognized educators 
who select 100 of GM’s 400 annual 
scholarship winners. 

The panel made its selection 
from successful semifinalists in 
national competitive examinations 
taken by more than 20,000 high 
school seniors. Names of the win- 
ners will be announced after May 1. 


GM’s other 300 scholarships are 
chosen directly by a selected list 
of 110 private and 68 public colleges 
and universities. 


General Motors executives who 
attended a dinner meeting honoring 
the 16 educators now serving on 
the selection board for the 100 
scholarships were: Frederic G. 
Donner, executive vice - president 
and chairman of the financial 
policy committee; Charles A. 
Chayne, engineering vice-president; 
Anthony G. De Lorenzo, public re- 
lations vice-president; Lawrence R. 
Hafstad, research vice-president; 
William F. Hufstader, distribution 
vice-president; George Russell, fi- 
nancial vice-president, and Louis 
G. Seaton, personnel vice-president 
and chairman of GM’s committee 
- educational grants and scholar- 

ps. 
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Current Prices on New Cars 





The following advertised - delivered 
prices include the suggested base fac- 
tory list prices, Federal excise tax 
amounts and suggested dealer delivery- 
and-handling charges, Not included are 
variable items passed on to the retail 
buyer, such as State and local taxes, 
transportation charges and optional 
equipment, 

BUICK — Special — 4-dr., sed., $2,659.83; 
2-dr, sed., $2,595.83; 4-dr. hardtop, $2,- 
779.83; 2-dr. hardtop, $2,703.83; conv., $2,- 
986.83; 4-dr, 2-seat stat. wag., $3,046.83; 
4-dr, 2-seat hardtop stat. wag., $3,166.83. 
Century—4-dr. sed., $3,234; 4-dr, hardtop, 
$3,354; 2-dr. hardtop, $3,270; conv., $3,- 
598; 4-dr. 2-seat hardtop stat. wag., $3,- 
706. Super—4-dr. hardtop, $3,681; 2-dr. 
hardtop, $3,536; conv., $3,901. Readmaster 
—4-dr, hardtop, $4,053.33; 2-dr. hardtop, 
$3,944.33; conv., $4,066.33. Roadmaster 
““96"’—4-dr. hardtop, $4,483.33; 2-dr. hard- 
top, $4,373.33. (Dynafiow standard on Cen- 
tury, Super, Roadmaster and Roadmaster 
“‘75.’’ Power steering standard on Super, 
Roadmaster and Roadmaster ‘‘75.’’ Power 
brakes standard on Roadmaster ‘‘75.”’) 

CADILLAO — Series 62 — 4-dr. hardtop, 
$4,780.96; 2-dr. hardtop, $4,676.96; 4-dr. 
Sedan deVille hardtop, $5,255.96; 2-dr. 
Coupe deVille hardtop, $5,115.96; conv., 
$5,292.96; Eldorado Seville 2-dr. hard- 
top, $7,285.96; Eldorado Biarritz conv., 
$7,285.96; Eldorado Brougham 4-dr. hard- 
top, $13,074. Sixty Special—4-dr. hardtop, 
$5,614.32, Series 75—8-pass. sed., $7,439.88; 
Imperial limousine, $7,677.88 (Hydra- 
— power steering, power brakes stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models. For V-8s, add $100.) One-fifty— 
4-dr. sed., $2,048.32; 2-dr. sed., $1,996.32; 
util, sed., $1,885.32; 2-dr. 2-seat stat. wag., 
$2,307.32. Two-ten—4-dr. sed., $2,174.32; 
2-dr. sed., $2,122.32; club cpe., $2,162.32; 
4-dr. hardtop, $2,270.32; 2-dr. hardtop, 
$2,204.32; 2-dr. 2-seat stat. wag., $2,- 
402.32; 4-dr. 2-seat stat. wag., $2,456.32; 
4-dr. 3-seat stat. wag., $2,563.32. Bel Air— 
4-dr. sed., $2,290.32; 2-dr. sed., $2,238.32; 
4-dr. hardtop, $2,364.32; 2-dr. hardtop, 
$2,299.32; conv., $2,511.32; 4-dr. 2-seat 
stat. wag., $2,580.32; 2-dr. 2-seat Nomad 
stat. wag., $2,757..32. Corvette—Hardtop 
cpe. or conv. (V-8 only), $3,465.32. 

CHRYSLER — Windsor — 4-dr. sed., $3,- 
088; 4-dr. hardtop, $3,217; 2-dr. hardtop, 


$3,153; 4-dr, 2-seat stat. wag., $3,575; 
-dr. sed., $3,718; 4-dr. hard- 
top, $3,832; 2-dr. hardtop, $3,754. New 


Yorker—4-dr. sed., $4,172.50; 4-dr. hard- 
top, $4,258.50; 2-dr. hardtop, $4,201.50; 
conv., $4,638; 4-dr, 2-geat stat. wag,, $4,- 
745.50. 300-O—2-dr. hardtop, $4,929; conv., 
$5,359. (TorqueFliite, power steering stand- 
ard on Saratoga and New Yorker. Torque- 
Flite, power brakes standard on 300-C.) 

CONTINENTAL — 2-dr. hardtop, $9,- 
966. (Turbe-Drive, power steering, power 
brakes standard.) 


DeSOTO — Firesweep — 4-dr. sed., $2,- 
777.25; 4-dr. hardtop, $2,911.75; 2-dr. hard- 
top, $2,835. 75; 4-dr, 2-seat stat, wag., $3,- 
169.25; 4-dr. 3-seat stat. wag., $3,310.25. 
Firedome—4-dr. sed., $2,957.75; 4-dr. hard- 


Mercury Fetes 
36 Top Salesmen 


DEARBORN. — Thirty-six top 
Mercury salesmen from the western 
states have returned from a week- 
end vacation in Tucson, Ariz., as 
guests of Mercury. 

The men earned “regional circle” 
honors by gaining a place among 
the 184 Mercury and Lincoln sales- 
men who together sold more than 
$77 million worth of cars in 1956. 

Included in the group were sales- 
men from Mercury’s Seattle, Oak- 
land (Calif.), Los Angeles, Denver, 
Houston, Dallas, Des Moines, Kan- 
sas City and St. Louis districts. At 
an awards banquet, each man was 
given a plaque for his sales achieve- 
ments. 





top, 


$3,141.75; 
conv., $3,361.25. Firefllte—4-dr. 
486.75; 4-dr, hardtop, 


2-dr, 


hardtop, $3,084.75; 
$3,670.75; 2-dr, hard- 


sed., $3,- 


top, $3,613.75; conv., $3,890.25; 4-dr. 2-seat 


stat. wag., 


$3,996.75; 


2-dr. 
sed., 
hardtop, 


sed., 


711.50; 4-dr. 


sed., $2,881; 


Wagons—2-d 


4-dr. 


156.56; 


2-dr. 


sed., 


Squire, 
cpe. 





$3,981.75; 
wag., $4,123.75. Adventurer—2-dr. hardtop, 
$4,272. 
standard on Fireflite and Adventurer. 
brakes standard on Adventurer.) 


DODGE—Coronet 6—4-dr. 


conv., 


$2,370.25. Coronet V-8—4-dr. 
$2,558.50; 2-dr. 
$2, 
conv., $2,841.50. Royal V-8—4-dr. sed., $2, 
hardtop, $2,818; 2-dr. hard- 
top, $2,768.50. Custom Royal 
4-dr, 
hardtop, $2,920; conv., 


665; 


$2,683.64. 
(V-8 only), 

HUDSON—Hornet Super V-8—4-dr. sed., 
$2,820.80; 2-dr. hardtop, $2,910.80. Hernet 
Custom V-8—4-dr. 
hardtop, $3,100.80. (Power brakes standard 


sed., 


2-dr. 


sed., 


4-dr. 


sed., 


hardtop, $2,991; 
$3,146. Station 
r, 2-seat Suburban, 
2-seat Sierra, 
Sierra, $3,073; 4-dr. 2-seat Custom Sierra, 
$3,087; 4-dr. 3-seat Custom Sierra, $3,215. 

FORD—(Prices are for 6-cyl. 
For V-8s, add $99.98.) Custom—4-dr, sed., 
$2,041.88; 2-dr. sed., $1,990.60; bus. 2-dr., 
$1,878.64. Custom 300 — 4-dr. 
2-dr. 


$2,946; 


$2,105.28 Fairiane— 
4-dr. sed., $2,286.36; 2-dr. sed., $2,235.08; 
4-dr. hardtop, $2,357.44; 2-dr. hardtop, $2,- 
292.80. Fairlane 500—4-dr. sed., $2,332.68; 
$2,281.40; 
403.76; 2-dr, hardtop, $2,339.12; conv., 
505.32; retractable hardtop cpe. 
$2,942.05. Station Wagons — 2-<r. 
Ranch Wagon, $2,300.72; 2-dr. 2-seat Del 
Rio Ranch Wagon, $2,397.32; 4-dr. 
Country sedan, $2,451.32; 4-dr. 3-seat Coun- 
try sedan, $2,556.08; 4-dr. 3-seat Country 

Thunderb: 


$3,408.12. 


4-dr. 


3-seat stat. 


25. (TorqueFlite 


Power 


sed., $2,451; 


$2,478; 4-dr. 
hardtop, $2,580; 


V-8—4-dr. 
2-dr. 


$2,861; 
4-dr 3-seat 


$3, 


models. 


sed., $2,- 


hardtop, §$2,- 
$2,- 
(V-8 only), 
2-seat 


2-seat 


ird — hardtop 


$3,010.75; 2-dr. 





sed., 


top, 


Park 


steering 


sed., 


top, 
conv., 


235.80; conv., 
4-dr. hardtop, $3,848.80; 
757.80; Pace Car conv., 
Wagons — Commuter —- 2-dr. 
902.80; 4- 
seat $3,069.80. Voyager 


402.80; 


sed., 


$5,742.50; 
Limousine prices not available. 
power steering, power brakes standard.) 

LINCOLN—Capri—4-ar. sed., 
dr. 


$5,293.50; 
conv., $5,381. 
power brakes standard.) 
MERCURY — Monterey — 4-dr. sed., $2,- 
644.80; 2-dr. sed., $2,575.80; 4-dr. hardtop, 
hardtop, $2,692.80; 
$3,004.80. Montelair—4-dr. sed., $3,187.80; 
4-dr, hardtop, $3,316.80; 2-dr. hardtop, $3,- 
$3,429.80. Turnptke Cruiser— 
2-dr. hardtop, $3,- 
$4,102.80. Station 
2-seat, 
4-dr,. 


$2,762.80; 2-dr. 


dr, 


4-dr. 
4-dr. 


$2,820.80; 
Ambassador Custom 
010.75; 2- 


dr. 


$2,96 
dr. 


Series 98—4-dr. 


2-seat, 


4-dr., 


2-dr. 


3-seat, 


2-dr, 


$2,972.80; 
—™ Ze 
3-seat $3,569.80. Colony 
$3,676. 
0-Matic standard on Montclair, 
Cruiser, Voyager and Colony Park. Power 
and power brakes standard 
Turnpike Cruiser.) 
METROPOLITAN — 2-dr. 
527; conv., $1,551. 
NASH — Ambassacor Super V-8—4-dr. 
hardtop, $2,910.80. 
V-8—4-dr. 
hardtop, $3,100.80. 
brakes standard on Custom.) 
OLDSMOBILE — Series 88 — 4-dr. 
$2,798.47; 2-dr. sed., $2,733.47; 4-dr. hard- 
$2,932.47; 
$3,182.47; 
$3,202.47; 4-dr. 2-seat hardtop, stat. 
$3,313.47. Super 88—4-dr. 
2-dr. 
257.47; 2-dr. hardtop, $3,180.47; conv., 
447.47; 4- 
$3,541.47. 


hardtop, $5,742.50. 
(TorqueFliite, 


dr. 2- 
80. 


hardtop, $1,- 


sed., 


2-dr. hardtop, $2,854.47; 
4-dr, 2-seat stat. wag., 
wag., 

sed., $3,030.47; 

8.47; 4-dr. hardtop, $3,-/ 
$3,- 

2-seat hardtop, stat. wag., 


sed., $3,740.55; 
4-dr. hardtop, $4,012.55; 2-dr. hardtop, $3,- 


$4,794; 
hardtop, $4,794; 2-dr. hardtop, $4,649. 
Premiere—4-dr. sed., $5,293.50; 4-dr. hard- 
hardtop, $5,148.50; 
(Turbo-drive, power steering, 


conv., 


(Mere- 
Turnpike 


(Power 


4- 


$2,614.39; 
2-seat stat. 
wag., 
$2,664.39; 
2-dr. hardtop, $2,735.39; 4-dr. 2-seat stat. 
$3,021.39. Star Chief—4-dr. 
sed., $2,839.39; 4-dr. custom sed., $2,896.39; 
4-dr. hardtop, $2,975.39; 2-dr, hardtop, $2,- 
$3,105.39; Bonneville conv. 
2-seat 
2-seat 
(Hydra-Matic, 


$2,- 
3- 
seat, 


on 


$3,- 


sed., 





conv. 


stat. 
sed., 


wag., 


(fuel 


4-dr, 
wag., 


4-dr,. 


2-dr. 


PLYMOUTH—(Prices are for 6-cyl. mo:'- 
els. For V-8s, add $100.) Plaza—4-dr. sec 
$2,054.75; 2-dr. sed., 
$1,898.75. Savoy—4-dr. sed., $2,193.50; 2 
dr, sed., $2,147.25; 4-dr. hardtop, $2,317.25 
2-dr. hardtop, $2,229. Belvedere—4-dr. sed.. 
$2,309.75; 2-dr. sed., $2,263.50; 4-dr. hard- 
top, $2,418.50; 


440; 4-dr, 


seat stat. 


901.39; conv., 
injection), 
Safari stat. 


custom sed., 
sed., $2,295.09; 2-dr. custom sed., $2,123.59; 
deluxe sed., 
—4-dr, sed., $2,407.29; 2-dr. sed., $2,357.99. 
President Classic — 4-dr. 
Station Wagons—2-dr., 

$2,381.59; 2-dr. 2-seat Parkview V-8, $2,- 
2-seat Provincial 
2-seat Broadmoor V-8, $2,- 


4-dr. 
4-dr. 


2-dr. 
wag., $2,841.39; 
$2,898.39. Super Chief—4-dr. 
4-dr. 


2-dr, 


hardtop, 


PONTIAC — Chieftain — 4-dr. 
527.39; 2-dr. sed., $2,463.39; 4-dr. hardtop, 
hardtop, $2,529.39; 


$2,008.50; bus. cpe., 


$2,348.50 
(V-8 std.), $2,638. Fury——-2-dr, hara- 
top, $2,925.25. Station wagons—2-dr. 2-seat 
Deluxe, $2,330.25; 2-dr, 2-seat Custom, §$2,- 
2-seat Custom, $2,493.75; 4-dr. 
3-seat Custom, $2,648.75; 4-dr. 
$2,621.75; 4-dr. 3-seat Sport, 


2-seat Sport 


$2,776.75. 


4-dr. 


sed., 


$2,- 


2-dr. 
3-seat 


hardtop, $2,793.39; 


$5,782.39; 


sed., 
wag., $2,539.65. Custom V-8—4- 
dr, sed., $2,342.65; 4-dr. hardtop, $2,427.65; 
4-dr, 2-seat stat. 
seat hardtop stat. wag., $2,714.60. Rebel V- 
8—4-dr. hardtop, $2,785.90. 


STUDEBAKER—Champion 6—4-dr. 
tom sed., $2,048.99; 4-dr. 
170.79; 2-dr. 
deluxe sed., 


wag., 


custom sed., 
$2,123.09. Commander 


2-dr. 


wag., $3,481.39; 4-dr. 
Safari stat. wag., $3,636.39. 
power steering, power brakes standard on 
Bonneville. ) 


RAMBLER — Deluxe Six — 4-dr. 
$1,961.45. Super Six—4-dr. sed., 
hardtop, $2,207.65; 4-dr. 2-seat stat. 
$2,409.65. Custom Six—4-dr. 
$2,212.65; 4-dr. 2-seat stat, wag., $2,499.60. 
Super V-8—4-dr. 


deluxe 


sed., 
$2,122.65; 


sed., 


$2,252.60; 4-dr. 2- 


$2,629.65; 4-dr. 


$2,173.29; 


deluxe sed., 
$2,000.59; 2-dr. 


2- 


cus- 
$2,- 


v-8— 


4-dr. deluxe 


$2,246.09. President V-8 


sed., 


$2,538.82, 


2-seat Pelham 6, 











V-8, 


$2,- 


on Custom.) 936.55; conv., $4,216.55 (Jetaway Hydra-| 504 69: 

IMPERIAL — Imperial — 4-dr. sed., $4,-| Matic, power steering, power brakes stand- 560.72; 
837.50; 4-dr, hardtop, $4,837.50; 2-dr. hard- | ard on Series 98.) 665.97. Hawks—Silver Hawk 6 cpe., $2,- 
top, $4,735.50. Crown—4-dr. sedan, $5,406; PACKARD CLIPPER—4-dr. sed., $3,212; | 141.59; Silver Hawk V-8 cpe., $2,263.17; 
4-dr, hardtop, $5,406; 2-dr. hardtop, $5,-|4-dr. 2-seat stat. wag., $3,384. (Flighto-| Golden Hawk V-8 2-dr. hardtop, $3,181.82, 
268.50; conv., $5,597.50. LeBaron—4-dr. | matic standard.) 
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“Life 


THEN Clarence Day, of 
With Father,” reproached his 
wife, Vinnie, for her extravagance, 
it usually was brought on by a bill 
from McCreery’s. 

I thought about that a couple of 
days ago when I read about the 
folding of McCreery’s and several 
other venerable department stores. 
A quote in the story laid the blame 
on their not keeping up with the 
times in their merchandising. 

Well, if merchandising takes in 
moving the store bodily with the 
times, they were right. Anyone 
who’s been around New York for 
the last decade could, without the 
help of an expert, see that down- 
town was moving uptown. But 
today’s businessman needs to 
know 10 years ahead where his 
customers are coming from. 


Impossible? In the past, men 
with a sixth sense lined their pock- 
ets because of their foreknowledge. 
But now science has stepped in. By 
applying higher mathematics to re- 
search statistics, it has come up 
with something called locational 
equilibrium—-business’s vitamin B. 


Our shopping centers in suburban 
areas are comparatively simple ex- 
amples of the importance of loca- 
tional equilibrium. Promoters of 
these projects, backed by plenty of 
money, took advantage of research 
on customer-potential based on 
transportation and population by 
density and income. 

Evea so, inaccurate estimates, es- 
pecially as to the affect of new 
expressways being built, have 
turned many into traffic bottlenecks 
that make urban congestion almost 
pale by comparison. 

* + a 


Nebraska, Here We Come 


; traffic problem of New York 
City is probably the granddaddy 
of them all—eight million people 
stuck on an eight-by-12-mile rock 
in the middle of the world’s largest 
shipping center—invaded daily by 
millions of commuters from a 20- 
million- population metropolitan 
area, 

To my inexpert eye, there seems 





Money Freezeout 
Denied by Chief of 


Federal Reserve 


NEW YORK.—William McChes- 
ney Martin jr., chairman, Federal 
Reserve System, has denied that 
credit will grow so tight as to “be- 
come unavailable at any price.” 

He told the Economic Club of 
New York that the “tight money” 
Situation has not been brought 
about by a reduction in the money 
supply. Actually, he said, the money 
supply has increased and so has 
its turnover. 

“The tightening has been pro- 
duced by the demands for credit 
from practically all quarters,” he 
said. 

All the demands could have been 
Satisfied only by creation of more 
bank credit—more money—“which 
is inflation,” he said. 

The problem, Martin said, could 
be solved in large measure by a re- 
duction of spending and an increase 
in savings. 


Kansas City Deal 
Sold by Berry 


KANSAS CITY.—Berl Berry has 
sold his Lincoln-Mercury dealership 
here to Jerry Scott and Jerry Scott, 
jr., who will relinquish their De- 
Soto-Plymouth franchises, 

Berry will continue to operate his 
Ford dealership here. 

Berry has also relinquished his 
interest in Central Services, Inc., 
a corporation formed as a manage- 
ment enterprise for other Berry 
dealerships in the U. S., Hawaii and 
Mexico. He also sold some of his 
farm properties and has closed 
Mercury branch dealerships in 
North Kansas City and Mission. 


only one possible solution—to lift 
New York by a colossal derrick 
and drop it in the middle of Kansas 
or Nebraska. I'd pick Nebraska. 
People live longer there than in any 
other state in the union. 
Scientists predict that soon you 
can have your house moved thou- 
sands of miles by air while you 
and your family sit around the 
table eating dinner. It may some- 
day turn out that the most diffi- 
cult thing about moving New 
York to the open spaces would 
be talking Nebraskans into it. 
Meanwhile, researchers are plot- 
ting gravity-center models of cities 
with someéplace still left to go, such 
as Philadelphia, Boston and Hous- 
ton. Turnpikes and local express- 
ways already built have played hob 
by feeding too many too fast into 
these already traffice-mired cen- 
ters. And with the Federal highway 


program getting underway it’s go-| 


ing to get worse. 
* * * 


Slide Rules at Work 


_ Philadelphia Urban Traffic 
and Transportation Board 
warned recently that the “traffic 
problem is impairing seriously the 
region’s liveability, its efficient func- 








Harr Ford Opens $500,000 Building— 


Harr Motor Co. (Ford) has moved into its new $500,000 building in Worcester, 
Mass. The front of the structure consists ofceramic tile facing and a 48-foot, plate 
glass sliding door unit which opens to make an indoor-outdoor showroom. The 20-foot 
overhang provides protection from the weather. The service department has more than 
20,000 square feet, including a 70-by-250-foot area without supporting posts in 
which 50 cars can be serviced at a time. Opening of the building was heralded by 


a 10-page special section in the Worcester Sunday Telegram. 


tioning and its competitive power | the present annual costs of about 
to attract population and industry.” | $50 billion. 


They estimated that a modern 
transportation system to extricate 
the Philadelphia area would come 
to $1.6 billion in new capital out- 
lays, that a recommended 10-to-15- 
year program would perhaps triple 


Even if the mathematical boys 
don’t let their slide-rules slip, and 
they come up with the right loca- 
tional equilibriam through vast 
urban redevelopment and high- 
way planning, the experts warn 


that in our modern society loca- 
tional equilibrium will be con- 
stantly changing. 

But at least they'll be able to give 
us fair warning so we won’t wake 
up someday like good old Mce- 
Creery’s to ask, “Where is every- 
body ?” 

Dynamic-gravity models, showing 
complicated projections based on 
planned highways, they hope, will 
tell merchants and city planners 
just where that Tom, Dick or Harry 
who rushes into town in the morn- 
ing, parks his car—and then of an 
evening rushes out of town—will 
be at any given moment of the day 
—next year, and the next and the 
next. 

P. S. It’s a big job. And I hope 
the square-of-the-hypotenuse boys 
are up to the responsibility. As for 
me, I think of the days I could sit 
in front of the fire at Grandview 
Terrace in Cleveland and see the 
Jordan factory from my window. 
Well, I've got my eye on a spot in 
the North Woods. 


Fairview Adds Nash 


Fairview Garage, Inc., (Hudson- 
Rambler), Burlington, Vt., has an- 
nounced the addition of Nash cars 
to its agency at 110 Riverside Ave. 
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Hé's looking for the INVISIBLE THOUSANDTH 


that can make or break this overhaul 


The right tools mean a better bearing job, done faster 


When rods are out-of-round new bearings go out-of-round, too. It isn’t 
worth taking a chance! The Out-of-Round Gauge, with its accurate, 
easy-to-read dial, quickly checks rod bores, tells which must be replaced, 


eliminates guesswork! 


Other tools for faster, better overhauls: Bearing Oil Leak Detector, 
which checks all bearings, internal oil lines before tearing down the 
engine, checks finished work, pre-lubricates engine before turning it 
over. Crankshaft Gauge checks journals for wear with shaft in the 
engine. Roll-out Pins permit removal, replacement of upper main 


bearing halves with shaft in the engine. 


Ask your Federal-Mogul Jobber about these useful, time-saving tools! 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, 


INC, 


The complete 
service bearing line 








RESEARCH e DESIGN « METALLURGY ¢ PRECISION MANUFACTURING ¢ SERVICE 


















) YEARS 


of Service to 
Exporters Promoting 
American Products 
in World Markets 





With the April 1957 issue 
Automotive World cele- 
brates its 5th anniversary. 


31% Increase 


The largest advertising 
volume in its history... 
31% increase over the big- 


gest issue in 1956. 
89 pages of advertising 


Editions in English and 
Spanish 40,000 monthly 
circulation worldwide. 


AMERICAN EXPORTER 
PUBLICATIONS 
NEW YORK, N. Y. 


THE FIRST 


“NEW LOOK’”’ 
PENNANTS 
in over 2,000 years 


Send for our free literature illustrating 
the largest line of traffic stoppers ever 
manufactured under one roof, Make your 
place stand out like a sore thumb. You 
get attention with Myrio products. 


MYRLO CO. 


Dept. N, 1231 Main Ave. 
Cleveland 13, Ohio 


USED CAR DEALERS 


We can supply you with 
CHEVROLETS 


FORDS 
1955 - MODELS - 1956 
other makes too 
lowest wholesale prices 
oli cars clean 


As Near As Your Telephone 
EMKAY, INC. 


ot < 
Phone: MUseum 4.6969 


Ask for Ben Geller 








THE FINEST 
QUALITY INDIVIDUALIZED 


DEALER ae PLATES 


STEMAC. Inc. 


1281 Se. Cherokee, Denver 23, Colo. 
Ask for typical sample, complete details 


grin STEMAC, INC.) 








MOTOR a 
MASTER 
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Used-Car Auction Prices 





(Continued from Page 41) 


Special Riviera, $1,370*, '55 Super Rivi- 
era, $1, 520° (ps), $1,455° (ps), os: 
Special ead $1, Le 


Century Riviera, 
Riviera, $1, 150°, 


Pr 4-dr., ’61 Super Riviera, 
CADILLAC—’52 (62) 4-dr., $925*. 
*, 49 (62) 4-dr., ° 
— '56 Bel Air (8) Hardtop, 
55 Two-ten (8) 2-dr., $1,505°, 
"54 One-fifty (6) 2-dr., . 
Two-ten 2-dr., $650; One-fifty 4-dr., $540. 
"52 SL Deluxe 4-dr., : 
Deluxe station wagon, $530*; 2-dr., 
. ‘50 SL Deluxe 4-dr., 

Special 2-dr., 
DeSOTO—’'53 conv., $555°. 
DODGE—’53 Coronet 4-dr., 
FORD—’'56 Custom (8) 2-dr., 
. '55 Custom (8) 4-dr., 
"4 Custom 


A Century 
$1,050; Super Riviera, 
Special Riviera, $1,050*, ° 
"53 RM 4-dr., 
Special Riviera, $590*, $525°; 
era, $500, '52 Super Riviera, $435; gaa 
’51 Special 4-dr., 
CADILLAC—’56 (62) 4-dr., . ° 
"52 (62) 4-dr., 
: 48 (60) 4-dr., $270°. 
CHEVROLET—’56 Bel Air (8) 2-dr., . 
, $1,450; Two-ten (8) station 
wagon, $1,475; 
Air (8) conv., 


CHEVROLET 


$1,440°; Sport coupe, 


club en $1,370*, . '53 Crest (8) Victoria, $740*; 


. ‘Pwo-ten (6) club coupe, $1,175°;| Custom (8) 2-dr., 


$975; station wagon, $1,360°; 


ot 2 at $955*; $290, ‘50 De- 


Two-ten (8) 2-dr., . "51 Custom (8) 2-dr., 


Air club coupe, $900*; 
, $715; Two-ten 2-dr., 
$595; One-fifty 4-dr. 
3 Two-ten 2- dr. 
, $5 . 52 SL Deluxe 
"51 FL Deluxe 2-dr., 


HUDSON—'52 Hornet 4-dr., 
MERCURY — ’54 Monterey 2-dr., 
Custom 2-dr., 


'53 Bel Air 


Custom 4-dr., . 
. "50 coupe, $200. 
NASH—’'56 Ambassador 4-dr., 
‘52 Rambler sedan, $345. 
OLDSMOBILE—’'56 


. $1,500° (ps). 
CHRYSLER—’'54 NY 4-dr., 


: . °55 (88) 2-dr., 
DeSOTO—’56 Sportsman club coupe, . "54 (88) Super 2-dr., 
Super 4-dr., 


$2,040; Fair- . "52 (88) 4-dr., 


$2,000* (ps). ’ 
; Fairlane (8) 4-dr., 


FORD—’57 Country sedan, 
lane (8) 2-dr., 
sedan, $1,850° 


"50 (88) 4- -dr., 
PLYMOUTH—’56 Savoy (8) a dr., 
"SS "<a. (8) 4-dr 
$735. '83 Cranbrook Belve- 
Cambridge 2-dr., 
Cranbrook coupe, 
PONTIAC—'55 Chieftain (8) Catalina, $1,- 
°° . "53 Chieftain (8) Cata- 
*. 51 2-dr., $275. 
"61 Commander 4-dr., 


r., $1,315; Custom (8) 2-dr., 
Fairlane (8) club coupe, $1,380°, 
Custom (8) 2-dr., 


| $535; Main () 2-dr., i 
"53 Custom. "(8) club coupe, STUDEBAKER 

$140; Champion 2-dr., 
MISCELLANEOUS—'’™ Ford 


. "49 Ford %-ton pickup, $175. 


JENISON, 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of March 19.) 
(Market very solid and bidding active 
throughout the entire sale, 
heavy snow and wet merchandise, Sold 
104 cars out of 137 offerings.) 
BUICK—’56 Century Riviera, $2,200* (ps); 
Special Riviera, $2,000* (ps). 
Riviera, $1,515*, : 
"54 Special Riviera, $1,155*; 
Century Riviera, $1,150*. 
Se . "52 Special 2-dr., 
CADILLAC—'56 (62) club coupe, $3,600* 


. , . "51 Custom (8) Victoria, 
. "50 Custom (6) 4-dr., 
MERCURY—’56 Montclair club coupe, $1,- 
; Custom 2-dr., 
tion wagon, $1,545°. 
; Custom 2-dr.. 
NASH—'52 Ambassador 4-dr., 
OLDSMOBILE—’56 
3 Holiday, $2,000° 
(88) Holiday, $1,605°; 
(98) Holiday, 
per 4-dr., $640° (ps); 
PACKARD—’'53 Clipper 4-dr., 
PLYMOUTH—’56 Plaza (8) Suburban, $1,- 
. "55 Belvedere b 
club coupe, $895*° 
Cambridge 4-dr., 
$300; Plaza 2-dr., 
> | Cranbrook 2-dr., 
PONTIAC—'55 Star Chief (8) 4-4r., 
; Catalina, $1,285°; 
(8) 4-dr., $1,075*, $1, 
(8) Catalina, $1,015° (ps); 4 
*53 Chieftain (8) 2-dr., 
MISCELLANEOUS—'56 Ford 
. "55 Chevrolet %-ton pickup, 
. "54 Chevrolet %-ton pickup, $515. 
’48 Ford %-ton panel, 
let %-ton pickup, $170. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of March 21.) 
(Sale active; market good as we sold 
87 cars out of 132 offerings.) 
BUICK—'56 Century Riviera, $2,100* (ps). 
"53 Special 4-dr., $485°*. 


OHEVROLET—'56 Two-ten (8) be * 
. "55 Bel Air (8) Sport 
Two-ten (8) Delray, $1,- 
100; One-fifty (8) 4-dr., $975. 
*53 Bel Air coupe, $775*, 
*; Two- 


"S51 SL Deluxe 
.. $265; FL Deluxe 2-dr., 
SL Deluxe 4-dr., 
CHRYSLER —'51 Saratoga 4-dr., 
Windsor Newport, $215*. 
DeSOTO—'53 Firedome 4-dr., $600°; 


%-ton pick- 


'53 Monterey 4-dr., 
(88) Holiday, 


$1,385° (ps). 


'53 Special 4- 
; Cranbrook 4-dr., 
"52 Cranbrook 


° . "51 (62) 2-dr., 
CHEVROLET—'56 Bel Air (8) 
; Two-ten (8) station wagon, $1. 640°: 
"55 Bel Air (8) club coupe, 
: "Two-ten (8) Delray, $1,150, $1,- 
$1,095; 2-dr., x . 
$1,060, $1,050. 
One-fifty sta- 
$735, ; Two-ten 4-dr., 

52 SL Detune Bel Air, $500, — 
51 SL Deluxe 
"50 SL Deluxe 4- dr., 
— NY 4- ~t 


. "54 Star Chief 


$1.34 4-dr., $1,110*, 
$1,005; Two-ten (6) 4-dr. 
"54 Bel Air 4-dr. 


%-ton pick- 


poDaE_ss Royal (8) 4-dr., b> 
Royal Lancer, "53 Coronet (8) 
"51 club coupe, $165. 
FORD—’57 Fairlane (8) sedan, $2,090 
Fairlane (8) Victoria, $1,650; 4-dr., 
$1,605° (ps); 
"55 Fairlane (8) 
Country sedan, $1,435, 
$1,015; Main 


"53 Custom (8) 2-dr., 
, $500; Custom (6) 2-dr., 
ta a 2-dr., $290. 

53 Cosmopolitan 4-dr., 


mecone s8 Custom station wagon, $1.- 
; Monterey club coupe, $1,865*; 
clair’ sedan, $1,800° (ps); 

° . "55 Montclair 2-dr., 2 
Monterey club coupe, $1,400*; 
"S54 club coupe, $1,150. 


$575. 
OLDSMOBILE — 
nee (ps). 


‘51 Special Rivi- $1,625* (ps), 
Wagon, $1,550. 
Victoria, $1,550*; 
$1,245; Custom (6) 4-dr., 


coupe, $1,430°; be L 
$785, $730, $575. 


Air 2-dr., $745. 


Medalist 4-dr., 


DODGE—'53 Coronet a, i club 
: jowbrook 
— "S57 (88) Super Holiday, 
"56 (88) 4-dr., a 
$1,740° (ps), 
(88) Super 4-dr., 
2-dr., $1,480°. 


Fairlane (8) 4-dr., 
; Custom (6) 2-dr., $1,665. "56 Cus- 
$1,075; Country sedan, 
$1,760; Custom (6) 2-dr., $1,375; Fair- 
lane (8) Victoria, $1,750° \ 
. "556 Fairlane (8) 4-dr., $1,325°, 

; Country sedan, : 


. "54 Country Squire, 
4-dr. Sa $975; Crest 


i _> "54 (88) club 
coupe. 


4-dr., $470° (ps), 
$450°. ’ 
PLYMOUTH—’57 Belvedere (8) 4-dr. 
; Savoy (8) 4-dr., $2,150°. 
*54 Suburban, $685. 
" $550°. 
PONTIAC—'55 Chieftain (8) club coupe, 


tain (8) 2-dr., 


(6) 4-dr.,’ $700; 
2-dr., $900, $825; 4-dr., $87 
j Main (8). 2-dr., $775. 


agon, $775; 

$745, $620; Main (8) 2-dr., $535, 
MERCURY—’53 2-dr., 

$750. '50 coupe, $180. 
NASH—'56 Rambler Cross Coun 
. "53 Statesman 4-dr., $510; 
bier conv., $235. 
OLDSMOBILE—’56 (88) Holiday, $2,125 
(88) 4-dr., $1,665*. 88 
4-dr., $1,050° (ps). 
YMOUTH—’55 Savoy (8) 4-dr., wre 


$1,230* (ps). 
. "53 Chieftain (8) 
. , . "36 4-dr., $115. 

STUDEBAKER—'55 Regal station wagon, 


MISCELLANEOUS—’56 Ford %-ton pick- 
up, $1,125; %-ton pickup, $1,025; 
let %-ton pickup, $1,145. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of March 22.) 


$750, $695; an. 


coupe, $350: 4-dr., ’51 club coupe, 


PONTIAC—’56 Chieftain (8) Catalina, offerings.) 
BUICK—’S4 Century 4-dr., $1,100* 
*53 Super Riviera, $540°; 


$510. 
CADILLAC—'56 (62) one $4,300* (ps), 
(62) 4-dr., $2,685° (ps). 


$2,000* (ps). 
OHEVROLET — 


Special 4-dr., 


55 
"54 (62) 4-dr., 
"49 club coupe, $140. 
'57 Two-ten (8) station 
. ; Bel Air (8) Hardtop, 
. "56 Two-ten (6) 4 s 
"55 Nomad station wagon, $1,550; 
; Sport coupe, 
$940; Two-ten 2-dr., 


Bel Air (8) 
$1,150; 2-dr., 
Tw 


PEABODY, MASS. 


eee Auto Auction, Inc, Sale every 


# 


f 


50 SL Deluxe 


OHRYSLER—'56 NY 4-dr., 
‘S53 Windsor 4-dr., $580, 
Newport, $200°. 

DODGE—’57 Coronet 


$2,320° (ps). 
‘50 Windsor 


’65 Coronet 4-dr., $900*, 
brook 4-dr., $600. '52 4-dr., $225. 

FORD—’57 Fairlane (8) 500 Victoria, $2,- 
285* (ps); 4-dr., 2 at $2,125*; Custom 
(8) 4-dr., $1,975*. ’°56 Fairlane (8) Vic- 
toria, $1,770* (ps); .4-dr., $1,425*, $1,- 
410°; Custom (8) 4-dr.,’ $1,300; '2-dr., 
$1,200; Main (8) 2-dr., $975; Custom (6) 
2-dr., $960. °55 Fairlane (8) Victoria, 
$1,135; 4-dr., $1,090*; 2-dr., $1,080, '54 
Crest (8) Victoria, $925*; Main (6) 2- 
dr., $570, °53 Main (8) 4-dr., $500, *52 
Crest (8) Victoria, $440. '51 Custom (8) 
we $420. "49 Custom (8) coupe, 

135. 

HUDSON—’53 Jet 4-dr., $260. 

LINCOLN — ’56 Premiere 4-dr., $2,610* 
(ps). 

MERCURY—’57 Monterey 4-dr., $2,350*. 
"55 Montclair coupe, $1,410*. ’53 Custom 
4-dr., $680°. "52 Monterey Hardtop, $325. 
51 Gustom 4-dr., $210*, $150*, 

OLDSMOBILE—’52 (88) Super 4-dr., $555, 


PACKARD—’55 4-dr., $1,110*, $1,000*, °51 
4-dr., $175*. 

PLYMOUTH—’'57 Belvedere (8) conv., $2,- 
400° (ps). ‘54 Savoy station wagon, 
$600°; Plaza 4-dr., $580. '53 Plaza 4-dr., 
$280. 51 4-dr., $110, °49 conv., $225. 

PONTIAC — '56 Star Chief (8) Catalina, 
$1,630*, $1,625*. °55 Chieftain (8) 4-dr., 
$1,050*. °53 Chieftain (8) Catalina, 
$610°; 2-dr., $550°; 4-dr., $445*. '50 2- 


STUDEBAKER — °53 Commander coupe, 

510 

MISCELLANEOUS—’56 King Midget, $295. 
"55 Chevrolet %-ton pickup $640. '53 
Ford %-ton pickup, $420. '51 Ford %- 
ton pickup, $200. 


NEW YORK CITY 


(Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of March 19.) 

(In spite of rain and a light consign- 
ment, we sold 86 cars out of 109 offer- 
ings for a percentage of 80. Market 
strong in the N. Y. aren on clean and 
— cars. Rough merchandise worth- 

) 


BUICK—’55 RM Riviera, $1,555* (ps), $1,- 
470° (ps); 4-dr., $1,485*° (ps); Special 
Riviera, $1,310°; 4-dr., $1,270°; Super 
conv., $1,425*. ‘54 RM 4-dr., $1,075* 
(ps); Special 2-dr., $875. '53 Super conv., 
$710°; Riviera, $800*, $775°, $740*, 
$730*, $670°; 4-dr., $750°; RM Riviera, 
$685* (ps); Special 4-dr., $575. '52 Su- 
per 2-dr., $325°. '50 Special 2-dr., $150. 
"49 Riviera, $110*. 

CADILLAC—'56 (62) conv., $3,825* (ps). 
"55 (62) coupe, $2,650° (ps); (60) 4-dr., 
$2,550° (ps). 53 (60) 4-dr., $1,210* (ps). 
"50 (60) 4-dr., $610°. ‘49 (62) conv., 
$210°; (60) 4-dr., $160°. ‘48 conv., 
$120°. 

CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
910°. "56 Two-ten (8) 4-dr., $1,390, $1,- 
350, $1,340, 2 at $1,300; 2-dr., $1,320, 
$1,265, $1,250. ‘55 Two-ten (8) 4-dr., 
$1,170*, $1,125*, $955, $950, $935; 2-dr., 
$970, $950, $925; One-fifty 4-dr., $860. 
54 Bel Air station wagon, $985: 2-dr., 
$740; Two-ten 4-dr., $755*, $725; One- 
fifty 4-dr., $450, $410. '53 Bel Air 4-dr., 
$700*; One-fifty station wagon, $470; 
Delivery sedan, $285. ‘50 SL Deluxe 2- 
dr., $240°. 

DeSOTO—'55 Firedome coupe, $1,460*. 

FORD—'55 Country sedan, $1,345*; Cus- 
tom (8) 4-dr., $975; Fairlane (8) 2-dr., 
$1,160°, $910. ‘54 Custom (6) 2-dr., 
$645°, $635, $625. "52 Custom (8) 2-dr., 
$435°. '51 4-dr., $230°. 

HUDSON—'53 Super Wasp 4-dr., $330*. 

MERCURY—’'55 Montclair conv., $1,380*. 
"54 Monterey Hardtop, $1,090°. 53 Cus- 
tom 2-dr., $730. "52 Monterey Hardtop, 
$535°; 4-dr., $375. 

NASH—'53 4-dr. , $520°. ‘51 4-dr., $105. 

OLDSMOBILE — ’'57 (88) Super Holiday, 
$2,850°. (ps). '54 (88) Super 4-dr., $1,- 
120°. "52 (98) 4-dr., $550°. "51 (98) 4- 
dr., $165°. 

PACKARD—'54 Panama Hardtop, $990°. 

PLYMOUTH—'55 Belvedere (6) 4-dr., $1,- 
025°. 

PONTIAC—'55 Star Chief (8) 4-dr., $1,- 
460°; Chieftain (8) Catalina, $1,280°; 
2-dr.. $1,275. °51 4-dr., $210°, $135. 

STUDEBAKER—' 52 Champion 4-dr., $120°. 
‘51 Commander Land Cruiser, $160°. 

WILLYS—'S4 4-dr., $380. 


N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction. Sale every 
Tuesday. Prices are for sale of March 19.) 
(Market slow but gaining some. Soild 
37 out of 108.) 
CADILLAC—’52 (62) coupe, $1,180°. 
CHEVROLET—'56 Two-ten (8) 4-dr., $1,- 
665, $1,515, $1,485. '55 Two-ten (6) 4- 
dr., $980, $750. ‘53 SL Deluxe 2-dr., 
$437; 4-dr., $295. "51 2-dr., $335, $250. 
DeSOTO—'51 Custom 4-dr., $137. 
FORD—'57 Fairlane (8) 4-dr., $2,425*, $2,- 
175, $2,105. '55 Ranch Wagon, $1,420. 
"54 Country sedan, $890°; Crest (8) 4- 
dr., $770; Custom (8) 4-dr., $660, °53 
Custom (8) 2-dr., $665. '5 1 Custom (8) 
4-dr.. $337. 49 club oo $200. 
MERCURY—'56 Custom 2-dr., $1,290°. 
OLDSMOBILE — ‘57 (88) 4-dr., $3,000* 





'h4 Meadow- 











onet 4-dr., $500*. '50 2-dr., $150, 49 2- 
dr., $110. 

FORD—'57 Custom (8) 300 2-dr., $2,160°. 
’56 Fairlane (8) 4-dr., $1,500*, $1,400". 
’55 Ranch Wagon, $1,375*; Custom (‘) 
4-dr., $1,220*, '54 Crest (8) 4-dr., $850", 
$310°, $805*, $800. '53 Crest (8) Coun- 
try Squire, $875*; Custom (8) 4-dr 
$660, $575, $490. °52 Custom (8) 4-dr., 
$400°, '51 4-dr., $220*, $200°. '50 4-dr 
$195*, $180. 49 2-dr., $140*, $120. 

KAISER—’51 4-dr., $205°. 

LINCOLN — ’56 Premiere coupe, $3,050 
(ps). 

MERCURY—’54 Custom 4-dr., $990°, ’52 
Monterey Hardtop, $835*, $820*; Custom 
2-dr., $755*. '51 Custom 4-dr., $165*, ’50 
4-dr., $175*, $140°. °49 2-dr., $165* 
$110*, $100. 

NASH—’51 Ambassador 4-dr., $165*. 

OLDSMOBILE—’56 (88) Super 4-dr., $1,- 
875*. '55 (88) Super 4-dr., $1,475*, $1,- 
385°. °53 (88) Super 4-dr., $850*, $775". 
52 (88) Super 2-dr., $605*, $570*, 

PACKARD—’50 4-dr., $130*. 

PLYMOUTH—’56 Savoy (8) station wag- 
on, $1,700*. '55 Savoy (8) 4-dr., $955*; 
Plaza (6) 2-dr., $800. °54 Savoy 4-dr., 
$705*. '53 Savoy 4-dr., $485*. °51 Cran- 
brook 2-dr., $250*; 4-dr,, $210. 

PONTIAC—’'56 Chieftain * (8) 4-dr., $1,- 
820*. '55 Star Chief (8) Catalina, $1,- 
520° (ps). 54 Chieftain (8) 4-dr., $800*. 
’53 Chieftain (8) 2-dr., $660*. '52 Chief- 
tain (8) Catalina, $485*; 2-dr., $380*, 
$260. 50 2-dr., $150. 

MISCELLANEOUS — '53 Chevrolet %-ton 
pickup, $605. °52 Chevrolet %-ton pick- 
up, $410. °51 Chevrolet %-ton pickup, 
$250. '49 Ford %-ton pickup, $160. 


MASON CITY, IA. 


(Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of March 
20.) 

(Buyers here in droves. Consignments 
low as we sold 78 percent of offerings.) 
BUICK—’ 57 Century Riviera, $2,875* (ps); 

Special Riviera, $2,.595*. ‘56 Century 

Riviera, $1,875*. °55 Century Riviera, 

$1,640* (ps); Special conv., $1,550°. 'S4 

RM 4-dr., $1,090*. "53 RM 4-dr., $730° 

(ps). "52 Super 4-dr., $440*. 
CADILLAC—’54 (62) coupe de Ville, $2,- 

465* (ps); (60) 4-dr., $2,230° (ps). ‘53 

(62) coupe de Ville, $1,510° (ps). "52 

(62) 4-dr., $1,040°*. 

CHEVROLET—’'57 Two-ten station wagon, 
$2,425*; Sport coupe, $2,200*°; Bel Air 
(8) Sport coupe, $2,300*. °56 Bel Air (8) 
Hardtop, $1,900*; Sport coupe $1,845*; 
zue-ten (8) Delray, $1,655*; 2-dr., $1,- 

$1,480°; One-fifty (6) 2- dr., $1,120. 

35. Bel Air (8) Sport coupe, '$1,385°; 

Two-ten (8) 2-dr., $1,230°, $1,040; 4-dr., 

$1,220°; Two-ten (6) 4-dr.. $1,060, $985. 

"54 Two-ten Delray, $820; 2-dr., $795; 

Bel Air 4-dr., $765. °53 Bel Air Sport 

coupe, $740; Two-ten 2-dr.. $640; One- 

fifty 2-dr., $535. ‘52 SL Deluxe 2-dr., 
$350, $340°; 4-dr., $435. "50 SL Deluxe 
2-dr., $265°. 

DeSOTO—'54 Firedome 2-dr., $850*. ‘53 
Firedome Hardtop, $785*. 


DODGE—'53 Coronet 4-dr., $485*. 
FORD—’57 Fairlane (8) 500 Victoria, $2,- 


285°; Fairlane (8) 2-dr., $1,970. ‘56 
Fairlane (8) Victoria, $1,765° (ps); 2- 
dr., $1,550°; 4-dr., $1,670°. "55 Fairlane 
(8) Victoria, $1,375°; 4-dr., $1,275*; 
Ranch Wagon, $1,300*, $1,285*; Custom 
(8) 4-ir., $1,240°; Custom (6) 2-dr., 
$840. °54 Custom (8) 4-dr., $815*. ‘53 
Main (8) 2-dr., $490°; 4-dr., ‘$430; Ranch 
Wagon, $480. '52 Main (8) 2-dr., $360. 
‘51 Custom (8) 2-dr., $285*. 


MERCURY—'56 Monterey 4-dr., $1,680°. 


’55 Montclair Hardtop, $1,635*. ‘54 Mon- 
terey Sport coupe, $990°. ‘53 Monterey 
Hardtop, $860*; 4-dr., $740*. 


NASH—'55 Rambler Cross Country, $1,- 


295°. 


OLDSMOBILE—'56 (98) Holiday, $2,240° 


(ps); 4-dr., $2,110° (ps); (88) Super 4- 
r., $1,780°. '55 (88) Super Holiday, $1,- 
825° (ps); 2-dr., $1,485*; Deluxe Holi- 
day, $1,755°. °54 (98) 4-dr., $1,425° 
(ps); (88) 4-dr., $1,330°. "52 (98) 4-dr., 
$595°. 


PLYMOUTH—'57 Savoy (8) 4-dr., $2,205°; 


Savoy (6) 4-dr., $1,900. "56 Savoy (8) 
Suburban, $1,745*; ‘4-dr., $1,550°; Bel- 
vedere (8) 4-dr., $1,540°. "55 Savoy (8) 
4-dr., $1,085*, 53 Cranbrook 4-dr., $560. 


PONTIAC—'S4 Chieftain (8) 4-dr., $925; 


Catalina, $915°; 2-dr., $795°. 52 Chief- 
tain (8) Catalina, $495°*. '51 4-dr., $250°. 


STUDEBAKER—'53 Commander Hardtop, 


$560". 


MISCELLANEOUS—'52 Studebaker 2-ton 


truck, $195. ‘51 Dodge %-ton pickup, 
$325°. 


* * = 
— Auctions in Brief — 


INDIANAPOLIS 
Ken Schaefer Auto Auction, Inc, Sale 


every Thursday (March 21). Today's mar- 
ket remained very strong as 73 percent of 
287 cars traded hands and bidding was 
very active from start to finish, We had 
several new-car dealers on the buying end 


(ps). "54 (88) 2-dr., $1,095°. °53 (98) | today. 


conv., $700*. "51 (88) 2-dr., $240, 
PONTIAC—’53 Chieftain (8) 4-dr., $590. 
WILLYS—’53 4-dr., $105. 
MISCELLANEOUS — '55 Chevrolet %-ton 

pickup, $870; GMC %-ton pickup, $685. 


* x * 


WINDSOR, VA. 
Windsor Auto Auction. Sale every Thurs- 


day (March 21). We had an excellent sale 


54 Ford %-ton pickup, $485; Chevrolet | today with practically every make and 


%-ton panel, $175; GMC %-ton pickup, 
$437. '50 Ford %-ton pickup, $270. 


MINNEAPOLIS 


model represented. 


” * * 


ST. LOUIS 
St. Louis Auto Auction. Sales every 


(Minneapolis Auto Auction,- Sale every| Tuesday and Friday (March 19-22). Cars 
Wednesday. Prices are for sale of March| sold very well with lots of activity on 52 
20.) through '54 models. Clean autos held their 


(Market really good on ’51, ’53 and 55 | Own as we sold 204 out of 342. 


models.) 
BUICK—’55 Super Riviera, $1,540° (ps). 
= Super 4-dr., $1,110°. ‘53 Super Rivi- 
$805*. "51 Special 2-dr., $305*, 
CADILLAC—’55 (60) 4-dr., $3,010° (ps). 


* * * 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 


day (March 22). Dealers brought 426 cars 


54 (62) coupe, $2,360* (ps). 53 (62) to our auetion today and 323 changed 


-dr., $1,405° (ps). °52 (62) coupe, $1,- 
000°. ’51 (62) 4-dr., $770*. '49 (62) 4- 
dr., $365*. 

CHEVROLET — ’'57 Bel Air (8). station 
wagon, $2,460* (ps); Two-ten (8) 4-dr., 
$2,010*. '56 Two-ten (8) 4-dr., $1,425*; 
Two-ten (6) 2-dr., $1,300; £?- $1,150. 
"55 Two-ten (8) 4-dr. $1,090 ; Two-ten 
(6) 2-dr., $1,005. ’54 Two-ten 4-dr., $810, 
$740. 53 2-dr., $705, $700; 4-dr., 
$670, $640. '51 SL Deluxe 2-dr., $350°, 

$320, $300. °50 SL Deluxe 4-dr., $180°, 
$175. '49 SL Deluxe 2-dr., $140, $125. 

CHRYSLER — ‘53 Windsor 4-dr., $775* 
(ps). ‘52 Windsor 4-dr., $425°. '50 2- 
dr., $150°. 

DeSOTO—'55 Custom 4-dr., $1,440* ge). 

DODGE—’54 Coronet 4-dr., '$810°. '53 Cor- 





hands during an active sale. 


BEL AIR, MD. 


Bel Air Auto Auction, Sale every Thurs- 


day (March 21). We really had a top sale 
today with better than 85 percent of offer- 
ings sold, Buyers were eager to get cars 
and, as a result, bidding was really com- 
petitive. 


* * * 


SYRACUSE 
Syracuse Auto Auction. Sale every Wed- 
(March 20). In spite of widespread 


nesday 

sleet and snow throughout N. Y. to- 
day's sale was a big and red hot air. 
Market up on many models as we sold 67 
out of 91. 
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W. Samuel Carpenter III has been 
named sales director of Dupont’s 
Petroleum Chemicals division, suc- 
ceeding David H, Conklin, who be- 
comes managing director of Du- 
Pont Co. (United Kingdom), Ltd. 

Other personnel changes in the 
division are: Alfred R. Mullis, 
eastern regional manager, replaces 
Carpenter as assistant sales direc- 
tor; Earl G. Bennett, central re- 
gional manager, becomes eastern 
regional manager; Donald W. 
Frison, midcontinent regional man- 
ager, replaces Bennett. 

Charles D. Towery, Gulf Coast 
regional manager, will take over 
management of the midcontinent 
region in addition to his present 
position; R, Carter W. Jones, sales 
promotion manager, has been 
named sales service manager, and 
Harold C. Thompson, assistant 
sales promotion manager, succeeds 
Jones. aro 


Targett Is Vice-President 


Of MPR’s Rotary Seal 


Muskegon Piston Ring Co.’s re- 
cent appointment of Russell G. 
Targett to vice-president and 
treasurer followed closely the 
company’s acquisition of Rotary 
Seal Corp. of Chicago. Targett was 
formerly treasurer and assistant 
secretary of MPR. 

In addition, MPR President 
Harold G. Vaughan announced the 
appointment of Targett as general 
manager of all company operations 
at Sparta and Chicago. Gilbert 
Lundeen is executive vice-president 
of the Muskegon division. 

+ * > 
Auto-Lite Appoints Kelly 
To New Marketing Post 

Richard D, Kelly has been ap- 
pointed to the new post of director 
of equipment battery sales for 
Electric Auto-Lite 
Co. Kelly is a 
vice-president of 
the company. He 
entered the auto 
industry in 1937 
and joined Auto- 
Lite in 1942, 

In his new post, 
Kelly will co- 
ordinate the mar- 
keting of batteries 
produced in eight 
B. BD. ely plants to original 
equipment customers in the auto- 





motive, marine, farm equipment, 
materials handling and aircraft 
industries. 


Edsel Names McGovern 
Executive Aide to Doyle 


R. J. McGovern has been ap- 
pointed executive assistant to J. 
C. Doyle, Edsel general sales and 
marketing manager. 

Formerly Pittsburgh zone man- 
ager for Chrysler Corp., Mc- 
Govern assumed the position held 
by Norman K. VanDerzee, re- 
cently appointed assistant gen- 
eral sales manager — marketing 
for Edsel. McGovern was a zone 


manager for Buick from 1939 to | appointed assistant 





appointed three men to high execu- 
tive posts, New vice-presidents are 
Kenneth Ode, who 
will be general 
manager of the 
company’s Cleve- 
land division, and 
Warren MacFar- 
lane jr., who will 
fill a similar post 
in the Detroit di- 
division. Charles 
Whitney was 
named division 
manager of the 

Kenneth Ode Detroit operation. 

All three are auto-industry veter- 
ans. Ode formerly was with White 
Motor Co.; MacFarlane, with Min- 








Charles Whitney 


neapolis-Moline Co. and Whitney, 
with Ford Motor Co. 
= + ~ 


Seils Joins Walker 


Edward C. Seils jr. has joined 
Walker Mfg. Co., Racine, Wis., to 
handle special assignments for the 
company management. Prior to 
joining Walker, Seils was manufac- 
turing superintendent of tubing at 
the Rochester division of General 
Motors. 


> * > 


Bruce Heads Plymouth Sales 


For Los Angeles Region 

R. T. Bruce, dealer development 
manager in the Los Angeles zone 
of Chrysler’s- marketing organiza- 
tion, has been 
promoted to 
Plymouth re- 
gional manager. 

Bruce succeeds 
R. E. Dietz, who 


wm ee has been named 
. to the staff of E. 

<-> P. Letscher, di- 
a rector of the 
western area for 

gg B the Chrysler sales 
organization. As 

R, T. Bruce manager of the 


Los Angeles region, Bruce will di- 
rect the Plymouth sales in South- 
ern California, Arizona and South- 
ern Nevada. 


Firestone Names Ohnstad, 
Casey, Quigley, Vischer 

Four district sales managers 
have been appointed by Firestone 
Tire & Rubber Co. 

They are E. Ellis Casey in At- 
lanta, George W. Quigley in Okla- 
homa, City, Harold H. Vischer in 
Omaha and Gordon O. Ohnstad in 
Seattle. 


> > > 
AMC Ups Williams 
Walter J. Williams has been 
of 


1949, and was an auto dealer from | American Motors. He is also 


1949 to 1954. 


Willys Names Hendrickson 
Cincinnati Zone Manager 
James L, Hendrickson, automo- 
tive field sales representative since 
1940, has been appointed manager 
of the Cincinnati 
zone of Willys 
Sales Corp. 
Hendrickson 
has been assistant 
manager of Wil- 
lys’ Atlanta zone. 
He served previ- 
ously as a district 
and regional 
manager in Mem- 
phis, Birming- 
ham and St. Louis 
for Kaiser Motors 
and Willys before the consolidation 





house counsel of the company. 


Kelite Names 2 in Sales 


Kelite Corp. has named A, E. 
Sakavich in charge of sales devel- 
opment service and appointed John 
E, O’Brien district sales manager 
in Philadelphia. 

* > = 


Buckeye Promotes Pair 

Buckeye Tools Corp., Dayton, O., 
has elected Hal O. Gummere execu- 
tive vice-president, and Ernest B. 
Maynard, sales vice-president. Gum- 
mere was formerly vice-president 
and general manager, while May- 
nard was general sales manager. 

* * * 


Pittsburgh Plate Ups Uleman 


J. L, Hendrickson | 7T'0 Market Research Head 


Turrell Uleman has been ap- 


of the two automotive companies | pointed director of the newly- 


in 1953. 


Midland Steel Names 3 
To Executive Positions 


formed market research depart- 
ment by the glass division, Pitts- 
burgh Plate Glass Co., Pittsburgh. 

Uleman joined Pittsburgh Plate 
as a fellowship assistant at Mellon 


Midland Steel Products Co. has/| Institute in 1937. He served there 





in the capacity of research engi- 
neer and research fellow until 1940 
when he was appointed technical 
representative for the glass divi- 
sion’s product development depart- 
ment. 

+ * * 


White Promotes Lewis, 


3 Others in Eastern Sales 

White Motor Co. has named 
Libbus Lewis distributor for White 
and Autocar in New Haven, Conn. 
He will operate 
Connecticut 
White Trucks, 
Inc. 

In other promo- 
tions, Allen Zar- 
ing replaced 
Lewis as Albany 
branch manager; 
Cc L Fraley 
moved into Zar- 
ing’s post as head 
of the Washing- 
ton branch, and 
Norman Eisele succeeded Fraley as 
Eastern territory manager. 

* * = 


DeSoto Boosts Brooks 


In Car Distribution 

Roman A. Brooks, 50, has been 
appointed assistant director of car 
distribution at DeSoto. A Chrysler 
Corp. employe since the age of 17, 
Brooks began his career as a mail 
boy at Dodge. 

He has been employed in the 
DeSoto distribution department for 
20 years, the last three as a super- 
visor. 


Quantity 
PRO.DUGTION 





* +. * 


Getty Named Sales Chief 


W. Russell Getty has been named 
sales vice-president for Cordomatic 
of Philadelphia, manufacturer of 
automatic cord control reels. He 
has been associated with the com- 
pany since 1946. 





FIRST...To break the POLAR BARRIER! 


refrigerated 


AUTO AIR CONDITIONER 


The customer and the coils won’t give you the big freeze 


once you install the ‘57 MOBILETTE. Now . . . with the 
exclusive Mobil-D-Icer . . . you electrically-automatically 
control the clutch, meaning even coil temperature and 
maximum cooling always! 


OTHER MOBILETTE FEATURE - FIRSTS 
New sleek efficie 


standardized pressed 


Push-button Controls low nt cooling 


case —two 2-speed fans mounts 


WRITE OR WIRE FOR ILLUSTRATED BROCHURE AND COMPLETE PRICE INFORMATION 


MOBIL-AIRE MANUFACTURING COMPANY 
BOX 122 * DENISON, TEXAS 
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Sales Conditions in Various Areas. . 


Auto Market Reports 


Boise, Id. 

A gain of 46 percent over the pre- 
vious month marked February new- 
car registrations in Ada County 
(Boise), Id. The month’s total was 
256, compared with 175 for January. 

Ford moved into first place in 
February, with 59 registrations, 
compared with 51 for Chevrolet. 
Tied for third place with 19 units 
‘each were Plymouth and Pontiac. 
Buick was fifth with 15 and Volks- 
wagen sixth with 13. 

Other registrations were: 
Dodge, 12; Mercury, 11; Rambler, 
11; DeSoto, 7; Chrysler, 6; Olds- 
mobile, 6; Cadillac, 5; Lincoln, 4; 

er, 4; Hudson, 3; Nash, 
3; Willys, 2; Imperial, 1, and mis- 
cellaneous, 5. 


February new-truck registrations | 


dropped 26 percent, sliding from 49 
to 36. By makes, they were: Chev- 
rolet, 12; Ford, 9; International, 7; 
Dodge, 2; GMC, 2; Willys, 1, and 


miscellaneous, 3. 
: * 


New Orleans 

New-car registrations in New Or-| 
leans in February totalled 2,256, 
compared with 2,445 in January and 
1,762 in February, 1956. 

Truck sales amounted to 246 in 
February, or 69 fewer than in Janu- 
ary and 16 below the year-ago 

od 


Car sales by make during Feb- | 
ruary were: Chevrolet, 683; Ford, 
610; Plymouth, 230; Pontiac, 157; 
Buick, 125; Oldsmobile, 116; Mer- 
cury, 103; Dodge, 66; Chrysler, 57; 
Cadillac, 30; DeSoto, 25; Volks- | 
wagen, 18; Studebaker, 15; Lin- 
coln, 12; MG, 10; Hudson, 3; Pack- 
ard, 1, and Willys, 1. 

Truck sales by make were: Chev- 





rolet, 121; Ford, 72; International, 
32; GMC, 8; Mack, 4; Diamond T,}| 
3; White, 3; Dodge, 2, and Stude-| 
baker, 1—(Gordon Hebert.) 

: > > 


Dayton, O. 

New-car registrations in Dayton 
and Montgomery County, (O.), 
during February totalled 1,932 com-| 
pared with 2,025 in the correspond- 
ing month a year ago, according to 
Frank M. Krebs, county court 
clerk. 

Chevrolet, with 432, and Ford, | 
with 424, were the leaders during 
February this year. Next came 
Oldsmobile, 156; Plymouth, 155, and 
Buick, 148. 

Thirty-four new Chevrolet trucks 
were registered during the month. 
Ford was second, with 24; followed | 
by Dodge, 20; GMC, 18, and Inter- | 
national, 18.—(George E. Toles.) 

> 7 * 


Dallas 


New-car registrations in Dallas 
dropped 10 percent during February 
to total 3,338, compared with 3,717 
in January. 

The decline in new trucks was 11 
percent, cutting the total to 422 
from 477 in the previous month. 

Chevrolet, which led in new-car 





sales in January, dropped to second 
place during February and wound 
up trailing Ford, 982 to 849. 
Plymouth, which claimed third 
place in the previous month by 


the slender margin of one unit, | 


moved into a solid third-place po- 
sition with 305 sales, compared 
with 224 for fourth-place Oldsmo- 
bile. 

Other registrations were: Buick, 
195; Pontiac, 191; Mercury, 168; 
Dodge, 90; Cadillac, 66; DeSoto, 56; 


| Rambler, 43; Chrysler, 39; Volks- 


wagen, 34; Lincoln, 21; Imperial, 
17; Studebaker, 14; Nash, 10; MG, 


| 9; Metropolitan, 7; Renault, 4; Wil- 
|lys, 4; Packard, 3; Continental, 2; 


Volvo, 2; Hudson, 1; Porsche, 1, 


| and Triumph, 1. 


New - truck registrations were: 
Ford, 181; Chevrolet, 117; Interna- 
tional, 44; White, 43; GMC, 15; 
Mack, 7; Dodge, 6; Studebaker, 2; 


Willys, 2; Autocar, 1; Diamond T, | 


1; Kenworth, 1; Reo, 1, and miscel- 
laneous, 1.—(Ruby Fenoglio.) 
> > > 


Cleveland 


The first blush of spring weather 
sent sales of commercial vehicles 


soaring in the Cleveland area, with) 
153 new units changing hands, sec-| 
ond highest period of the year to) 


date. Used-commercial sales were 
74, a new high for any seven-day 
period this year. 

In new-car sales, total of 1,587 
failed to hold for the good 
weather, while used-car sales 
were 1,870, below the previous 
seven days. 


The advent of spring weather, | 
| however, showed there is high in-| 
|terest in passenger vehicles, 


clean units in highest demand 
among used cars.—(Sanford Mar- 
key.) 


San Antonio 
Motor vehicle registrations in San 
Antonio and Bexar County, which 
showed a slight drop in January 
from December, 1956, declined 


sharply in February, when a total| 


of 1,596 vehicles were sold, com- 
pared with 1,727 in the previous 
month. 

Of the 1,596 vehicle registra- 
tions in February, 1,431 were for 
new cars, a decline of 159 regis- 
trations from the previous month. 

New-truck registrations, however, 


| rose from 137 in January to 165 in 


February. 

In the new-car field, registrations 
were as follows: Chevrolet, 438; 
Ford, 319; Plymouth, 176; Buick, 
116; Pontiac, 92; Oldsmobile, 85; 
Mercury, 51; Dodge, 45; Cadillac, 
25; Rambler, 21; Chrysler, 16; De- 
Soto, 11; Imperial, 10; Lincoln, 6; 
Metropolitan, 4; Studebaker, 3; Hill- 
man, 2; Packard, 2; Willys, 2; Hud- 
son, 1; Nash, 1; Porsche, 1; Renault, 
1; Triumph, 1; Volvo, 1, and miscel- 
laneous, 1. 

Truck registrations were: Chevro- 
let, 71; Ford, 54; International, 13; 


American Brakeblok Wins Ad Award— 


Color ads featuring “Stopper,” American 


Brakeblok's familiar terrier, won first place 


the company in a competition sponsored by the Northern Ohio Chapter, Screen 


Printing Assn., 


International. The company was praised for point-of-sale impact 


and excellence of color reproduction. Robert Watts, left, president of the Cleveland 


a ncoggon digger presented the top award 
motion ond advertising manager, 
Shoe Co 


certificate to Henry C. Wehr jr., sales pro- 


Americon Brakebiok division, American Brake 


with | 


GMC, 12; Dodge, 6; White, 6, and 
Mack, 3.—(J. H. Reed.) 


+ + * 


Buffalo 


A spot check of its car financing 


els are taking 36 months to pay. 


| terms, leaving only eight out of 53 

financing new cars on terms shorter 

than 30 months.—George E. Toles.) 
= + * 


Cincinnati 


The sale of motor vehicles in 
Hamilton County (Cincinnati), O., 
during the week ended March 14 


from the record sales of the previ- 
ous week. The 2,006 units sold rep- 
resented a decline of 176 units when 
compared with sales in the week 
ended March 7. 

A total of 788 new cars and 51 
new trucks were registered, com- 
pared with 869 new cars and 66 
new trucks in the previous week. 

A total of 1,071 used cars and 96 
used trucks changed hands, com- 
pared with 1,186 used cars and 61 
used trucks in the preceding week. 

Repossessions during the week 
totalled 57, compared with 49 for 
= previous week.—(Frank Kap- 
pel.) 





: . * 


Salt Lake City 


| A total of 846 new cars were reg- 
istered in Salt Lake City during 

| February, a gain of 21 percent over 

| the January count of 695. 

| Chevrolet recaptured No. 1 spot 

by registering 210 to Ford’s 188. 

| Oldsmobile nosed out Plymouth for 





| third by a single unit, 68 to 57, and 
| Pontiac edged Buick, 57 to 55. 
Other registrations were: Mer- 
ecury. 49; DeSoto, 27; Dodge, 24; 
Cadillac, 23; Chrysler, 15; Lin- 


8; Hudson. 5; Imperial, 3; Nash, 
2: Packard, 1, and miscellaneous, 


February new-truck registrations 
were 136, an increase of 72 percent 
|} over the previous month’s 79. 

By make, they were: Chevrolet, 
47: Ford. 40; International. 14; 
GMC, 8: Willys, 5: Dodge, 3: Ken- 
worth, 3; White. 2: Reo, 1; Stude- 


baker, 1, and miscellaneous, 12. 
> > > 


Vancouver, B. C. 


Sales of new cars in Vancouver, 
B. C., in the first two months of 
1957 totalled 2,906. or 23.5 percent 
more than the 2,351 registered in 
the comparable period of 1956. 

General Motors added to its 
strong share of the market. In ad- 
dition, Pontiac finally ended the 
long reign of Ford as No. 2 seller 
in Vancouver by moving in behind 
front-running Chevrolet. 

Truck sales have also been 
stronger this year, with 472 new 
vehicles registered in the first 
two months, compared with 364 in 
January and February of 1956. 

The market shares in Vancouver 

now shape up this way: General 
Motors, 43.3 percent; Ford, 22.4; 
Chrysler, 16.3; British imports, 12.1; 
Volkswagen, 4.0, and independents, 
1.9. 


The 10 sales leaders and their 
proportion of the Vancouver mar- 
ket are: Chevrolet, 20.7 percent; 
Pontiac, 11.6; Ford, 10.8; Plymouth, 
8.2; Meteor, 8.0; Dodge, 6.2; Buick, 
4.7; Oldsmobile, 4.6; Volkswagen, 


4.0, and English Ford, 3.7.—(F. H. 
Fullerton.) 


* * * 


Pittsburgh 


New-car registrations in Pitts- 
burgh reflected a “fairly large gain” 
in the week ended March 16, ac- 
cording to the Bureau of Business 
Research of the University of Pitts- 
burgh. 

The’ bureau’s index of general 
business, meanwhile, stood at 112.6 
percent of the 1947-49 average. It 
had been 113.5 a month earlier.— 
(Leon M. Leffingwell.) 





Volvo Names Ensley 


Jack Ensley’s Sports Car Un- 
limited, Inc., 1421 N. Meridian St., 
Indianapolis, has been named a 
dealership for Volvo. 


by a Buffalo bank showed that 37) = 
of 53 persons who bought 1957 mod-| ° 





| eoln. 11; Rambler, 8; Studebaker, | 
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Eight persons are on 30-month|: 


declined approximately 9 percent} - 


Clay-Dutton Plans 14-Story Building— 


Clay-Dutton, Inc. (Lincoln-Mercury), has announced plans to construct a 14-story, $7 


million building in downtown New Orleans. 


Auto showrooms, service facilities and 


public parking will fill the first five floors with offices, shops and meeting rooms 


toking up the remainder. Clay-Dutton has 


had a Lincoln franchise since 1921 and a 


Mercury franchise since 1939. It is headed by Col. Tom Dutton, president, and Louis 


& Safety 


H. Clay, vice-president. 


Highways 


A giant electronic computer took 
40 seconds to calculate the direct 
and indirect effects on the national 
economy of the $50 billion road- 
building program now being set in 
motion by Government aid, plus 
another $50-billion worth of high- 


Thornton-Fuller, 
50 Years Old, 


Eyes Centennial 


PHILADELPHIA. — “Pride of 
product, hard work, good service 
and a consistent hard-sell adver- 
tising schedule” have added up to 
50 successful years as an auto 
dealer for George (Pat) Thornton. 


Thornton is president of Thornton- 
Fuller Co. (Dodge-Plymouth). The 
company was founded by his father, 
Samuel, in 1907. His son, Frederick, 
now is general manager. 


Beginning as a small shop, the 
company now consists of three 
Dodge-Plymouth dealerships with a 
total of 500,000 square feet of floor 
space. It grossed $10 million for the 
first 11 months of 1956. 


Each week, Thornton-Fuller 
places 300 to 500 lines of advertising 
in each of the local dailies and 
weeklies. Television advertising in- 
cludes three 10-second spots each 
day which stress both quality and 
price. Direct-mail and outdoor ad- 
vertising also are used. 

At present plans are being made 
for a birthday dinner for 500 em- 
ployes, guests and City officials. 


Safety on the Air— 


Safety is the subject of a newscast 
to be presented nightly on Station WBBM, 
Chicago, by Fahey Flynn, left, in coopera- 
tion with the National Safety Council. 
The show will be sponsored by the 
Chicago-area Dodge Dealers Assn. Flynn 
discusses a script with Don Moore, tele- 
vision public relations director for the 
council. 








way construction expected to be 
financed without Government aid. 


The operation required approxi- 
mately 36,500 multiplications and 
110,000 additions. 


The most dramatic effect deter- 
mined by the calculation was that 
in the 13 years covered by the 
program, this highway program 
would generate an average of some 
880,000 jobs across the 190 indus- 
tries into which the entire economy 
was divided. 


In addition, the computer figured 
the program’s impact on each of 
these industries. For example, 
cement output would be affected 
to the extent of 28 percent of the 
1956 level. The impact on steel pro- 
duction would be 3.2 percent, on 
tires and tubes, 3.2 percent. 


The computer also traced the less 
obvious impacts generated by all 
the indirect repercussions through- 
out the economy, Thus, the total 
requirements of steel were over five 
times, and of coke and products 
over twice the amounts going di- 
rectly into the program. The re- 
quirements for coal mining and 
tires and tubes — both indirect 
requirements — were much greater 
than some of the more obvious 
major direct inputs needed on-the- 
job. 

The computers analysis took 
place at the opening of the new 
Computer Services Division of the 
Council for Economic and Industry 
Research, Inc. in Arlington, Va. 

* 


2 Groups Urge 
Inspection Laws 


To Cut Accidents 


Some 25 percent of the nation’s 
annual total of 10 million traffic 
accidents may be caused, directly 
or indirectly, by defective vehicles, 
according to the Assn. of Casualty 
and Surety Companies and the 
American Assn. of Motor Vehicle 
Administrators. 


In a booklet on periodic motor- 
vehicle inspection, the groups noted 
that 14 states, registering about 25 
percent of the nation’s vehicles, 
now have compulsory inspection 
laws. 

They said, “Reports from these 
states show that more than half 
of all vehicles fail to pass the basic 
tests. The percentage of older cars 
runs as high as 85 percent and, 
surprisingly, the percentage of new 
cars rejected runs as high as 45 
Percent.” 

The report adds that New Jersey 
fatalities dropped 32 percent dur- 
ing the first year of compulsory 
inspections. 

The booklet is available from the 
Accident Prevention Department, 
Assn. of Casualty and Surety Com- 
a 60 John St., New York 38, 
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Mercury Pace Car 
Priced at $4,102 


DEARBORN.—Mercury last week 
suggested a price of $4,102.80 for its 
Turnpike Cruiser Pace Car converti- 
ble. The figure includes Federal ex- 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


cise tax and dealer delivery-and- 
handling charges. 

Automatic transmission, power 
steering and power brakes are 
standard on all Turnpike Cruiser 
models. 

The Pace Car convertible is a 
replica of the model that will lead 
the field through the first lap at the 
Indianapolis 500-mile race on Me- 
morial Day. 
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Deliver your goods the safe, dependable, 
economical way — in UTILITY that advertises 
your business as no other truck can do. 


For complete information 
see your local Chevrolet, 
Dodge, Ford or G.M.C. | 
dealer, or write, wire or | 
phone direct to — 


TRUCK, INC. 

subsidiary of Detroit Office: 
UNION CITY BODY COMPANY, INCORPORATED 18450 Livernois, 
Phone: 424 or 565 © UNION CITY, INDIANA Phone: UNiv. 1-8800 


YOU CAN SEE. ‘Et .1T’S A UTILITY 






YOU CAN 
MAKE MONEY 


selling DRAW-TITE 


BOAT & UTILITY TRAILER 
HITCHES 


ANY MODEL 
WELDED 


ANY YEAR 
ONE-PIECE 


NO ADJUSTMENTS 
INSTALL IN 15 MIN 


yourself hitch ca 


No 


of a 


do it 


sate, compact, one-piece 
parts to lose 


TITE is custom 


profits selling the 


assembling 
time. Every 
Start 
BOAT 


we ship 


DRAW 
ing extra 
TRAILER HITCHES 


within 24 hrs 


earr 
Forget 


after receipt 


DATE a 


Mee alisalic lela Starke 26 
HITCHES & COUPLERS FOR BOAT & 
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BELLEVILLE, MICH. 
Florida 
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Financial 


Perfect Circle reported record 
sales and earnings for 1956. Sales 
were $29,516,138, a 6.3 percent in- 
crease over the 1955 total of $27,764,- 
883, and earnings were $2,430,610 


_|which amounted to an 8.1 percent 


increase over 1955 earnings of $2,- 
247,599. 

Chairman Lothair Teetor and 
President Ralph R. Teetor attrib- 
uted the increases to greater accept- 
ance of the company’s products 


among replacement customers. “This | - 


more than offset reduced piston 
ring sales to auto manufacturers, 
whose production was below the| 


were $8,884,000, an alltime high, and 
sales totalled $100,642,000, according 
to G. S, Peppiatt, president. In 
1955, earnings were $8,641,000 on 
sales of $104,271,000, 

Figures for both years include 
sales and earnings of National 
Motor Bearing Co., which was 
merged with Federal-Mogul-Bower 
|in 1956. Pepiatt said this was done 
to make the figures “properly com- 


A ON NI I 


_# 


record $65,233,000 and $58,958,000; 
earnings, $3,826,000 and $2,378,000. 


Sales, Net Rise 
At Olin Mathieson 


Consoildated net sales of Olin 
Mathieson Chemical Corp. increased 
by 6.5 percent.in 1956 to a record 
high of $596,673,005. Sales in 1955 


| parative.” | totalled $560,480,335. 


. | Net income increased from $44,- 
National Malleable | 558,102 in 1955 to $44,791,071 in 1956. 
National Malleable & Steel Cast-/The report includes Canadian opera- 


ings Co., _ 1956 vs. 1955: Sales, a/| tions. 


* * * 














1955 level,” they said. 
They predicted that 1957 opera-| 
tions should “equal or exceed both 


the sales and earnings records set| 


in 1956.” 


Kaiser Industries 


Nets $14,971,000 


Consolidated net earnings of 
Kaiser Industries for 1956 were 
$14,971,000, the annual report 
showed last week, The report was 
the first covering the March, 1956, 
recapitalization, 

Profitable operations of Willys 
Motors continued in 1956, although 
sales were down 12 percent, the 
report stated. Kaiser Steel, Kaiser 
Aluminum and Permanénte Cement 
set new sales highs in 1956, it was 
added. 

> > > 


General Finance Reports 


$2,583,798 Profit in °56 


General Finance Corp., Chicago, 
has reported a consolidated net 
income of $2,583,798, a record, in 
1956 despite increased money costs 
and sales decline in the auto 
market. 

This compared with earnings of 
$2,509.478 in 1955. Byron S. Coon, 
board chairman, said that while 
auto production declined 27 percent 
in 1956, General's auto volume was 
only 17 percent below 1955. Gen- 
eral’s auto business was $104,678,- 
000 compared to $126,553,000. 


Sealed Mein Nets 
$1,495,854 in 1956 


Sealed Power Corp. earned a 
$1,495,854 net profit last year as 
compared with $1,744,958 in 1955, 


| according to Paul C. Johnson, presi- 


dent. 

This was gained on net sales of 
$22,574,092 during the year, down 5 
percent from $23,780,499 in 1955, 
Johnson said. He said the firm 
gained in replacement and export 
| markets to help offset the drop in 
original equipment sales. 


American Enka 


American Enka Corp., annual 
| report, 1956 vs. 1955: Sales, $60,892,- 


Firth Sterling 
Firth Sterling, Inc., Pittsburgh, 
annual report, 1956 vs. 1955: Net 
profit, $763,381 and $123,231; sales, 
$27,627,631 and $18,271,087. 
> > > 
Clevite Sales Increase 


But Profit Declines 


Sales and other revenues of 
Clevite Corp. in 1956 totalled $75,- 
111,784, compared with $73,088,935 
in 1955. 

Net profit was $3,971,593, com- 
pared with $4,854,753 in the previous 
year. Clevite said earnings were 
lower because of reduced 1956 


automotive production. 
* * oa 


Federal-Mogul Earns 


Record $8.8 Million 


Net earnings of Federal-Mogul- 
Bower Bearings, Detroit for 1956 


Chrysler Dealers Elect 


Kay in Twin Cities Area 


MINNEAPOLIS. — Newly elected 
officers of the Twin Cities Chrysler 
Dealers Assn. are James Kay jr., 
Kay Motors, Inc., St. Louis Park, 
president; William Hirsch jr., Cen- 
tral Motor Sales, Inc., Minneapolis, 
vice president; and William Fliad, 
Joy Brothers Motor Car Co., St. 
Paul, secretary-treasurer. 








| 


|199 and $71,251,062; earnings, $2,- | 
338,088 and $7,070,902. 
> * > 





Model 0-4418 Tilt-Away Seat 


New Model 310 Multi-Purpose Seat 


American Seating comfort 
helps speed your deliveries! 


American Seating light-delivery truck seats are comfort-designed to reduce 
driver fatigue; help meet tight delivery schedules. 

The all-new Model 310 Multi-Purpose Seat has coil springs in cushion 
and seat back; adjusts vertically to four positions, 3” range —fore and 
aft to five positions, 4” range. It’s craftsman-upholstered, with reinforced 
French seams, for long life and hard service. Metal parts are finished in 
high-lustre. baked enamel. 

The Model 0-4418, with its full-depth foam-rubber cushion, is covered 
in vinyl-coated fabric upholstering — perforated for ventilation. Vertical 
adjustment, 4” range with five positions; entire seat hinges at floor for 
easy entry and exit. 

Next time you order, ask for comfort — ask for American Seating! 


AMERICAN | \ 
SEATING 


GRAND RAPIDS 2, MICHIGAN 
WORLD’S LEADER IN PUBLIC SEATING 


Branch Offices and Distributors in Principal Cities. Manufacturers of T ransporta- 
tion, School, Theatre, Auditorium, Church, Stadium Seating, and Folding Chairs. 
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Houston Post 
is read more 
by both men 
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than any other 
Houston newspaper 
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Source: Studies by Daniel Starch and Staff, 
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By Martin L. Whitmyer 
Staff Writer 


Affecting Factories and Dealers . . . 


Auto Advertising 


performance characteristics, as well 
as their styling, by showing them 


“Television has a terrific educa-|in motion as much as possible 
tional potential that the country is | within the limits of a studio stage.” 


just beginning to understand and 
it can be a power- 
ful force in rais- 
ing standards of 
taste and levels 
of consumption if 
its educational 
potential is fully 
recognized,” rea- 
sons William 
Lundigan, host on 
Chrysler Corp.’s 
Climax program. 

Speaking be- 
fore the Detroit 





Wm. Lundigan 
Adcraft. Club recently, Lundigan 
said maybe people have always 
been a lot smarter and more 
willing to be educated than has 
generally been realized. 

“A tipoff for advertisers as well 


as program makers,” Lundigan 
said, “is the popularity of quiz pro- 
grams, and in particular the fan- 
tastic popularity of Charles Van 
Doren, Television can show people 
new ways to enjoy life, to broaden 
their horizons, to know more and 
live better in all ways.” 

Lundigan cited five other areas 
in which television performs public 
and advertising services: 

1, Television is ideally adapted 
to presenting a new concept or 
a new line of products, 


2. Flexibility allows changes in | manager of the Portland Oregonian. | 


Program content at the last minute. 
3. Selling messages can be pre- 
sented to the family as a group. 
4, Television can be adapted 
to the casual pattern of con- 
temporary living. 


5. The advertiser’s product can | 


be demonstrated in motion. 
“Television is a medium that can 
roll out a product before the eyes 
of millions of prospects simulta- 
neously and show them how it 
works and why,” Lundigan said. 
On the Climax program “we have 
tried to take full advantage of the 
mobility of television by demon- 
strating our cars’ handling and 


BBB in Buffalo 
Reports 2 Dealers 
On Ad Practices 


BUFFALO. — The Buffalo Better 
Business Bureau has disclosed that 
it has filed with the commissioner 
of motor vehicles in Albany infor- 
mation about two Buffalo automo- 
bile dealers who have failed to co- 
operate voluntarily in correcting 
advertising. 

The bureau said it has been co- 
operating with the Buffalo Automo- 
bile Dealers’ Assn. since Oct. 19, 
1956, to help correct advertising 
and selling practices which “were 
undermining public confidence in 
all dealers.” The bureau said mark- 
ed improvement was noted. 

One of the concerns in question 
advertised double allowances and 
the other advertised triple and 
double allowances on certain types 
of used cars. 

The bulletin said the advertising 
of the two firms “violates the in- 
tent of the standards adopted by 
more than 90 percent of the mem- 
bers of the Buffalo Automobile 


_ Dealers’ Assn.” 





Posters Portray 
Plymouth's 


he said. 


* * * 


J-A Retraces History 

Telling how it was brought to a 
place of dominance in the evening 
newspaper field, the New York 
Journal-American has published a 
pictorial documentary of its 60-year 
cavalcade of progress, 

Titled “Heart-to-Heart with New 
York for 60 Fabulous Years,” the 
anniversary book reviews the his- 
tory of the newspaper. 

* * aa 


Boston Post Bankrupt 

The Boston Post has been adjudi- 
cated as bankrupt by Federal 
District Court Referee William J. 
Hession. 

Real estate, machinery and other 
equipment will be sold under Hes- 
|sion’s supervision, and the proceeds 


publication Oct, 4. 
* a * 
O’Toole Leads the Way 


| (Chevrolet - Oldsmobile), Corvallis, 
Ore., became the first advertiser in 


jtising in the Corvallis Gazette- 
Times. 
| O’Toole is former advertising 





| Billboard Protests Grow 


| Protection of the roadsides of 
|the 41,000-mile National System of 
|Interstate and Defense Highways 
jagainst billboards and other types 
of “commercial blight” is provided 
|for in several bills introduced in 
Congress recently, 

The American Automobile Assn., 

long an advocate of state and local 
jaction for roadside protection, is 
| urging Federal action to protect the 
interstate system from billboards, 
uncontrolled commercial develop- 
ment and unlimited access from 
|side roads. 
“Unregulated development along 
|the roadsides, including uncontrol- 
|led erection of billboards, adversely 
affects the state, the community 
and the motorist, the association 
| said. 
| 


* * ” 


|Farm & Ranch Up Rates 


Thomas J. Anderson, publisher, 
has announced a rate increase for 
Farm & Ranch magazine effective 
with the July, 1957 issue. The in- 
crease, based on rising publishing 
costs, brings the black and white 
page rate to $4,500. Volume dis- 
counts have been instituted, Ander- 
son said. 

+ * > 


Chevy Show Renewed 


Renewal of its “Chevy Show” 
contract with the National Broad- 
casting Co. and extension of the 
series to a weekly Sunday night 
schedule has been announced today 
by W. E. Fish, Chevrolet general 
sales manager. 

The television feature, starring 
Dinah Shore and other top enter- 





tainers, has been following a | 


semi-monthly basis this season, 
varying from Friday to Sunday 
nights, The new contract begins 
next October and will run a year, 








Full-Size Plymouth— 
‘5 stepped-up poster campaign displays the cars in actual size, according Randolph W. Heizer, formerly| showing features of the Rambler Cross Country station wagon for display at the city’s 
fo Outdoor Advertising, Inc. OA! said Plymouth has added more than 70 mojor| with Benton & Bowles, joins the} Industrial Exposition. He also has used the exhibit at an autoshow and in his show- 


distributed among the employes | 
jand creditors. The paper ceased | 


Phil O’Toole of O’Toole Motor Co. | 


|that community to use color adver- | 
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including the 1958 Summer 
months. The time will be 9 to 
10 p.m., Sunday. 

The “Chevy Show” will be in 
addition to the weekly appearances 
of Pat Boone over the American 
Broadcasting Co. television net- 
work next season. Boone is listed 
for Chevrolet sponsorship Thursday 
nights. 


* * > 


POPAI Picks Saperstein 


Henry G. Saperstein, merchan- 
dising authority, will be a special 
guest speaker at the two merchan- 
dising forums of the 1ith Annual 
Symposium and Exhibit of the 
Point-of-Purchase Advertising In- 
stitute, at the Palmer House, Chi- 


cago. 
Saperstein will speak to the 
point-of-purchase group at the 


opening of the merchandising for- 
ums on Wednesday, Apr. 10, and 
Friday, Apr. 12. 


* + + 


Bus Group Picks Doherty 

| The School Bus Body Manufac- 
| turers Assn., comprising makers of 
190 percent of the nation’s school 
vehicles, has named Doherty As- 
sociates, New York, to conduct a 
program of safety education and 
public information. 


cd + * 
Fleet-Wing Picks Rep 
Fleet-Wing Corp., Cleveland, has 
lappointed Clark & Bobertz, Inc., 





|tising, marketing, merchandising 


jand publicity. 


|of gasoline and petroleum products 
to independent marketers in Ohio. 
The company is expanding its ad- 
vertising and sales promotion pro- 
grams to strengthen its position of 
| leadership in the industry, a spokes- 
man said, 


* *~ * 


Cadillac Show Scheduled 


Lou Walters Enterprises, Inc., 
will produce the Cadillac stage 
presentation to Cadillac distributors 
and dealers scheduled for late fall. 

The fall production will be a full- 
scale musical show using Broad- 
way talent. Script and direction 
will be by Ed Reveaux, industrial 
show writer. Sets, scenery and 
costumes will be designed by Paul 
Morrison, 

The tour of the Cadillac show 
will take in ten cities. 

> * = 


Firestone Renews TV Pact 


Firestone has renewed “The Voice 
of Firestone” on ABC Television 
for the 1957-58 season. 

“The Voice of Firestone” will 
return to the air Sept. 9 at 9 p.m. 
following a summer hiatus. 

The oldest network sponsored 
radio program, “The Voice of Fire- 
stone” will leave the air for its 
hiatus the first time in its 28-year 
history on June 10. The program 
has been a simulcast since Sept. 
5, 1949. 

< = * 
Ford-TV Guide in Promotion 

Ford division and TV Guide 
magazine cooperated in a special 
promotion connected with the 
magazine’s cover story on Tennes- 
see Ernie Ford in the March 23 
issue. The “Tennessee Ernie Ford 
Show” is sponsored each Thursday | 
|over NBC-TV by the auto manu- 
| facturer. 
| The magazine’s promotion de-| 
|partment sent 500 miniature Ford 
cars, provided by the manufacturer, 
to television and radio personalities 
throughout the U. S. and Canada, 
along with a small bag of black- 


eyed peas and a special message 


from Ernie about the story. 

A large window poster featuring 
Ernie with a 1957 Ford was created 
by TV Guide and distributed to 
8,500 Ford dealers for display. 

* * cd 
Names 

John D. Davis has been named 
manager of Ford Motor Co.’s 
Washington public relations office, 
succeeding William A. Lashley, who 
has become eastern public relations 
manager for Reynolds Metals Co. 

” + 


MacManus, John and Adams, Inc., 
Bloomfield Hills, Mich. has an- 
nounced four appointments to the 


creative staff. 
* ” * 


Detroit, to handle the firm’s adver- | 


Agency, joins the Pontiac creative 
staff; Virgil E. LaMarre, most re- 
cently central regional sales man- 
ager for Continental, joins the 
Bendix Aviation account, and 
Charles R, Dickinson jr., formerly 
art director for Grant Advertising, 
has been added to the art staff. 
* a * 

American Broadcasting Co. has 
elected six new vice-presidents. 
They are: Gene Accas, administra- 
tive; Donald W. Coyle, sales devel- 
opment and research; Jason Rabi- 


novitz, administrative; George 
Comtois, sales; Stephen Riddle- 
berger, administrative, and Dean 


Shaffner, 
research, 


sales development and 


* * * 


Edward J. Maas has joined the 
public relations and publicity de- 
partment of J. M. Mathes, Inc. 
Maas formerly was on the financial 
news staff of the New York Herald 
Tribune for three years. 

* * * 

Edward A, Bracken jr. has been 
appointed manager of the New 
York region of General Motors’ 
public relations staff. He succeeds 
James N. Bird, who is retiring 
|under the General Motors retire- 
ment plan after 28 years of serv- 
ice, including nearly 11 years as 
|New York public relations regional 
|manager. Bracken has been with 
GM since 1937. 


* x * 





William S. Jacobs jr., former as- 
sistant city editor of the Pittsburgh 





| Press, has been named director of 


Fleet-Wing is the largest supplier | public relations for Youngstown | 


Sheet & Tube Co. 
= * * 


| 


| Richard J. Margolis, formerly 
with Collier’s magazine, has joined 
the staff of the Bureau of Advertis- 
ling, American Newspaper Pub- 
lishers Association, as a copywriter 
in the promotion department. 
* * ca 


Bert Pierce, who retired recently 


from the New York Times after 
12 years as automobile editor, has 
|joined the public relations agency 
of Harold C. Meyers, New York. 

+ cz a” 

Jack E, Rice, jr. has been ap- 
pointed vice-president in charge of 
new business at Cunningham & 
Walsh Inc., New York. 

> * z= 

James L, Tolley has been named 
director of the GM Previews of 
Progress, replacing Victor H. Gar- 
ske who is transferring to AC 
Spark Plug to conduct engineer 
recruitment programs. 

- * « 


H. Beard, former city 


Charles 


editor of the Lima (O.) News, has} 


joined the public relations staff of 
Willys Motors, Inc. 
«< - x 

Fred V. Davis has been appointed 
manager of the Detroit office of 
TNT Tele-Sessions, Inc., affiliate of 
Theatre Network Television, Inc. 
Davis formerly was manager of 
the Detroit office of Collier's maga- 
zine. 

Joseph Jaglois has been appointed 
manager of the Detroit office of 
Army Times Publishing Co. He 
formerly was on the advertising 
staff of Motor Trend, operating in 
the Detroit area. 






OS ~ 
— SS 


John Zimmerman, head of Zimmerman 











“Well, I dunno—Maybe I’m not 
mixing the ingredients right.” 


Used-Car Notes 


ASHEVILLE, N. C.— (UTPS) — 
The president of Manor Motors 
Ltd., franchise dealer in imported 
sports cars here, believes there is 
an increasing trend toward foreign 
cars and cites three reasons to back 
up his contention. 

Herschel S. Harkins, who entered 
| the automobile business about eight 
months ago, believes that the rising 
| cost of living, the increasing cost of 
| gasoline and the rising tax load is 
| leading families to investigate the 
| economical foreign cars. 
| His company sells about three 

American-made used cars to every 
one foreign car. “Our used-car turn- 
over keeps us in business,” he ex- 
| plained. 
| Since Manor Motors opened its 
| doors of its 30,000-square-foot estab- 
| lishment last July, it has moved 185 
|ears, of which 45 were new im- 
| ported makes. 
| “We've made money about half 
| the months we've been in business,” 
Harkins said, adding, “With one full 
summer season under our belt, we 
expect to be in good shape. 

The company plans to operate a 
| rental system with the sports cars 
| this summer. 

e 8 * 


|Stark Named M anager 


Of Colorado Independents 

LITTLETON, Colo. — Howard 
H. Stark has been appointed gen- 
eral manager of the Independent 
Automobile Dealers Assn. of Color- 
ado. 

He succeeds William H. Skillings, 
who has resigned to enter another 
business. 








* ~ * 


New Lot in Columbus 


COLUMBUS, O. — Ed Reynolds 
Motor Sales, Inc., has been opened 
at 1613 E. Livingston Ave. by Ed 
Reynolds and Rocky Rockenbaugh. 


* * * 


Cunningham Moves 


ALBUQUERQUE, N. M. — Bill 
Cunningham Auto Sales, a used-car 
| dealership here since 1943, has re- 
located at 5200 Central S. E. 





Guide to Rambler Features— 


Nash, Medina, N. Y., created this exhibit 


markets in 32 states to its poster program, making it the largest ovidoor campaign | agency’s Cadillac group; George | room. Zimmerman, his wife and children posed for the photos, which gave the dis- 
Zikakis, 


in the auto compony’s history. 





formerly with Kudner 


play tocal interest. 
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Senators Intrigued by Finance Pack . . . 
Curb on Insurance Fees Doubted 


(Continued from Page 2)° 


no one has ordered them to begin 
nsive statistical tab runs on 
their old policies. 

In corrider critiques outside the 
hearing room, the press and in- 
surance company observers 
agreed that most of the steam 
was fizzling out of the big in- 
surance probe. 

In discussing the finance pack, 
there’s no doubt that O’Brien’s per- 
formance before the Senators was 
a sensational one. Using charts to 
underscore each type of deception, 
he was an able and articulate lec- 
turer. 

Senator Frederick Payne, Maine 
Republican, was full of praise for 
OBrien’s testimony, and Payne, a 
former Ford dealer, has heard 
plenty on the subject before. 

O’Brien’s main point surprised 
many spectators, and it may have 
surprised some senators, too. While 
practically all states have strictly 
enforced usury laws, he said, only 
15 states and the District of Co- 
lumbia have any laws to regulate 
auto finance practices. An auto in-| 
stallment contract, he explained, is 
not a loan in the legal sense. 


* * * 





E OFFERED several recent! 
examples of abuses. A Baton 
Rouge citizen, he said, financed 


$834 over a period of 24 months. 
His finance charge was $294, for a 
total cost of $1,128. After 13 days, 
the customer came into a bit of 
money and tried to pay off his 
note. He was offered a rebate of! 
only $98. The remaining $196 he 
was charged for financing $834 for 
13 days figures out to an interest 
rate of nearly 600 percent, O’Brien | 
told Senators. 


This was legal, the BBB official 
said, although “it should be | 
termed a ‘legal con game,’ in | 
which the law protects the swind- 
ler instead of the swindled!” 
The reason that finance com- 
panies cannot rebate the customer 

more than a token payment, O’Brien 
declared, is because it has already 
paid the car dealer such a big| 
chunk of the finance charge. 

The crux of the problem is this, | 

he said: “Finance companies can-| 


100 Pontiacs 
Are Top Prizes | 


In April Contest | 


PONTIAC. — Pontiac will give) 
away 100 new cars in a nationwide) 
dealer demonstration program en-| 
tiled “Drive The Champ” to be} 
held during April, according to 
Frank V. Bridge, general sales man- 
ager. In addition, dealers are award-| 
ing a large number of prizes. | 

The contest is open to anyone of 
driving age who resides in the con- | 
tinental United States except em- 
Ployes and members of their) 
families of Pontiac division, its 
dealers, the advertising agency and| 
contest suppliers. 

i -e qualify, an entrant fills out | 

an entry blank furnished by deal-| 
ers, test drives a 1957 Pontiac and| 
then writes in 22 words or less his! 
impression of the car. 

Special awards also will be made) 
to dealer salesmen for their part in| 
the program. 

“We feel confident that the im- 
Pression the 1957 Pontiac will make 
on the people entering the contest 
will lead to greater sales and that, 
of course, is the main purpose of 
the program,” Bridge said. 








Stockholders to Join 
In Ford Dedication 


DEARBORN.—The second an- 
ual meeting of Ford Motor Co.’s 
stockholders will be held May 23 
at the company’s new Michigan 
Proving Ground located near 
Romeo, Mich. 

The meeting will mark the 
dedication of the proving ground. 

The meeting and an infomal 
lunch will take place in the serv- 
ice building of the 3,880-acre 
proving ground. Stockholders will 
be given an opportunity to ride 
over the test roads, observe vari- 
our product testing activities and 
view special exhibits and displays. 








not give back to their customers 
the ‘pack’ which they have already 
paid to their dealers.” 

In a number of states, the use 
of “pack” is fairly sophisticated, 
according to the witness, but in 
Georgia it is “primitive.” 

* af * 
E OFFERED as evidence three 
rate charts prepared by a com- 


Chevrolet Official Sees 


6,250,000 Sales in °57 


BUFFALO.—The auto industry 
will sell 6,250,000 cars this year, 
according to Edward H. Kelley, 
Chevrolet general manufacturing 
manager. Some industry execu- 
tives have predicted that 1957 
sales would hit 6.5 million. 

Kelley was in Buffalo to present 
a plaque to Jacob L. Theis, oper- 
ations manager of Chevrolet’s 
Tonawanda forge plant, for its 
perfect safety record during 1956. 
Plant employes chalked up a total 
of 1,113,933 hours of work with- 
out a lost-time injury in 1956. 








|of attention from the press. Last) 
| year’s hearings on factory-dealer 


mercial printing firm in Atlanta. 
At the top of each chart is a figure, 
such as “7-96,” “7-150,” and “7-163.” 
The figure “7” tips off the dealer 
that the finance company’s rate to 
him is $7 per $100 financed. 

The second number represents the 
amount of .kick-back or “pack” 
which is figured into the payments 
as a fast buck for sharp dealers. 
If he can get away with it, an 
unscrupulous retailer can _ select 
the highest chart and pocket the 
amount indicated at the top. 

As far as he could determine, 
O’Brien said, the customer didn’t 
even get collision insurance in this | 
particular finance package, al- 
though the payments were high) 
enough to permit the dealer to buy 
it for him if he wished. 

If the Senate makes a full-scale 
investigation of these charges, the 
hearings are likely to attract plenty 


| 





relations were sometime sparsely 
covered, but reporters turned out 
in droves for the insurance hear- 
ings two weeks ago. 





Dodge Leaders, Dealers Meet— 


In one of a series of 21 meetings scheduled throughout the country, Dodge officials 
meet with Chicago-area Dodge dealers. At the Drake Hotel are, from left, lee F. 


Desmond, Dodge sales vice-president; Paul Dougherty, Chicago regional manager; 
M. C. Patterson, Dodge president; George Lindblom and Thomas Rogers, board chair- 
moan and president, respectively, of Edwards Motor Co. (Dodge-Plymouth), Milwaukee. 








USED CAR RECONDITIONING TROUBLES? 


What's your problem? 


Don't know how? 
Can't hire skilled help? 


Takes too long. 
Lack of space. 
Costs too much. 


BEST 
AND MOST 


ECONOMICAL 


Included in 


leading new car 


manufacturers Used Car 
Reconditioning Programs 


Here's the solution. 


Write for FREE RECONDITIONING INSTRUC- 
TIONS—Developed and field tested for years 
by the industry's leading used car experts. 
Simple, easy to follow. Complete with time 
studies and costs. 





Yl 
MAKE EVERY USED CAR AS 












original 
Ma help 





Available through 11 Master Wisibines, 


Parts Wholesalers and General 
Distributors from Coast to Coast 


ARNDT-PALMER LABORATORIES, INC. 


Worlds largest. exclusive used car 
reconditioning manufacturer 


17730 Dora St. 


Why install costly seat covers 
Let sparkling, colorful 


mt 


Melvindale, Mich. 


WITH THESE JEWELS 
PLUTON 


A superior cleaner 

Deodorizes and restores 
new car scent 

Contains D-5 and a 
wetting agent 

Cleans faster and better 


Restores original colors 
in one operation when 
Arndt-Palmer Tints are 
mixed with cleaner 
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; Please send me — at no cost, i 
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() Information and prices. ; 
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Dealer Name | 
j Sees | 
| City Siabeincteintees 
| Kind of Dealership 

mn 


r 
| 
| 



































ot RS 








ee ee eee 


a nh ae ee ean ade nee ae 


50 
Dealer’s Case Histo 


Dates from °54 


AUTOMOTIVE NEWS, APRIL 1, 


ee 





How BBB Acts on Complaints 


(Continued from Page 1) 


in Detroit which is headed by H. 
I. McEldowney, general manager, 
and S. Bradford Kempton, assist- 
ant manager. Both have had more 
than 30 years of BBB experience. 

However, William Carrico, man- 
ager of the business relations de- 
partment and also a veteran of 29 
years in the BBB, has the primary 
responsibility on the Grissom case. 
He calls it “one of the worst in a 
good many years.” 

Involved in the complaints have 
been P. L. Grissom, president of the 
firm; Charles Grissom, his son, who 
is vice-president and operational 
head of the firm; Ben Bibbs, gen- 
eral manager; John Saleh, sales 
manager; John Floyd, a former 


salesman, and 10 other salesmen, 
+ +” * 


False Ads Charged 


7 Grissom matter recently 
came to a head when Mrs. 
Marguerite Carlton, of suburban 
Dearborn, brought charges of false 
advertising against Floyd, who had 
been the object of about 35 percent 
of the BBB complaints against 
Grissom in 1956. Floyd joined the 
firm in 1956. 

At a court hearing, Floyd was 
bound over for trial and released 
on $500 bond. 

Subsequently P. L, Grissom said 
that Floyd had been fired. However, 
Carrico said that several com- 
plainants reported that Floyd was 
publicly castigated for his prac- 
tices and then fired in front of the 
buyer, only to be the subject of a 
complaint a week later, in some 
cases representing himself as the 
sales manager. 

Here, from the voluminous BBB 
files on the Grissom case, is the 
step-by-step story of how the BBB 
finally got a charge of false adver- 
tising against one Grissom sales- 


a. 

1954 
ARLY November—David Fam- 
bough complained to the BBB 

that, after he made a deal for a 
car, the Grissom salesman de- 
manded another $500 and that he 
eventually got a car with 300 miles 
on it. 

Early December—BBB wrote to 
the Michigan Banking Department 
on the Fambough case. This depart- 
ment is charged with enforcing the 
Hittle Bill, which regulates financ- 
ing in Michigan. 

. 


* * } 





1955 


URING 1955 the BBB received 

a total of 33 complaints against 
P. L. Grissom & Son. In this period 
Carrico and other officers of the 
BBB repeatedly called on the 
Grissoms to settle individual enses 
or several cases. Various amounts 
of satisfaction were reported by 


ceived a “Name Your Own Deal” 
postcard and he made a deal on 
a car but the dealer wouldn’t live 
up to it. 


2. Another complainant reported | 


that he made a deal on a ’55 Chev- 
rolet. He said he agreed to give 
his car, valued at $635, and $65 cash, 
and there were to be 24 payments 
of $85, a total of $2,040. But, he 
charged, he foolishly signed blank 
papers and later discovered they 
called for 27 payments of $86.81, a 
total of $2,343. 

3. Another complainant said that 
after he signed blank papers, he 
found the prices increased on the 


D. & H. accessories and finance) 


charges. 


4. Another person reported that 
he was charged $125 for wrap- 
around bumper guards. Other deal- 
ers were selling them for about $57. 


Sept. 8—In a memo to McEl- 
downey, Carrico said that 14 com- 
plaints had been received against 
Grissom since Jan. 4 when Roy 
warned the firm. Most of them 
alleged (1) that the buyers were 
required to sign blank contracts in 
violation of the Hittle Bill, (2) that 
they were charged $3 for paper 
work, (3) that Grissom failed to 
disclose what the $3 charge was 
for and (4) that chattel mortgages 
were not complete in essential de- 


tails. 
* * * 


Overcharge Alleged 


EPT. 15 — Jesse G. Whitmire, 

Waterford, Mich., said he agreed 
verbally to make payments of $55 a 
month for 30 months, He also gave 
the salesman $660 cash, he said. 
When Whitmire insisted on a re- 
ceipt, the salesman gave him one 
on a scrap of paper, he asserted. 
When Whitmire received the sales 
papers, he said he found that he 
was required to pay $75.14 for 30 
months. This, he said, was a $600 
overcharge. 

Whitmire later reported that 
Grissom’s offered to give him a $200 
refund, but he asked for $300 and 
they refused. 

Carrico said that the BBB re- 
ceived many complaints from 
out-of-town buyers, some as far 

away as Grand Rapids, Mich. 

Early November — Carrico asked 
the Chevrolet zone people to come 
in and discuss the Grissom situa- 
tion. Although they agreed to check 
the matter and to talk to Grissom, 
the Chevrolet men made it clear 
that dealers are independent busi- 
nessmen. However, they were inter- 
ested in the case. 

Carrico said he showed the 
Chevrolet zone officials 26 com- 
plaints against Grissom, with al- 
leged gouges up to $882. Eight 
salesmen were involved in these 
26 cases. 

Dec. 5—Charles Grissom, Saleh 
and Paul Engstrom came to the 


the complainants. Most of them re-| BBB office and Carrico said they 


ceived some sort of settlement. 

Jan. 4—Replying to the BBB’s 
December letter, William L. Roy, 
examiner of the Michigan Banking 
Department, wrote to the BBB and 
said that the Grissoms had been 
cautioned about the Hittle Bill vio- 
lations. 

Bibbs reportedly assured the 


March 2—Carrico wrote to the 
Chevrolet zone office, asking for its 
suggested car prices. Chevrolet re- 
plied that the BBB would have to 
get this information from dealers. 

March 3—Bibbs wrote the BBB 
that one of the Grissom complain- 
ants, a Mr. Alsobrook, had given 
the BBB incorrect information 
about Grissom’s. 

However, Alsobrook later notified 
the BBB that he had been given 
an additional discount of $127.50 
and was apparently satisfied. 


Visit to BBB 


AY 23 — Charles Grissom and 
Bibbs visited the BBB offices 





Dealer Wins Ad Awards— 


and Carrico advised them that| Hollywood Ford, Portland, Ore., which 
something would have to be done| has banked heavily on television adver- 
to stop the complaints. The dealer-| tising, has been awarded that city's ver- 
ship representatives were reported | sion of the “Emmy” awards. The “Rosies,” 
to have said there was a $100 pack|-os they are dubbed by Portland's TV- 


on all Grissom deals “because we 
give higher discounts.” 

May co wrote a memo 
to McEldowney that these four 
Grissom complaints were pending: 
1. A complainant said he re- 





Prevue magazine, were presented to the 
dealership’s advertising account executive, 
Howard Garland, left, of Alexander- 
Bailey Advertising. He is being congratu- 
lated by Frank Litwiller, Hollywood gen- 
eral manager. 





| agreed verbally henceforth to (1) 


give a copy of the sales order when 
deals were made, (2) discontinue 
their $3 charge for paper work on 
a sale, (3) discontinue their $100 
pack, (4) give a Motor Vehicle Sale 
form to each buyer, (5) fill out all 
chattel mortgages befare requiring 
buyers to sign, (6) give authorized 
receipts for all monies received, 
(7) permit buyers to select their 
own insurance firm, (8) permit buy- 
ers to select their own financing 
agency and (9) adjust all pending 


complaints. 


+ * 


* 
1956 
|| peter: 1956, the complaints 

against P. L. Grissom & Son 
continued at an increasing rate, 
with upwards of 40 being made. 
BBB officials continued to try to 
make individual settlements. 

Carrico said, “Grissom’s did take 
care of the complaints to some ex- 
tent. As to whether the complain- 
ants were satisfied, this is certainly 
not the case in every instance.” 

March 9—Grissom’s advertised a 
1950 Chevrolet for $295. But when 
prospective buyers went to the 


dealership there was no sign of the| 


ear. The salesmen said they knew 
nothing about any such car. 

When one of the BBB’s shoppers 
asked about the car, he said a sales- 
man told him: 

“That car is sold but we have 
other good cars. Frankly, that ad 


was put in the paper to get people | 


to come in and see our cars.” 

March 15 — The BBB asked 
Charles Grissom to come downtown 
to discuss the latest series of com- 
plaints against his firm. He did not 
appear. 

Apr. 17—Milton S. Healy told the 
BBB that he purchased his ’56 


Chevrolet only after 14 days of| 


trouble for the Grissom people who 
“tried to get me to take a car I 
didn’t want.” 

Apr. 18 — John Omiatek com- 
plained that he had agreed to a 
deal and signed the mortgage and 
bill of sale in blank. When he re- 
turned, he said he found that the 
terms had been upped and he tried 
to back out of the deal. Return of 


|his deposit was refused, he said. 


Omiatek said he was threatened 
with bodily injury by the salesman 


and several others. 
” * = 


Bait Ads Charged 


AY-JUNE — Carrico said that 

about this time the BBB began 
to receive a flock of complaints 
that Floyd and some other sales- 
men were running “bait ads” from 
their homes. Buyers were merely 
asked to make payments of $40 a 
month or so to take the car off 


| hospital. Wife must sell,” and (4) 


|ing insurance papers when he was 





the hands of the “unfortunate in-| 


dividual.” 

One of the most popular themes 
of these ads was: “Husband in 
Hospital. Need money quick.” 
However, a BBB shopper was told 
that the best traffic puller was, 
“Widow must sell.” 

One of these bait ads urged 
people to dial a number which pro- 
duced a tape recording. The record 
said that new cars were available 
for $50 over cost, because Grissom’s 
had a large inventory due to a huge 
fleet order that was cancelled by a 
buyer. 

Listeners were told that no down- 
payment was required and that 
they should see Gardner, the gen- 
eral manager, or Floyd, the sales 
manager. . 

The BBB contended that bait ads 
were illegal, and that it was also 
illegal for a salesman to attempt 
to sell a dealer’s car from his home. 

June 20 — The BBB formally 
asked the prosecutor to investi- 
gate complaints regarding several 
Grissom ads, including the tape- 
recorder ad. 

June 21—Charles Grissom, Bibbs, 
Floyd and a couple of other sales- 
men were called in to the prosecu- 


| July 17. 


Better Business Bureau of Detroit, 


1957 


World Traveller— 


Attracting public attention in the show- 
room of Gallagher Motors, Seattle, is this 
German Lloyd car, en rovte on a world 
tour that to date has covered 25,000 
miles. Looking over the hood, on which 
are inscribed the names of the nations 
visited, are Earl Gallagher, left, Lloyd im- 
porter and distributor, and Wolfram Block, 
Bremen, Germany, owner and driver of 
the car. 





of their previous ads were “fic- 
titious.” 

The corrections concerned ads 
which said (1) “Widow, mother of 
two, must sell,” (2) “Laid off, bank 
repossessing, take over my $51 per 
mo, payments,” (3) “Husband in 


“Financial difficulties force me to 
sell.” 

The correction concluded: 
“These ads were placed to sell 
new cars and the used cars de- 
scribed were not available and 
the hard luck stories were ficti- 
tious. We regret the foregoing 
and have taken steps to prevent 
any possible recurrence.” 

July 5—Grissom wrote the Better 
Business Bureau, promising to dis- 
continue all bait ads. 

July 11—Henry Lawrence com- 
plained to the BBB that Grissom 
sold him what was supposed to be 
a new car but it turned out to be 
a demonstrator. He wrote that he 
was very dissatisfied with the car.” 
Lawrence said he was told that 
the monthly payments would be $56 
and they actually were $81.47, that 
they added accessories, that he 
didn’t get the promised insurance 
and that he was told he was sign- 


actually signing the sales contract. 
He charged he was gouged $604, 
and eventually took a $150 settle- 
ment. 

July 17—Carrico wrote to 
Charles Grissom, listing 22 com- 
plainants. A copy of this letter 
went to Detroit Police Inspector 
Glenn Dodge, of the Auto Re- 
covery Bureau. In a subsequent 
letter, Carrico added a few more 
complaints that had come in after 


The BBB said that Grissom made 
some partial adjustments in these 
cases, but they appeared to be in- 
adequate. 

Late July—-The BBB began to re- 
ceive a new stream of complaints 
against Grissom, alleging the same 
charges, including false and mis- 
leading advertising. 


= * * 
In BBB Publication 
yeAaty August— The Factfinder, 
a monthly publication of the 


reported: “P. L. Grissom & Son, 


tor’s office and warned that they| 


were .using false and misleading 
advertising. 

They later again agreed to stop 
this advertising and also to run 
corrections in all three Detroit 
papers. 


* * * 


Ad Admits Fiction 

Y 2—P. L. Grissom & Son 
published one-column-four-inch 
ads in the Detroit News, Times, 
and Free Press, admitting that four 


‘ % » 
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13 Transistors in Brougham Radio— 





Inc., 6049 West Fort, one of 


the 
most prolific exponents of the >ri- 
vate party’ come-on gimmick, p ib- 
lished a correction on July 2, 1°56 


in all three metropolitan Det) oit 
papers at the request of the Bureau, 

“Subsequently, the following 
written assurance of cooperation 
was received from this dealer: 
‘Please be advised that we have 
stopped all Classified Advertising 
that is in violation of City Ordi- 
nances and the State False Adver- 
tising law. Rest assured that there 
will be no repetition of such ad- 
vertising in the future.” 

Sept. 10—Charles Massey, of Wy- 
andotte, complained to the BRB 
that he made several trips to the 
Grissom showroom and never could 
buy an advertised car. 

Oct. 13 — Elsie Calloway, an 
Ecorse (Mich.) policewoman, sent 
a 5,000-word letter to the BBB, 
alleging that she was tricked into 
the purchase of a car she didn’t 
want and that the cost of the car 
she purchased was boosted from 
$1,800 to $2,970. 

Mrs. Calloway alleged that the 
salesman, Floyd, covered up most 
of the contract when she signed it, 
that he tried to charge her $228 for 
insurance that “only covered the 
car,” and that she would have to 
finance the car at the Merchants 
Bank of Detroit. Carrico estimated 
that about 90 percent of the Gris- 
som complaints involved deals 
financed by the Merchant’s Bank. 

Early November—The BBB offi- 
cials decided that further action 
was needed to curb the Grissom 
complaints, 

So, McEldowney, Kempton and 
Carrico called on Ralph Garber, 
chief assistant prosecutor in 
Wayne County. He assigned the 
case to John Gilmore, an assist- 
ant prosecutor who since has 
joined the Michigan attorney 
general’s staff. 

Nov. 6—Allen H. Eroh com- 
plained that he made a deal with 
Grissom's for a car for 24 monthly 
payments of $55 and later learned 
he was liable for 30 payments of 
$55.92. 

Nov. 26—Loree Walters com- 
plained in a sworn affidavit to the 
Secretary of State that he agreed 
to trade in his old car and make 
monthly payments of $37.85 for a 
new ‘56 Chevrolet. When he got 
home he found that the payments 
were $56.95 a month and that the 
tires from his tradein had been 
transferred to the new Chevrolet. 

When Walters complained about 
the terms to the salesman, Floyd 
was quoted as saying: “Don’t pay 
no attention to those papers.” 

Walters said he was then urged 
to make the higher payments for 
three months and they would be 
reduced. Walters asked to have 
this put in writing and Floyd was 
quoted as saying: “I'm a man of 


my word.” 
> > > 


Memo to Media 


NOVY: 29—The continuing com- 
plaints against Grissom’s caused 
the BBB, in a “service to media” 
memorandum to newspapers and 
radio and TV stations, to urge the 
Detroit papers and radio and TV 
stations to suspend the company’s 
advertising privileges in the public 
interest. 

During the next three months, 
Grissom's ads ceased to appear in 
the Detroit papers, but station 
CKLW-TV continued the Grissom 
advertising and WXYZ-TV added 
a Grissom-sponsored quiz program. 

Nov. 30—McEldowney and Car- 


rico went to the State Capital in 
(Continued on Page 51, Col. 1) 





Thirteen transistors and three germanium diodes are used in the radio which 
Delco Radio division built for the Cadillac Eldorado Brougham. Delco calls it the 
finest automobile radio ever manufactured. It is said to require 90 percent tess 
current to operate and to have an improved reliability factor of at least 50 to one. 
An electric antenna extends automatically when the the radio is turned on and 


retracts completely when the set is turned off. 
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(ase History Dates from 54... 


Complaints Keep BBB 
On Dealer’s Trail 


(Continued from Page 50) 


Jansing to take up the Grissom 
matter with the acting commis- 
gioner of the Banking Department 
and Lee Richardson, director of 
yehicle services of the Secretary of 
State’s office. 

Both departments said they 
wanted to do something about the 
ease and asked that the com- 
plaints be forwarded to them. 


Dec. 1—Samuel Davis complained 
to the BBB and later told the Sec- 
retary of State he bought what was 
supposed to be a demonstrator with 
1200 miles on it from Grissom’s 
and later found it to be a used-car 
with 20,000-25,000 miles on it. 

When Davis asked the Grissom 
salesman for a new-car guarantee, 
he said he was told: “We have been 
doing business for 30 years. Don’t 
you trust us?” 

Davis later wrote to Chevrolet 
and Grissom; subsequently Davis 
was given five new tires and some 
minor repair work. 

Dec. 12—The BBB mailed to 
Roy, of the Michigan Banking 
Department, copies of 39 com- 
plaints received during 1956. 
Fourteen of these complaints in- 
yolved Johnny Floyd. 

Dec. 15—Bibbs, Grissom general 
manager, sent the BBB an affidavit 
in which Allen H. Eroh, who had 
complained Nov. 6 that he was 
gouged $357, declared that he had 
received $50 from Grissom's, that 
he had received a copy of the sales 
contract and that the contract was 
complete. 

Dec. 17—Carrico turned over the 
game complaints on Grissom to As- 
sistant Prosecutor Gilmore. The 
Secretary of State's office asked for 
a summary of the Grissom com- 
plaints. 

Dec. 21—Carrico sent copies of 
the 39 complaints against Grissom 
in 1956 to Sidney Woolner, deputy 
Secretary of State. 

Dec. 28—The BBB mailed copies 
of additional complaints against 
Grissom to the prosecutor, the Sec- 
retary of State and the Banking 
Department. 

> > 7 

1957 
Any January—Bibbs, Grissom 

general manager, sent the BBB 
an affidavit in which Allen H. Eroh, 
who had complained Nov. 6 that he 
was gouged $357, declared that he 
had received $50 from Grissom’s, 
that he had received a copy of the 
sales contract and that the con- 
tract was complete when he signed 
it. 

Jan. 3—John VanderKieboom, an 
immigrant from Holland who had 
been in this country only three 
weeks, complained to the BBB that 
he bought a used car from Gris- 
som's for $1,976. 

However, he was immediately 
displeased with the car. The day 
after buying it, he said, he returned 
to the dealership and said that he’d 
father buy a new car. The sales- 
Man was reported to have said that 
would be fine, but told VanderKie- 
boom that he’d have to keep the 
used car three weeks until title was 
returned, assuring him that he 
would receive the full $1,976 value 
on the new car. 

When he returned in three weeks, 
he said the Grissom people would 
allow him only $1,500 for the used 
car and wouldn’t give him the used 
ear back. 

Early January—Assistant Pros- 
ecutor Gilmore asked that offi- 
cials of the BBB, the Secretary 
of State’s office and the Michi- 
gan Banking Department meet 
in Detroit to discuss the Grissom 


case. 
About this time Grissom lawyers 
meeting with BBB lawyers 
in an effort to get the BBB to re- 
tract its recommendation that the 
Detroit newspapers not accept Gris- 
som advertising. The assumption 
was drawn that the lack of adver- 
tising was cutting into ’57 sales. 

Jan. 7—George Grenon, of subur- 
ban Lincoln Park, complained that 
he had been gouged $360. 

Grenon said that only when he 
got home and read the sales con- 
tract did he understand why, as he 
was signing the contract, a strange 
man diverted his attention by rush- 


















ing into the closing room and shov- 
ing a large pile of papers and mag- 
azines on the floor. He was told the 
overcharge was Federal tax. 


= . +. 
Buyer’s View 
AN, 8—The BBB received a copy 
of a letter sent to the Chevrolet 


zone office by Mrs. Jeanne D. Bron- 
iman, wife of a Detroit fireman. 


After complaining about her 


treatment at Grissom’s, she said: 
“We know that Chevrolet exercises 
only a certain control over your 
dealers. It certainly is not our in- 
tention to threaten or coerce any- 
one. 


“The point is, however, that we 
didn’t buy a ‘Grissom’ car—Gris- 
som is merely your agent. We 
bought a Chevrolet—and unfor- 
tunately even though our new car 
performs to the ‘nth’ degree, we 
are afraid that we shall always 
remember this year’s purchase as 
a sour deal and seals will be driv- 
ing ‘Chevies’ in Anartica before 
we will again enter a Chevrolet 
showroom.” 

Jan. 14—The prosecutor’s meet- 
ing on Grissom was held in Detroit. 
Attending were Gilmore, represent- 
ing the Prosecutor’s office; William 
Roy and J. Leo Green, representing 
the Banking Department; Harry 
Harvey and Roy Gassel, represent- 
ing the Secretary of State, and Mc- 
Eldowney, Kempton and Carrico 
from the BBB. 

At the meeting, about 40 com- 
plaints were reviewed and the 
various agencies were asked what 
action they could take. 

Roy said the Banking Depart- 
ment had been unable to find any 
blank contracts and that he didn’t 
know what action his department 
could take. 

The Secretary of State officials 
reported that they had been inves- 
tigating the case and that 25 sworn 
affidavits had been taken from 25 
Grissom complainants. However, 
they said that any policy decisions 
on the matter would have to come 
from Lansing. 

At the opening of the meeting, 
Gilmore expressed the hope that a 
“proper solution” might be arrived 
at by the joint action of the four 
agencies. 

The Secretary of State’s office 
and the Banking Department ques- 
tioned the prosecutor regarding 
their jurisdiction in the matter. 
The BBB feels that the Motor Vehi- 
cle Act and the Hittle Bill clearly 
gives them jurisdiction. 

ilmore said that because of 
the nature of the complaints, ac- 
tion other than false advertising 
charges, might be proper. 

As the meeting ended, the two 
State agencies were asked to report 
back after checking with their 
offices as to what action they would 
take. 

Jan. 15—Gilmore reported the 
meeting in a memo to Chief Assist- 
ant Prosecutor Garber, adding that 
the agencies would soon report any 
action taken. 

Jan. 31—The Lincoln Parker re- 
ported that John Floyd and two 
other auto salesmen had promised 
postal authorities that they will 
return all the money they collected 
in a mail scheme “aimed at house- 
wives seeking to supplement their 
family incomes.” 

- * * 
More Conferences 
| At January-Early February— 

Secretary of State representa- 
tives held two conferences with 
Grissom officials, reviewing the 
complaints and warning them 
about possible action. 

At these meetings Grissom offi- 
cials were reported to have denied 
that their firm had to the 
nine-point program which Carrico 
claimed they had agreed to in his 
office Dec. 5, 1955. 

They were reported to have ad- 
mitted that they had to 
clean up the pending complaints, 
but it was said the Grissom people 
said they either were unable to 
comply with the other points or 
they would not agree to them un- 
less other Detroit dealers agreed to 
comply. 

Feb. 7—Gilmore wrote the Sec- 


retary of State and the Banking 
Department, asking for a report 
on any action taken in the Gris- 
som case. 

He wrote: “More than two weeks 
have elapsed since that meeting 
and this office has not received 
word from anyone.” 


Feb. 14—Garber reported that the 
Secretary of State’s office and the 
Banking Department had checked 
back with him on the matter and 
that no decision was reached. 

- 7 * 


TV Offer 


EB. 14—One of the latest com- 

plaints against Grissom’s was 
made by Mrs. Marguerite Carlton, 
of Dearborn, who camplained that 
$250 was demanded of her when she 
answered a “no downpayment” ad 
placed by Floyd. 

Mrs. Carlton said: “When I told 
them I was going to the Better 
Business Bureau, Mr. Saleh, the 
sales manager, followed me into the 
street in the rain and begged me 
not to go to the BBB. 

“He even told me he’d put me 
on the Grissom TV show if I 
didn’t complain, He also told Mr. 
Floyd to apologize to me.” 

Feb. 19—McEldowney, Kempton 
and Carrico met with Chief Assist- 
ant Prosecutor Garber to review 
the situation. 

The BBB officials, who were 
asked by the Grissom lawyers to 
recommend reinstatement of Gris- 
som newspaper advertising, wanted 
to find out whether any action 
would be taken first. 

Finally, Garber said: “Bring 
over your best case. If there is 
grounds for a suit, we'll recom- 
mend a warrant.” 

Feb. 25—The BBB brought over 
the case involving Mrs. Carlton 
and one other case. 

The cases were reviewed by the 
assistant prosecutor, and it was de- 
cided that the most solid case would 
be against Salesman Floyd. 

* = + 


Assurances Reported 


EB. 28— After several confer- 
ences between the BBB lawyers 
and Grissom’s lawyers, the BBB 
Factfinder reported that Grissom’s 
had given the BBB seven assur- 
ances regarding its future adver- 





Pennsylvania Proposal 
Would Ban Sunday Sales 


HARRISBURG, Pa—With the 

support of the Pennsylvania Au- 
tomotive Assn., a measure to pro- 
hibit the sale of new and used 
motor vehicles on Sunday has 
been introduced in the Legisla- 
ture. 
It would make Sunday vehicle 
sales punishable by a $100 fine on 
first offense and a $200 fine or 
imprisonment of 30 days, or both, 
for second and subsequent of- 
fenses. The bill has been referred 
to the House Judiciary Special 
Committee. 





tising and sales practices and the 
BBB recommended that newspapers 
reinstate Grissom’s advertising 
privileges. 

The assurances were: 


1. That future consumer com- 
plaints received by the BBB will be 
referred to counsel who shall have 
authority to handle them. ; 

2. That pending complaints will 
be properly settled. . 

3. That any false ads by a Gris- 
som employe will result in prompt 
discharge. 

4. That customers will be given 
a completely filled-out sales order 
at the time of signing. 

5. That chattel mortgages will be 
completely filled out. 

6. That salesmen are to be or- 
dered to tell the customer the total 
cost of a car. 

7. That for the next 60 days all 
Grissom newspaper, radio and TV 
advertising will be submitted to the 
BBB for approval before publica- 
tion and that the company further 
assures the bureau of its intention 
to comply with the approved Stand- 
ards for Automobile Advertising 
and to cooperate fully in the future. 

The Bureau concluded: “The Bu- 
reau has accepted and advised 
media of these assurances, with 
suggestion that advertising privi- 
leges be reinstated and maintained 
so long as the corrective measures 
agreed upon prove effective and 
the pattern of complaint is not re- 
peated.” 

Early March—Mrs. Carlton swore 
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out warrant for Floyd on false ad- 
vertising charge. He was arrested 
and released on bond. 

Mrs. Carlton said she received 
100-150 phone calls congratulat- 
ing her on her action. She said: 
“For two days and an evening, 
we did nothing but answer the 
phone, and we're still getting 
calls.” 


March 13—While an AUTOMOTIVE 
News reporter was discussing the 
matter in the BBB office, the office 
was thrown into a temporary tur- 
moil when one of the BBB readers 
discovered an auto ad in a Detroit 
paper which contained the tele- 
phone number which Floyd has 
been using. 

March 18 — Charles Grissom 
called the BBB office, asking if they 
put the Federal Trade Commission 
on his firm’s trail. The BBB denied 
this. The FTC office in Cleveland, 
which includes Detroit in its terri- 
tory, said no such probe is under 
way. 

March 22—The Detroit office of 
the F.B.I. told Avtomotive News 
that it is conducting an inquiry to 
determine if there is evidence of 
fraud by interstate wires. Sworn 
affidavits have been taken from at 
least one of the Grissom complain- 
ants. 


Fisher Oldsmobile 
Sold to Western 


PORTLAND, Ore. — Joe Fisher 
Oldsmobile has been sold to West- 
ern Oldsmobile, Inc., according to 
Fisher and H. H. Dunham, presi- 
dent of the new firm. 

Western has leased 40 percent of 
the Fisher Building, including show 
room and main offices on W. Burn- 
side and Fourteenth St. 

Fisher said he will use the re- 
mainder of the building and reserve 
the right to use the name “Joe 
Fisher.” He will handle used cars 
pending an early announcement of 
future plans. Dunham formerly was 
an automobile dealer in Bremerton, 
Wash. Fisher has been a new-car 
dealer 32 years, the last 18 in 
Portland. 


Whether you’re renting cloth covers or 
buying greaseproof covers outright, the 
Grip-TEx PLAN saves you substantial 
amounts each month...and you own the 
finest mechanics covers ever made! 


HERE’S HOW IT WORKS: We supply 
you with as many Grip-Tex Seat and 
Fender Cover Sets as you need and you 
take up to 9 months to pay. The average 
shop saves about % per month of the 
cost of renting flimsy cloth covers... and 
we guarantee you af least 15 full months 
of service after your Grip-TeEx Covers 
are all paid for! 


24 Months continuous service: warranty 
... your shop name stamped on... supply 
of Cover Control Cards...all at no extra 
charge! 


Jobber Inquiries Invited 


GRIP-TEX 


Rubber Non-Slip Mechanics 
FENDER & SEAT WORK COVERS 





THE ALLEN-RICK CO. 
333 Culver Bivd., Playa Del Rey, Calif. 


poo 


CHECK THE GRIP-TEX ADVANTAGES! 


¢ Pressure-laminated one-piece all 
rubber construction. 


¢ Cleanable either side with gasoline, 
solvent or detergent solution. 


© Battery-acid proof. 

¢ Sponge rubber back—heavy cord 
reinforcement throughout. 

e Buna (greaseproof) rubber 
compound top. 

¢ Greaseproof binding sewn with 
acid-proof thread. 


You can’t lose! Many of the country’s 
leading dealer service departments 
enthusiastically endorse this Plan. Send 
coupon today for full details and sample! 


“THE ALLEN-RICK CO. 

333 Culver Bivd., Playa Del Rey 1, Calif. 

1 want to save money. Send full details of your 

Save-by-the-Month Pian, including GRIP-TEX mate- 

rial sample. No obligation. 

© Send sample cover for inspection, returnable if 
I don’t agree it’s tops. 

Name 
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Dealer Reaction Is Mixed . 


AUTOMOTIVE NEWS, APRIL 1, 


Ford Pact Accents Performance 


(Continued from Page 1) 


disturbed by a lengthy brochure 
called “Sales and Profit Objectives 
for 57,” which they said prescribed 
difficult 1957 quotas for every oper- 
ation in the dealership. 
* * a 

E contract was new in these} 

respects: 

1. Dealers will receive at least a 
5 percent rebate of the retail list 
price for each new car (excluding 
demonstrators) in their possession 
at the next new-model announce- 
ment date. 

However, this allowance need not 
be paid if the company offers an 
“incentive, allowance or rebate” for 
cleaning up inventories during the | 
last 120 days of the model year. 

2. Dealers have the option of a | 
one-year, five-year or continuous | 
contract. 

While apparently the one-year) 
and five-year contracts are cancel- 
lable only with cause, there is a) 
lengthy listing of possible causes 
for termination, including a much} 
greater emphasis on “sales per-| 
formance” than the previous agree- | 
ment had. 

Many Ford Motor dealers were 
surprised at this because the GM 
pact of ’56 emphasized “the elim- 
ination of registration figures as) 
the sole criterion of dealer per-| 


formance.” 
* = a 


Skeptical of Changes 

OME dealers felt that the only 

change in the contract was the | 
offer of a continuous contract. 

But they were dubious about ac-| 
cepting the continuous contract be- 
cause it permits the company to 
terminate a dealer “at will” on 120 
days’ notice. 

The one-year contract actually | 
runs 1% years, expiring Sept. 30, 
1958. The five-year contract runs | 
5% years, expiring Sept. 30, 1962. | 

Dealers are still permitted to! 
terminate a franchise on 30 days’| 
notice. 

3. The Ford pact carefully dupli- 
cates the GM agreement in offering 
to repurchase at a fair market price 
on termination all tools and spe- 
cial equipment purchased by the 
dealer in the previous three youes. | 

= - 7 

THIS respect, some dealers) 
said the former Ford contract) 
was superior to the new agreement) 
and to the new GM contract in 
that it offered to repurchase this 
equipment regardless of when it 

was purchased. 

4. The company now will either 
buy or lease for one year the | 
premises of a terminated dealer. 
At termination, the company will 











make an offer for the premises 
and the dealer has 15 days to ac- 

cept it or reject it. 

An interesting point in both the 
Ford and GM contracts is that all 
company offers to help a _ termi- 
nated dealer to dispose of his prem- 
ises are void if the dealer does not 
withdraw completely from the new- 
car and used-car business in the 
general area. 

5. The company also will buy 
back certain parts, accessories and 
signs of a terminated dealer. 

6. The “successor clause” is bol- 
stered and elaborated upon. 

of cad * 


GM Clauses Omitted 


IN CONNECTION with the re- 

* cent elimination of Ford’s 
dealer cooperative advertising, the 
contract provides that the company 


|¢gan collect only such sums for ad- 


vertising and sales promotion as 
are authorized by the dealer. 

While the new Ford contract has 
the identical number (34) of major 
clauses in the GM agreement, the 
Ford pact lacks these items: 

1. There is no parts obsolescence 
plan whereby a dealer can return 
4 percent of his parts at the end of 
every year. 

The company offered this clause 
to the dealers, but the National 
Ford Dealer Council unanimously 
turned it down because the com- 
pany, in return, demanded that 
the dealers give up their tradi- 
tional semi-monthly 2 percent 
cash rebate on parts and acces- 
sories. GM dealers do not receive 
this rebate. 

Since the company was willing to 
trade this 2 percent rebate, many 
dealers felt that it should have 
been included in the new contract. 

2. There is no plan which per- 
mits dealers to return any new 
part within 90 days after purchase 
from the factory or any new acces- 
sory within 30 days after purchase. 

* * 


large dealer said this was a! 


particularly valuable clause, es- 
pecially at new-model time when 
the dealer has only the vaguest 
idea of what parts and accessories 
he'll need. 

3. No addendum to the con- 
tract, as the GM dealers have, 
promising a moratorium on the 
establishment of new dealerships. 
Ford dealers were promised that 
they would be consulted before 
new outlets in their area are 
opened. 

4. No addendum, as the GM deal- 
ers have, permitting a dealer’s 
widow to share in the profits of a 
dealership for five years after the 
dealer's death. A Ford dealer’s 


Singapore’s Extra Tax 
Protects Ties to Empire 


Eprror’s Nore: Mrs. George M. 
Slocum, chairman of the board of 
Avtomotive News, is on a world 
cruise contacting key auto dealers 
and distributors on business con- | 
ditions. Here is another of her re- | 
eee: * * * | 


By Mrs. George M. Slocum 

Chairman, Automotive News | 

SINGAPORE. — This British 

Crown Colony of more than 1,100,- 

000 population provides a small but 

growing market 

for right-hand- 

drive vehicles, 

mostly of Cana- 

dian and British | 

manufacture. | 

Save for cars| 

of high - ranking 

persons, Singa- 

pore and Malaya 

do not permit) 

left - hand - drive 

cars on their 

roads. Many U. S. 

and Canadian makes not available | 

with right-hand drive, thus, are not | 
importable. 

Outside of the British manu- 
facturers, Canadian subsidiaries 
of U. S. concerns are the chief 
auto vehicle sources. This is due 
to the additional 15 percent tax 
on all cars of “foreign” manufac- 
ture. 

Delivery this year of 13,000 new) 


cars of all makes and 3,500 new 
trucks was forecast by G. W. Mil- 
lard, director of Orchard Motor Co., 
Ltd. (Chevrolet - Oldsmobile - Cadil- 
lac.) 
+ = = 
N SPITE of the “foreign” car tax 
and belated development of high- 
ways in the Malayan interior, Mil- 
lard reported that the seller’s mar- 
ket is coming to an end and the 
used-car market is playing a more 
important role in new-car selling. 
Orchard Motor maintains its 
own body-building facilities and 
reassembly plant. The plant cur- 
rently is testing manufacture of 
aluminum alloy bodies in an oper- 
ation capable of building 42- 
seater buses or all-steel dump 
bodies. 

British Vauxhall cars and Bed- 
ford trucks make up the lion’s share 
of Orchard’s business. Only a few 
Chevrolets are available from Can- 
ada in right-hand drive. Neither 
Oldsmobile nor Cadillac offers RHD. 

The “foreign” car excise of 15 
percent applies to cars of less than 
50 percent British Empire content. 
There is an across-the-board tax of 
10 percent on all cars, in addition 
to the registration fee. 

Orchard Motor and its associated 
companies operate 11 branches 
th t Malaya and British 
N Borneo, This number “con- 
tinues to increase with our ever- 
expanding business,” Millard said. 





widow can participate for one year 
in the profits under an “interim 
agreement” which also covers part- 
ners and other stockholders. 

Ford previously had given its 
dealers two major concessions—the 
100 percent warranty feature and 
up to $100,000 in dealer insurance 
at an attractive premium. This in- 
surance program also becomes ef- 
fective today (Apr. 1). 

a” * * 


Exclusive Feature 


NE Ford concession never has 

been offered in all details by 
any other manufacturer. This pro- 
vides for the billing of dealers for 
cars when they arrive, rather than 
when shipped. 

Several dealers complained that 
the new Ford franchise was the 
most legalistic and difficult-to- 
understand document they had ever 
seen. 

Many were frankly puzzled as to 
the objectives of some of the 
clauses in the new contract. 


One clause, labeled “Acts in Good} 


Faith,” was interpreted by one 
dealer as the reply to the dealer 
legislation enacted last year. 

In part, this clause says, 
“Dealer agrees not to claim it 
(termination) constitutes, or is, 
evidence of coercion or intimida- 
tion or threat of coercion or in- 
timidation or action by the com- 
pany not in ‘good faith.’” 


Another clause, labeled “Oppor-| 


tunity to Cure Failure to Perform,” 
read, “Notwithstanding anything 
herein to the contrary, the com- 


pany shall give dealer a reasonable | 
opportunity to cure any failure by) 
the dealer to fulfill or perform any) 


duty, etc.” 

Some dealers also were curious 
about the meaning of the contract's 
“Preamble” which spelled out at 
much greater length than the pre- 
vious agreement the company’s 
problems and the dealers’ responsi- 
bilities. 

- . = 


Meetings Called 


EALERS in several cities re- 
ported they reacted in much 
the same fashion as an Ohio dealer 
who said: 
“They brought in all the Ford 
dealers from a couple of zones. The 


zone manager passed out the new) 
contract, hastily going over some) 


of its main features. It sounded 
pretty good. 

“But after we got back home 
and began reading it, the bomb- 
shell dropped and we began 
quickly calling around to sample 
other reaction. Then we called a 
meeting of all the dealers to fur- 
ther go over it. We’re going to 
have some more meetings. But, 
we'll all probably sign the thing.” 

Dealers in many other towns 
were also holding meetings regard- 
ing the new contract. 


One Minnesota Ford dealer spoke | 


very favorably about the new con- 
tract. He said he was satisfied that 
he could work with the new con- 
tract and that the company policies 
had greatly improved. 

* ~ . 


HE SAID, “The overall picture} 
any) 


is very good. After all, 
agreement is only as good as the 
people behind it.” 


An Ohio dealer said, “I don’t 
see that it’s changed too much. 
I’m satisfied with this contract. 
And I was also satisfied with 
the old one. But we’re going to 
hold another meeting in the hotel 
about it.” 


A Michigan dealer, who previ- 
ously had been pro-factory and op- 
timistic about recent dealer devel- 
opments, said, “This contract offers 
no new advantages to the dealer. 
They got the dealer all wrapped 
up. They can complain about any 
dealer who isn’t No. 1 in the U. S.” 

Another Ohio dealer commented, 
“They're not going to cancel you 
if you move the cars.” 


--JosePpH M. CALLAHAN. 


Ontario Transport 


TORONTO. — A new provincial 
Department of Transport is being 
established to devise a weight- 
distance method of taxing Ontario 
motor vehicles. It also will take 
over responsibility for licensing 
motor vehicles and promoting traf- 
fic safety programs. 


New Store, New Car— 


the dealership. 





Confidant of Fords, 
Ed McFee 


DETROIT. — Edwin L. McFee, 
lonetime confidant of Henry and 
|Edsel Ford and later assistant to 
the president of Houdaille Hershey 
Corp. for more than 21 years, died 
|March 24. 


Co. as secretary to Charles Soren- 


lof the Rouge plant and was sent 
|out to supervise the building of the 
plant by Sorensen and Henry Ford. 
He later was Ford branch man- 
ager in Louisville, and also served 
as superintendent and as busi- 
ness manager of Henry Ford 

Hospital, Detroit. 

In the early days of the depres- 
sion, Mr. McFee purchased a Ford 
dealership in Roanoke, Va., and 
many of his sales and service in- 
novations became the “book” for 
Ford dealers of his day. 

In 1934, he returned to Detroit 
to join Houdaille-Hershey as as- 
sistant to the president with con- 
tacts with banks and other finan- 
cial interests as his main work. 
He retired in 1955. 


A. P. Warner, 86, 


Speedometer Inventor 

| BELOIT, Wis. — A. P. Warner, 
| 86, inventor of the magnetic speed- 
lometer and holder of more than 
100 industrial patents, died March 
22. He was co-founder of Stewart- 
Warner Mfg. Co. and founder of 
Warner Co. He also invented an 
electric brake and clutch system 
for industrial machines. 

To advertise his speedometer, Mr. 
Warner placed a giant model of it 
atop his car and travelled across 
the nation. In Washington, he 
parked in front of the White 
House, where it drew the attention 
of President Theodore Roosevelt. 
The President eventually toured 
the city in the display car with 
Mr. Warner. 

* 7 * 
Lewis L. Hains 

NORTH OGDEN, Utah. — Lewis L. 
Hains, 79, a retired automobile dealer, 
died March 17. Mr. Hains, who headed 
Ogden Motor Car Co, until he retired 
in 1941, was a past president of the 
Ogden Automobile Dealers Assn. and a 
past vice-president of the Utah Automo- 
bile Dealers Assn. 

* 7 * 
Sam Hunnicutt 

CHICKASHA, Okla. — Sam Hunnicutt, 
66, local automobile dealer, died March 11, 
following a long illness. 

~ ~ 
Ernest Mortenson 

DETROIT.—Ernest Mortenson, 64, until 
retirement president of Wesson Tool Co., 
died March 22 in Alpena, Mich. Mr. Mor- 
tenson joined Wesson in 1938 as superin- 
tendent and“was elected president in 1954. 

~ or * 
William D, Newman 

SPRINGFIELD, Ill. — William David 

Newman, 74, a retired Chrysler-Plymouth 


dealer, died unexpectedly March 21 at his 
winter home in Miami. He was associa 





| with the Newman Brothers dealership here 


Mr. McFee joined Ford Motor | 


sen. He later was made chief clerk | 


|} and president of Given Motors, Inc. 





Werner Motor Co., Summit, N. J., displayed a 1957 Imperial two-door hardtop at 
the opening of a new suburban department store and gained both sales and prospects, 
A picture of the disploy appeared in all nearby newspapers in an ad sponsored by 


Obituaries 


for 20 years prior to his retirement in 
1952. 
* * * 


Edward Walker Sojurner 
MARION, 8S. C. — Edward Walker So- 
journer, 51, owner of Marion Motor Co., a 
director of the Marion National Bank and 
active in civic and religious circles here, 
died March 20, at a Florence hospital. 
* * * 


Robert H. Hays 
EAST LIVERPOOL, O.—Robert H. Hays, 
president of Hays Motor Co. and Hays Oil 
Co., died March 15 following a heart at- 
tack while vacationing in Tampa, Fla, Mr. 
Hays, 52, was a Republican candidate for 
mayor of East Liverpool when he died, 
* * * 
Ruby E. Bailey 


PADUCAH, Ky.—Ruby E. Bailey, 65, 
who opened the first GM dealership in 


| Benton, Ky., in 1926, died March 19, at the 


Baptist Hospital in Paducah. 
* * * 
Reginald F. Given 
DETROIT.—Reginald F. Given, 60, owner 
(Lin- 
coln-Mercury), died March 24. Mr. Given 
was born in Millbrook, Ont., and came to 
Detroit 30 years ago, He had been presi- 
dent of the dealership 11 years. 


15% of Families 
In Philadelphia 
Are 2-Car Units 


PHILADELPHIA. — Fifteen per- 
cent of the Delaware Yalley’s car- 
owning families are now in the 
“extra-car” class, and in the subur- 
ban counties of Philadelphia 17 per- 
cent are in the multiple car owning 
bracket. 


This was shown in a major market 
study conducted for the Philadelphia 
Inquirer by Alderson & Sessions. 


The report was based on a care- 
fully designed probability sample 
covering the entire Philadelphia re- 
tail trading area. It is being pub- 
lished under “The Families of the 
Delaware Valley.” It provides a 
record of the 1,457,000 families of 
the market. 

Among its 87 tables are several 
dealing with. car ownership. They 
indicate that 56 percent of the 
family cars were bought new and 
that about 40 percent are less than 
three years old. 

The report shows Chevrolet as 
the leader, with 22 percent of the 
field; Ford, with 17 percent; Plym- 
out, with 12 percent, and Buick, 
with 9 percent. Among the families 
covered by the Inquirer, Buick is 
at a virtual standoff with Plymouth, 
between 11 and 12 percent. 

A total of 1,034,000 families own a 
car out of the 1,457,000 familes in 
the Delaware Valley area. Of this 
total, 133,000 families own two cars 
and 16,000, three or more cars, 


Caron Leaves 
Chrysler Ad Job 


DETROIT. — John H. Caron, 
advertising manager of Chrysler 
division, has retired after 22 years 
of service. 

Caron first joined the division in 
1926 and remained until 1930 when 
he took a position with an advertis- 
ing agency. He rejoined the division 
in 1939 as director of sales pro- 
motion, In 1945 he was named ad- 
vertising manager, the post he held 
until retirement. 
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Week Week Jan. 1 Jan, 1 
Ended Same Ended Total To To 
March Week, March Output, March March 
30,1957 1956* 23,1957 March 31, 1956* 30, 1957 
AMERICAN MOTORS — 2,430 1,580 2,351 10,180 42,262 24,777 
IONE o cnscasevesessvcsroesocee 150 73 62 333 3,285 790 
a 130 415 133 572 8,691 1,663 
; IN id csineazenevvedistuses 2,150 1,092 2,156 9,275 30,286 22,324 
CHRYSLER CORP. ...... 26,775 17,923 29,785 121,694 254,050 369,836 
SIDE Whedvceeceavernssicceecs 2,775 2,348 2,784 12,609 32,027 39,470 
II, < Gesicbidivexsatsente 1,150 168 1,155 4,798 3,797 12,160 
DeSoto 3,050 2,217 3,087 12,851 32,738 43,845 
SD. eiaidbuchertionieuiowsets 6,500 3,682 7,368 29,485 54,797 84,182 
PAYMROUt .................006 18,900 9,508 15,391 61,951 130,691 190,179 
FORD MOTOR. .............. 41,455 34,939 42,410 180,344 441,168 545,595 
CNGMMDOMNONNE ..ccccssccsccssees 30 27 30 127 7167 278 
NEE althasvectdiheohecieidbusstededl 33,175 28,854 34,427 142,867 362,457 429,791 
SE. tcibdicialivcsiccieniellbtcie 925 888 741 4,017 14,096 14,266 
SEIT Sexdechledisenkadiocien 7,325 5,170 7,212 33,333 63,848 101,260 
GENERAL MOTORS .. 58,586 68,437 62,309 260,375 966,994 832,208 
EE Si iaddivinlempichinisinedindh 8,086 §=11,719 9,296 39,949 191,392 140,223 
IR ivesicedhdnAicsisiatsones 3,360 3,327 3,371 14,150 43,235 42,693 
| ee 29,300 37,786 31,613 127,652 468,429 404,068 
IED  <cncusccstesdigsoncs 9,340 8,429 9,378 41,644 149,532 130,217 
IN? Sidlkscteintiatendinusdctiadden 8,500 7,176 8,651 36,980 114,406 115,007 
nent in ESE | 2,902 1,791 7,489 38,460 20,646 
IIE “iacadcaGiSdsmobiayeun 290 919 290 1,276 7,047 5,018 
. Studebaker .................. 1,450 1,983 1,501 6,213 31,413 15,628 
“Co. | Total Cars, U. S...........130,986 125,781 138,646 580,082 1,742,934 1,793,062 
ek ¢afn) 
. nere, Revised. 
Al, 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
. Hays, Week Week Jan.1 Jan. 1 
ays Oli Ended Same Ended Total To To 
art at- March Week, $$ March Output, March March 
=. r~ 30,1957 1956* 23,1957 March 31, 1956* 30, 1957 
lied. ' CHEVROLET 6,200 7,504 7,279 29,641 106,589 93,000 
DIAMOND T 90 102 95 353 1,257 1,045 
DIVCO 80 73 80 337 1,160 1,006 
hip in | DODGE 1,300 1,858 1,808 7,454 22,236 22,640 
I ccna 7,930 6,768 7,794 28,628 83,137 84,129 
EE ae 1,500 2,148 1,530 5,772 27,340 19,264 
INTERNATIONAL 2,257 3,169 1,812 7,929 38,688 23,261 
Lu | MACK . 360 389 361 «1,501 4,913 4,813 
a on REO ...... 80 74 71 310 938 863 
presi. | STUDEBAKER .... 250 «231 40s 282si«i OSS isi, S«8, 098 
WHITE 355 330 352 1,434 4,989 4,300 
EE Sonor 1,650 1,172 1,671 5,046 16,965 17,899 
MISCELLANEOUS*** 53 45 57 221 997 697 
Total Trucks, U. S..... 22,610 23,913 23,142 89,689 312,620 276,015 
Total Cars, Trucks, 

EE Accibeccossientahts .....153,596 149,694 161,788 669,771 2,055,554 2,069,077 

| per- 

. car- Total Cars, Trucks, 

ane Canada ..................... 11,083 10,000 10,843 46,706 106,257 125,803 
ubur- 

| per- Grand Total, 

yning Cars and Trucks, 

U. S. and Canada....164,679 159,784 172,631 716,477 2,161,811 2,194,880 
arkeet "Revised. Misceliancous includes Corbitt, Marmon-Herrington, Federal, F o u r-Wheel 
iphia Drive, ete 
is. oe. 
care- N.B.: All U. S, totals include cars and trucks for military orders. 
mple ***Autocar, Freightliner and Sterling are included in White totals; Brockway included 
a re- in Mack totals. 
pub- . 

mi fA G 
«': | Merger of Auction Groups 
s of 
a | Is Advocated by Anspach 
ey 
_ the ALBANY. — Operators of whole-| Anspach also reported that NAAA 
and sale used-car auctions last week | has voted to discontinue the fee of 
than Were urged to band together “for | 25 cents per car reserved for auc- 
t greater understanding, benefits and|tion advertising. The step was 
: che harmony” by Tim Anspach, newly | taken, he said, because it was felt 
7” elected president of the National|that larger auctions were paying 
en Auto Auction Assn. more than their fair share. 
fii , Anspach, who owns Tim Ans- | The new president also called on 
: is pach Auto Auction here, told |™ore auctions to support the as- 
he NAAA members that “closer ties |S°Cciation’ s special insurance ar- 
— must be cemented” between their |T@ngement whereby both checks 
me own group and auctions in the |2"4 titles are insured for 75 cents 
s in west, Most of the latter belong | P&T C4. E 
this to the Western Auto Auction The association, he said, had 
cars Assn. pledged that 20 auctions would in- 
‘ “All auctions in the nation should | SUre at least 2,000 oe a — e 
have the advantage of the best in-|Teturn for the special ra * vallin 
formed judgment about what is go-|that the association was falling 
ing on at every auction. slightly short on both counts. 
“All members must be alerted Anspach was elected at the 
and have a genuine understanding| association’s recent meeting in 
i of the problems that may arise in| Miami Beach, Fla. He succeeds 
sler the months ahead,” Anspach said.| Carl E. Marker, Ft. Wayne, Ind. 
~ars = “We must have one organization| Elected vice-president was 
for the good of our future security.” |Thomas Beasley, Nashville, Tenn., 
1 in _Anspach said auction operators|and reelected secretary-treasurer 
hen ust unite to combat legislation|was Jacob Ruhl, Manheim, Pa. 
tie. at would “prove detrimental” to| Directors are L, G. Tribble, Ware- 
ion e auction business and that check| house Point, Conn.; David B. Spiel- 
oro- d title information must be more|man, Brooklyn, and Fred Brown, | 
ad- losely screened. Paducah, Ky. ; 
1eld “West and East must merge NAAA’s summer meeting is} 
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nto one national group,” Anspach 
iterated. 





scheduled Aug. 10, with Omaha as 
the place tentatively selected. 


Saturday operations helped drop 
Chrysler Corp. output from 29,785 
units a week earlier to an esti- 
mated 26,775 cars last week. Also 
affecting corporation output was 
the continued strike at its Los An- 
geles plant. 

Plymouth turned out an esti- 
mated 13,300 cars last week, com- 
pared with the 15,391 assemblies 
the previous week, when the divi- 
sion worked both its Detroit and 
Evansville (Ind.) plants on Sat- 
urday. 


Among the other divisions, Dodge 
dropped from 7,368 units the previ- 
ous week to 6,500 last week; DeSoto 
was off from 3,087 to 3,050; Chrys- 
ler off from 2,784 to 2,775, and Im- 
perial off from 1,155 to 1,150. 

ae * * 

F..ORD division’s 1,352-unit decline 

from the previous week’s level 
dropped Ford Motor output from 
42,410 units a week earlier to an 
estimated 41,455 assemblies last 
week. 

Mercury worked only its Wayne 





Gas Tax Hiked 
By Three States 


NEW YORK.—Three states have 
increased their gasoline tax and a 
fourth has reduced its rate, accord- 
ing to the American Petroleum In- 
dustries Committee. 

A two-cent hike went into effect 
March 15 in Indiana, making the 
total 4 cents a gallon. South Dakota 
has raised its tax one cent a gal- 
lon, effective July 1, bringing the 
total to 6 cents on gasoline and 7 
cents on diesel fuel. Utah has hiked 
taxes by one cent on both gasoline 
and diesel to a total of 6 cents on 
both, effective May 14. 

Montana has approved a one- 
cent reduction in its 7-cent tax, 
effective Jan. 16. 


‘Soft Sell,’ 


(Continued from Page 6) 


cinnati area, offered $10 cash to 
anyone who got a Jennings offer 
and then, within two weeks, pur- 
chased a car in Buick’s price class. 
That price class, it said, includes 
all U. S.-made cars except Ford, 
Chevrolet and Plymouth. 
* > > 

=a. your car is worth 

whatever it takes to trade,” 
counseled Charlotte Motors, Inc. 
(DeSoto-Plymouth), Charlotte, N.C. 
The firm’s motto is, “Destined to 
become the South’s largest DeSoto- 
Plymouth dealer.” 

Dutch O’Neal Ford, New 
Orleans, and Davenport - Lewis 
Chevrolet Corp., Portsmouth, Va., 
offered big savings on demonstra- 
tors. Both firms explained that 
their sales forces get new demos 
at this time of the year. 
Warehouse sales—“We're loaded 
and must make room...” — were 
announced by Muller - Gordon, 

Berkeley, Calif., and Harvey Mo- 
tors, Oakland, Calif. Both are 
DeSoto - Plymouth outlets. Harvey 
also offered a half-gallon picnic 
thermos “for just letting us figure a 
| deal for you.” 
* cd * 

MAF dealers don’t quote prices 

just terms. Examples: William- 


Corpus Christi, Tex.—$189.95 down 
and $55 a month for a Plymouth, 
Perkins Motors, Inc., Hayward, 
Calif—$400 down and 3% percent 
of bank-loan balance each month 


son Motor Co. (Chrysler-Plymouth), | 





for a Mercury. 

In Atlanta, three ads of this 
type appeared on the same page. 
Nally Chevrolet mentioned 9 per- 
cent down; Boomershine Pontiac, 
$390 down and $18.90 weekly for 
a four-door hardtop, and Frank 
Graham Co. (Lincoln-Mercury), 
$365 down and $78.85 a month 
for a Monterey two-door sedan. 
None of the above ads said how 

many months. 
Comparisons with Ford, Chevro- 
‘let and Plymouth were the basis of 


| 





Tops Year Ago Slightly .. . 


Output Totals 130,900 
As Big 3 Cut Pace 


(Continued from Page 1) 





(Mich.) plant a full five days last 
week, but jumped assemblies 
from 7,212 units the previous 
week to 7,325 last week. The divi- 
sion’s Los Angeles and Metuchen 
(N, J.) plants worked only four 
days last week, while its St. Louis 
units worked through a half day 
Friday. The previous week its 
Los Angeles, St. Louis and Wayne 
plants were down Friday and no 
plants worked Saturday. 

Ford division, which worked only 
its Long Beach (Calif.) plant last 
Saturday, compared with three 
plants on a six-day schedule the 
previous week,-dropped from 34,427 
to 33,175 assemblies. 


* * * 


7, Ren, which worked five days 
last week, compared with four 
the previous week, upped its output 
from 741 to 925 units. Continental, 
which is built on the Lincoln lines, 
remained steady at the 30-cars-a- 
week level. 

American Motors was the only 
car manufacturer to hike output 
over the previous week—jumping 
from a corporate total of 2,351 
units the previous week to an 
estimated 2,430 last week. 

The difference came at Hudson, 
which upped its projections from 
62 units the previous week to 150 
last week. Nash was off from 133 
to 130 and Rambler down from 
2,156 to 2,150. 


+ on +. 
A 51-UNIT decline in output at 
Studebaker dropped Stude- 
baker- Packard production from 
1,791 units the previous week to 
1,740 last week. 

Packard remained even with 
the 290 cars assembled the pre- 
vious five work days, but Stude- 
baker slid off from 1,501 to 1,450 
assemblies. 

A 1,079-unit decline in truck out- 
put at Chevrolet was the big factor 


in holding commercial-car produc-| makes auto, truck and tractor tires, 
tion to an estimated 22,610 units’ has about 3,400 employes. 


‘Hard Sell’ Clash in Ads 


ads for Elliott Buick Co., Provi- 
dence, and Lee Vaughan Buick Co., 


Little Rock, Ark 
* 
petssorrs price chart compared 
a Buick Hardtop with competi- 
tive models, all equipped with auto- 


Dealership School 
At Ford Division 
Is 10 Years Old 


DEARBORN. — Ford division's 
merchandising school last week 
celebrated its 10th anniversary with 
graduation of its 57th class of per- 
sonnel in training for dealership 
management posts. : 

Since the school began in March, 
1947, more than 60 percent of the 
students have become dealers, sales 
managers or general managers, ac- 
cording to John Heflin, manager. 
A total of 3,843 have attended the 
school for three or four-week peri- 
ods. Five graduates are members of 
the present National Ford Dealer 
Council. 

The 57th class includes 45 from 
27 states who have completed study 
in subjects ranging from business 
management to merchandising of 
new and used cars and trucks. 

Since the original class was held 
in the Henry Ford Trade School, 
the scope of subjects has increased. 
Now, with merchandising school 
classrooms located on the Fairlane 
estate, a total of 43 classroom ses- 
sions, discussions and tours are 
held for dealership personnel, 

A faculty of 33, among them top 
Ford management, give classroom 
talks and demonstrations, and en- 
courage discussions among the 
students. Instructors are from 
dealer relations, car and truck mar- 
keting (both new and used), depot 
operations, fleet sales, parts and 
service operations, parts and acces- 
sories merchandising, business 
management and dealer advertising 
departments. 


o > 





53 


last week. The previous week the 
truck manufacturers turned out 
23,142 units. 

Canadian car-truck assemblies 
were up from 10,843 units the pre- 
vious week to an estimated 11,083 


vehicles last week. 
a * + 


Mercury Lays Off 1,700 


At St. Louis Plant 


ST. LOUIS.—The second shift, in- 
volving about 1,700 workers, will be 
laid off today (Apr. 1) at the Mer- 
cury assembly plant in Hazelwood, 
according to an announcement by 
J, B. Howard, resident manager. 

About 4,065 persons are currently 
employed at the plant and the com- 
pany said that production sched- 
ules were being revised because 
dealers now have adequate stocks 
which can be maintained without 
using the second shift. 

The plant has been turning out 
620 autos per day and it is expected 
that production will be reduced to 
320 cars per day. The second shift 
has been operating since January, 
1955. 





* * * 


Auto Cutbacks Idle 
1,000 in Buffalo Area 


BUFFALO. — Cutbacks by the 
auto industry have caused an em- 
ployment drop of nearly 1,000 at 
local automobile and parts plants, 
according to the State Labor De- 
partment’s employment division. 

A survey, based on employment 
in mid-February, showed that “auto 
jobs had declined for the first time 
since last fall” and that “most auto 
parts producers in the area had 
trimmed their staffs,” said division 
Supt. Leo A. Sweeney. 

: . + 


Tire Plant Lays Off 400; 
Blames Auto Schedules 


EAU CLAIRE, Wis. — Approxi- 
mately 400 employes of the local 
plant of United States Rubber Co. 
will be laid off at the end of this 
week, according to Frank A. Cobb, 
plant manager. He attributed it to 
a reduced schedule for production 
of passenger car tires. 

The company could give no as- 
surance as to the duration of the 
layoff, which will affect recent em- 
ployes. Currently the plant, which 


matic transmission, radio and 
heater, while Vaughan compared 
such features as horsepower, 
torque, compression ratio and 
wheelbase. 


Vaughan concluded, “You're 
probably paying for a Buick! 
Why not drive a Buick.” 

Spaniol Ford Co., Hobbs, N. M., 
offered a rebuttal. It compared a 
Fairlane 500 four-door sedan with 
Oldsmobile, Dodge and Buick 
models. As might be expected, 
Spaniol found that the Fairlane 
500 “price advantage” allowed the 
buyer to add several optional items 
“and still have money left over.” 

: o 7 


Maryland Outlaws 


Bait Advertising 


ANNAPOLIS, Md.— Gov. Theo- 
dore McKeldin has signed a bill 
which makes it unlawful to pub- 
lish, disseminate or circulate in any 
way an advertisement describing 
merchandise when the intent is not 
to sell such merchandise. 


Maximum penalties under the 
law are a $500 fine or 12 months in 
jail. The measure is similar to an 
ordinance enacted last year by the 
Baltimore City Council. 


Mobilgas to Offer 
Superfuel Apr. 1 


LOS ANGELES. — Mobilgas 
Special for 1957, a superhigh-octane 
blend, will go on sale Apr. 1 in 
General Petroleum’s Mobil service 
stations in seven Western states. - 

The fuel, said Baxter ae 
marketing vice=president of 
Petroleum, contains a comb ion 
of chemical additives termed 

These are designed, he said, 
prevent misfiring, icing and pre” 
ignition and to clean carburetors 
and keep them clean. The new fuel 
will first be available in California, 
Arizona, Nevada, Utah, Oregon, 
Washington and Idaho. 








Car Inventory Cut Re 
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Romney, Wolfson in Accord 


(Continued from Page 2) 
cut (C-192) and one 1-col cut (C-193 
credit,” Romney said. “One or 
two of the companies he listed 
as possible material for acquisi- 
tion are controlled by the Wolfson 
interests.” 

The AMC president and chair- 
man said a “specific acquisition” 
was: discussed with Kelvinator in 
mind as parent operation, but no 
corporate possibilities were men- 
tioned publicly. 

Spiking oft-published rumors 
about automotive curtailment, 
Romney chided the newsmen for 
what he called the “many mock 
burials” given the Hudson and 
Nash cars. He said the 58 models 
of these lines were tooled up and 
preliminary work had begun on 
59’s and ’60s. 

Romney speculated that the re- 
port of a Rambler sale to Chrysler 
Corp. may have arisen from a re- 
cent conference he had with L. L. 
Colbert, Chrysler president. 

The conference dealt with busi- 
ness of the Automobile Manu- 
facturers Assn., of which Romney 
is president and Colbert vice- 
president, and not with Rambler’s 
future, the AMC chief said. 

Wolfson announced he would vote 
for reelection of Romney at AMC’s 
next annual meeting in February, 
1958. 

“Mr. Romney and I,” Wolfson 
said, “found ourselves in accord on 
the objectives of American Motors.” 

The two will meet again early 
this month at an undisclosed place. 

“Wolfson,” Romney said, “does 
not want to function in any Ameri- 
can Motors capacity other than as 
a stockholder.” 

The financier declined to be- 
come an AMC director, Wolfson 


Reporters noted that Romney 
brought back from Florida a 
Merritt-Chapman & Scott annual 


Munn 


(Continued from Page 3) 


If, in. spite of all these disadvan- 
tages, you still feel that you must 
continue on the open account basis, 
we recommend that you at least put 
up in one or more conspicuous 
places in your service department a 
sign such as this: 


To Serve All Customers 
More Promptly, 
Efficiently and Economically . . . 
On Repair Work, 

Parts and Accessories 
OUR TERMS ARE CASH 


Ask About Our 
Budget Payment Plan 


Influence Customers 


S°c# a sign will do two things. 
It will avoid dickering with 
transients and others who come 
into your place of business, by 
making it known that you expect 
eash from people who are prepared 
to pay. And it will cause those 
people, to whom you extend credit, 
to feel they are being especially 
favored and influence them to be 
more prompt in paying their bills. 
We recommend that curtly- 
worded signs such as “All Parts and 
Service Strictly Cash” be replaced 
by the one above, which says the 
same thing but expresses the policy 
in terms of benefit to your cus- 
tomer. If you don’t want to include 
reference to the budget plan, that 

line can readily be eliminated. 
This is the first installment on 
brief series urging you to con- 
your on a cash 

and 


ver 
are interested in the sub- 
keep this installment so that 
-Mmay eventually have the com- 
file to enable you to make 
own decision. 





report, from which he made the 
observation that Wolfson had mul- 
tiplied the enterpfise’s profits. M-C 
& S controls a number of industrial 
concerns. 

In exchange, Romney sold Wolf- 
son a Rambler Rebel, The AMC 
chief wouldn’t divulge the selling 
price-but said AMC “made a profit 
on the deal. 

“The meetings with him,” Rom- 


most constructive development for 

the company.” 

As reporters left the Detroit hotel 
room where Romney held his press 
conference, the AMC chief said he 
had been asked what his personal 
stockholdings were. 


“I owned 1,000 American Motors 
shares a year ago and since have 
added 2,700,” he said. “Just yester- 
day, I asked my broker to buy 


ney said, “strengthened my con- |1,000 more. So, you see, I’m not 


victions that his large invest- 
ment in American Motors is a 





just talking.” 
American Motors lost $19,746,243 


in the fiscal year ended last Sept. 

30. A_loss of $2,994,613 was shown 

for the quarter ended Dec. 31. 
Price of AMC stock has risen 

from a low of 5% to as high as 

8%, with heavy trading, since news 

of Wolfson’s interest was disclosed. 

* o * 


Rambler Sales Up Sharply; 


Metropolitans Soar 


DETROIT.—Rambler new-car 
sales in the second 10-day period 
of March were the highest in 10 
months, according to Roy Aber- 
nethy, vice-president of American 
Motors Corp. 

The sales total was 2,538, which 
topped all 10-day periods since May 
20, 1956, Abernethy said. The total 
also was a 12.1 percent gain over 


CLASSIFIED WANT ADS 


Reaching an estimated 150,000 
RATES: TWENTY-TWO CENTS 


leo 
ere) 


engaged in all 
PER WORD FOR EACH 


Te ee A he he ee ee 
INSERTION. 


POSITION WANTED ADS 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. Add One Dollar 


($1) per 


insertion for use of a box number 


Replies to 


Box Number ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: | 


TEN DAYS 
WANT AD DOEPT.., 


HELP WANTED 


ACCOUNTANT - OFFICE MANAGER for 
one of the largest Oldsmobile dealerships 
in south Florida, Must be able to super- 
vise personnel and be familiar with daily 
operating controls and the complete GM 
systems. Box 6949, c/o Automotive News, 
Detroit 26. 


OFFICE MANAGER and accountant to 
take complete charge of office in Chev- 
rolet dealership—300 new cars. Small 
town. Prefer someone familiar with GM 
accounting and daily management. Top 
compensation to one who qualifies. Phone, 
write or wire J. Harold Sausman, 8 & 8, 
Inc., Thompsontown, Pa, Telephone 2121. 


TRUCK SALESMEN—SELL GMC trucks, 
trailers and allied equipment in Miami, 
Florida; must have heavy duty truck 
experience. Write General Truck Sales, 
4333 Northwest 27th Ave., Miami, Fila. 
Attention: Sales. 


SALES MANAGER FOR well established 
Chevrolet dealership with excellent repu- 
tation. 12 miles from , Mass. Sal- 
ary plus commissions. Young salesman 
with proven sales ability considered. Out- 
line qualifications and give references. 
Box 6960, c/o Automotive News, Detroit 
26. 














POSITION WANTED 


GENERAL MANAGER, single, 32, six 
years’ retail and factory experience, de- 
sires position with a challenge. Prefer 
buyin with GM or Ford franchise, Will 
go anywhere. Box 6941, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER, proven ability, un- 
der 40 years of age, with several years’ 
experience as general manager in volume 
operations. Familiar with all phases of 
dealership operations. Can furnish refer- 
ences from regional and district factory 
managers. Presently earning $30,000 a 
year. Interested in Florida deal or large 
volume operation only. Will consider buy- 
in deal. Box 6954, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER, First class. Thor- 
oughly experienced GM and Chrysler 
products. Best feferences. Permanent lo- 
cation in or near Chicago preferred. Box 
6977, c/o Automotive News, Detroit 26. 


USED-CAR MANAGER with new-car 
dealer. Experienced all phases of opera- 
tion, Top references. Living Miami, Pre- 
fer south Florida. Box 6980, c/o Auto- 
motive News, Detroit 26. 


TRUCK MANAGER or sales manager—20 
years’ experience. Heavy duty truck fac- 
tory branches, retail and national used 
sales, district manager, retail manager 
and all phases truck wholesale and re- 
tail selling. Also past five years truck 
and fleet manager. Large volume Ford 
dealer, Considered top notch truck spe- 
cialist. New and used trucks. Would like 
to relocate south or east. Can furnish 
best of references, Would like to give 
Present employer 30 days’ separation 
notice. Write or wire C, E. Patten, 609 
N. Leamington Ave., Chicago 44, IIl. 





* 

Europe Opportunity 
4\-year-old American who is a general 
manager and has an outstanding record 
and experience in organizing and manag- 
ing an automobile dealership at a PROFIT 
—last year and this no exception. Aggres- 
sive and thoroughly experienced in all 
phases of the automobile and truck busi- 
ness. Now that my children are in college, 
would like to realize a life-long ambition 
of incorporating some successful ideas in 
the European market. Have visited Europe 
recently and found there are wonderful 
opportunities for good operators, For the 
past 15 years in the automobile business, 
| EARNED an average of 15 thousand dol- 
lars a year and the last few over 25 thou- 
sand a year—managing a million dollar 
@ month business. Willing to consider a 
large dealership connection or with a car 
or truck menufacturer with opportunity 
first consideration; will also invest part 
earnings. Write Box 6987, c/o Automotive 
News, Detroit 26. 


IN ADVANCE OF PUBLICATION DATE. Contract 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


ia hao 


POSITION WANTED 


CONTROLLER—AVAILABLE immediately. 
Fully qualified and experienced account- 
ant, age 40, in New York City or vicinity. 
Write Monarch Buick Co., Hempstead, 
N. Y., or call [Vanhoe 9-3800. 


CONTROLLER - OFFICE MANAGER, 19 
years with large volume Ford dealer. 
Capable of complete dealer management. 
Energetic, 50, can stand rigid investiga- 
tion. Will relocate. Box 6978, c/o Auto- 
motive News, Detroit 26. 


VOLUME OPERATOR SEEKS employment 
as used-car manager. Background covers 
all phases of dealership management 
and sales. Previous experience in two of 
the ‘‘Big Three’ auto dealerships. Well 
recommended, honest, reliable, ambitious 
with 20 years’ experience. Can give the 
very best of references, Prefer 100 miles 
radius, Chicago, Ili. Box 6981, c/o Auto- 
motive News, Detroit 26. 


GENERAL OR SALES MANAGER of 300 
to 600 new-car dealership—Ford or Chev- 
rolet. Twelve years with same dealer 
(800 new car), as retail salesman, new 
and used-car manager and general man- 
ager. College graduate in Bus. Adm., 
married, Best references locally and fac- 
tory. Proven ability as high profit pro- 
ducer and sound customer relations. 
Know how to recruit and train men to 
do a job. Want opportunity to prove 
ability in your dealership and in turn 
invest in business. Incentive and oppor- 
tunity a must, Box 6979, c/o Automotive 
News, Detroit 26. 


SALES MANAGER — Four and a half 
years’ selling experience with two of the 
largest Ford and Chevrolet dealers in 
Detroit. Law graduate, married, 32 years 
old. Presently employed by a sales pro- 
motion company. Would like to relocate 
on West Coast. Box 6982, c/o Automo- 
tive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. 
Young, aggressive executive desires posi- 
tion with secure future. Familiar with 
volume operations (GM line). Willing to 
assume full responsibility for expense 
control and anatysis of operations. New 
England area preferred. Box 6961, c/o 
Automotive News, Detroit 26. 


CONTROLLER WITE management ability. 
Mature executive with heavy cost and 
management control experience. Good 
organizer with ‘‘Big 3°’ background and 
outstanding profit building record, Pre- 
fer chain or large dealership but will 
consider challenging assignment requiring 
top performance. Interested in central 
Atlantic States or Florida but willing to 
relocate. Box 6962, c/o Automotive News, 
Detroit 26. 


SERVICE MANAGER. Interview the best. 
Unlimited master mechanic leader experi- 
ence. GM, Pontiac expert. Accept other 
products, Highest development assured. 
Specialist at personnel, factory, owner 
relations. Volume operator, Permanent 
only, Relocate right deal. Wire, write 
Box 6963, c/o Automotive News, Detroit 
26. 


SERVICE MANAGER—Available to dealer 
who has no sales problems, does have 
service problems, Executive master me- 
chanic to relieve your tension. Know 
service control, all phases. Unlimited ex- 
perience. Associate with any product. 
Interview only, shows evaluation to any 
organization—medium or large. Box 6964, 
c/o Automotive News, Detroit 26. 


AVAILABLE NOW experienced sales 
manager. 1,000 car deal or under, Used- 
car and new-car merchandising know 
how. Past profit record second to none. 
Interested only in sound deal, hard work 
and good money. Family man and pre- 
war experience. Box 6965, c/o Automo- 
tive News, Detroit 26. 


MANAGEMENT ASSISTANT-Comptroller 
or secretary-treasurer, 20 years’ experi- 
ence both wholesale and retail including 
Motors Holding. Capable of assuming full 
responsibility. Desire permanent position 
to settle and raise family. Western Can- 
ada preferred. Box 6966, c/o Automotive 
News, Detroit 26. 

PARTS .MANAGER WITH 20 years’ Ford 
experience. Now employed. Desire to 
locate in midwest or southwest in city 
under 20,000. Can furnish best of: refer- 
ences. Box 6967, c/o Automotive News, 
Detroit 26. 


DEALERSHIPS AVAILABLE 
LARGE DEALERSHIP FOR SALE_ han- 
dling Buick, in lovely suburban New York 


community. Apply Box 6905, c/o Automo- 
tive Newa, Detroit 26. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP FOR SALE—One of ‘Big 
Two’ located Ohio industrial city. Mini- 
mum annual volume 1,000 new units, Ex- 
cellent facilities and economical lease. 
Sale necessary because of family health 
condition, Sale on fair basis, no premium. 
Inquiries from satisfactory sources will 
receive confidential appointments for pre- 
liminary discussion. Box 6957, c/o Auto- 
motive News, Detroit 26. 


ONE DEALER TOWN—OHIO. Selling three 
different makes of the ‘‘Big 3.’’ Approxi- 
mately 300 car deal. Sell all or part on 
buy-out agreement. Outstanding deal and 
money maker for automobile man. Box 
6958, c/o Automotive News, Detroit 26. 


OPPORTUNITY—GOOD USED car business 
and a six room home on two acres of 
valuable property at Ledgewood Circle, 
New Jersey, 50 miles west of New York 
City where Rt. 10 joins Rt. 46. Ideal for 
buying, selling and living, Price $38,000 
less inventory. Contact Frank McKeon, 
Owner, Kleen-Cars, Rt. 46, Ledgewood, 
N. J. 

HANDLING LINCOLN - MERCURY in 
southeast Missouri county seat town of 
10,000 population, Only dealer in county 
of 50,000. Concrete building 40x76—car 
port 24x56 on lot adjoining 60x76. Parts 
$4,947.15, service equipment $6,206.03, 
administrative equipment $2,644.98, spe- 
cial tools, etc., $526. $30,000 walk out. 
Contact George Cook, P. O. Box 37, 
Caruthersville, Mo. Phone 819. 


DEALERSHIP FOR SALE handling Lin- 
coln-Mercury in one of northwest Wash- 
ington’s fastest growing cities near Se- 
attle. Exceptional modern facilities at a 
modest lease. Annual sales potential of 
200-250 new units and wonderful used- 
car volume, This dealership has been a 
consistent moneymaker, but health dic- 
tates sale. The best deal in the country 
at a modest investment. Box 6973, c/o 
Automotive News, Detroit 26. 


HANDLING CHEVROLET-Buick dual in 

Tilinois, $1,500,000 potential, Established 
30 years. Owner wishes to retire. Will 
keep used cars and lease building. Box 


6974, c/o Automotive News, Detroit 26. 











DEALERSHIP FOR SALE, handling Pon- 


tiac, in Palestine, Texas. Population 
17,000. A very profitable business, Will 
sell below inventory—$8,500. For com- 
plete details contact Charles C. Ander- 
son, 704 W. Main, Palestine, Texas. 
Phone 2227. 


DEALERSHIP HANDLING FORD — over 
100 cars last year. Indiana—farm and 
industrial region. Small but very profit- 
able for the investment. Box 6976, c/o 
Automotive News, Detroit 26. 





GERMAN BORGWARD DEALERSHIP of- 


fers real profit opportunity. Sell the 
fabulous Borgward—the precision built, 
family size, economy automobile of west- 
ern Germany, featuring custom crafts- 
manship, available in sedan models and 
station wagons, Borgward dealership now 
available in our territory; Colorado, 
Wyoming, New Mexico, Utah, Kansas, 
Nebraska, South Dakota. For informa- 
tion write, wire or call Marcus Motors, 
Inc., 1156 Broadway, Phone MA 3-4264, 
Denver, Colo. Borgward Distributors for 
the Rocky Mountain region. 


AUTOMOBILE AGENCY — “Big Three’ 
dual located in wealthy suburb near Chi- 
cago. Net profit after all expenses for 
December and January over $10,00@ No 
used cars, accounts receivable or real es- 
tate to buy. Attractive lease, modern 
building and adjoining used car lot. Low 
overhead. Factory approval necessary. 
Price—$45,000 cash. Write fully, giving 
background, etc. Box 6896, c/o Automo- 
tive News, Detroit 26. 


NEW YORK STATE agency handling Pon- 
tiac — adjacent to Capital City — trade 
area over 650,000 population. Excellent 
fringe deal. No used cars, accounts re- 
ceivable, real estate to buy. Attractive 
lease—building and used-car lot. $18,000 
will handle, Box 6968, c/o Automotive 
News, Detroit 26. 


SMALL DEALERSHIP in western Pennsyl- 
vania handling Nash and Rambler, Han- 
dling approximately 50 new and 150 used 
cars per Year. Includes small service de- 
partment and a fine used-car outlet that 
can be expanded. No equipment or parts 
to buy. Approximately one acre of land 
with 300 feet frontage on main east, 
west highway with gasoline pumps in 
front. Can be bought complete ready to 
go for $20,000. Terms arranged. Write 
= 6969, c/o Automotive News, Detroit 


— 


the comparable period of last yea; 
and an increase of 28.2 percent over 
the same period of February. 

Sales of Nash, Hudson and Met. 
ropolitan cars also rose in the 
period. 

Sales of the Metropolitan have 
increased 125.4 percent during the 
first two and a half months of this 
year, according to J. W. Watson 
sales manager. 

From January through the sec. 
ond 10-day period of March, Hud. 
son and Nash dealers sold 2,03) 
Metropolitans, compared with 901 
during the same period a year ago, 
Watson said. 

During the first 20 days of March 
this year, dealers sold 604 Metro- 


politans, compared with 255 a year | 


ago, for an increase of 136.8 per- 
cent, 


DEALERSHIPS AVAILABLE 


FOR SALE—CONTROLLING interest in a 
corporation selling DeSoto-Plymouth in 
Reno, Nevada. Large trading area of 
northern Nevada and eastern California, 
Only Plymouth dealer at present, Contact 
Charles H, Retzloff, 513 Third St., Marys- 
ville, Calif. 


HANDLING CHRYSLER - PLYMOUTH — 
good potential, Exclusive Chrysler entire 
county—100 miles from New York City— 
New York State. Small investment. Box 
6971, c/o Automotive News, Detroit 26. 








CENTRAL COLORADO DEALERSHIP, 


**Big Three’’ automobile plus full Inter- 
national Harvester line, Large well irri- 
gated area. Complete attractive plant, 
Not large comfortable living. Near 
mountains and fine hunting-fishing area, 
Owner must sell at substantial discount 
account ill health. Box 6975, c/o Auto 
motive News, Detroit 26. 


DEALERSHIP HANDLING Pontiac — 100 
car deal in growing community in north 
central Pennsylvania. Ideal facilities, 
well established profitable business, 
Owner taking a bigger deal. Box 6984, 
c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury in Indiana county seat town of 
18,000, Excellent location, heavy indus- 
trial area, This is a well established 
dealership. Low parts inventory, large 
used-car lot adjoining building. Good 
lease. Will repay investment first year. 
Box 6985, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING Lincoln-Mer- 
cury in southern California—600 to 700 
car potential. Well located with excellent 
facilities. $125,000 will handle. Box 6932, 
c/o Automotive News, Detroit 26. 


HANDLING OLDSMOBILE on Florida's 
west gold coast, located seven miles from 
largest air base in the nation, Over mil- 
lion sales 1956, with 150 market. No 
used cars or accounts. Approximately 
$25,000 cash and factory approval re- 
quired. Excellent location and lease. Wil? 
pay back first year. Reason, personal. 
Box 6983, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING CHRYSLER-Plym- 
outh—180 car potential. County seat. 
100,000 shopping area. Industrial center 
southeastern Ohio. Principals only. Com- 
plete including body shop, used-car lot. 
Corner location. Excellent facilities, good 
lease. Fully staffed dependable, qualified 
employes. Family iliness forces sale at 
% appraised selling value. Tremendous 
bargain. Factory cooperating. Box 6970, 
c/o Automotive News, Detroit 26. 


FOR SALE 


With Approval of Buick 
Motor Division 


Dealership handling Buick in North 
Carolina with 200 car potential. Lease 
can be transferred on building. Box 
6937, 


26. 


c/o Automotive News, Detroit 


Dealership Handling 
OLDSMOBILE 


Located in beautiful Shenandoah Valley. 
Highly diversified industrial city of 16,000 
with annual payroll of 32 million dollars. 
Spacious modern building on main street, 
90 car potential, very reasonable rent. 
Gross sales in 1956, one-half million dol- 
lars. A very profitable dealership. $27,000 
to handle. Anticipate securing larger 
dealership in metropolitan area. Replies 
held in strict confidence, Frank E, Hersh, 
Hersh Oldsmobile, Inc., Waynesboro, Va. 
Office phone 2-8253; residence phone 
2-4226. 


VOLVO beatersuip 


Offers Big Opportunity 
Sell Sweden's “hot'' VOLVYO—American 
car comfort, sports car handling and 
performance, miserly economy, Swedish 
precision. 


VOLVO dealerships now available in 
our territory: Alabama, Arkansas, Kan- 
sas, Louisiana, Mississippi, Missouri, 
Okiahoma, Tennessee and Texas. 


For information write or wire 
Nils Olef Sefeidt 


SWEDISH MOTOR IMPORT 


2221 Milam Telephone: CA 4-9456 
Houston, Texas 
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DEALERSHIPS AVAILABLE 


CY FOR SALE handling Ford in the 
wart of the Florida citrus belt. Low 
gerhead. Franchise calls for 68 cars and 
trucks per year, Sales price $20,000. 
fealer is retiring. Write P. O, Box 296, 
qrescent City, Fla., or telephone Cres- 
gnt City OWen 8-6251. 


-_ 





GSTRAL FLORIDA dealership handling 
yincoln-Mercury. 150,000 trade area. No 
goperty to buy. Good opportunity. Box 
@i2, c/o Automotive News, Detroit 26. 


DEALERSHIPS WANTED 


=——"- - 

WiL BUY ONE of ‘‘Big 3’’ or dual. Mini- 
gum 150 cars. Have experience and cash. 
Mi replies confidential, Box 6931, c/o 
guatomotive News, Detroit 26. 

G@ DEALERSHIP — Chevrolet, Pontiac, 
@as, Cadillac dual, Located California, 
gizona, Texas, New Mexico. 500 car 
plus. ave cash and factory approval. 
pox 6894, c/o Automotive News, Detroit 
&. 

Wau TO PURCHASE interest in sizeable 
@M@ agency. Prefer midwest. College 

duate, 35 years of age. Have $70,000 

# invest. Eight years’ successful busi- 
mss experience, Ability with best of ref- 
gences. Box 6986, c/o Automotive News, 
Detroit 26. 


i 


ATTENTION 
MR. CHRYSLER DEALER 


@year old college graduate with 7 suc- 
cessful years sales, advertising, merchan- 
dising, management experience has $45,000 


available capital. 


Would like to join your Chrysler Corpora- 
fion dealership with an option fo buy in 
or out if our association proves mutually 
satisfactory. Not interested in fancy titles, 


quaranteed salaries, pensions; only in be- 
| produce profits for your 


ing 
organization. 


paid as 


frefer San Francisco Bay area, or North- 
@n California, Oregon, Washington. For 
gersonal Box 6988, c/o 
Automotive News, Detroit 26. 


brochure write 





DEALER SERVICES _ 





INVENTORY SERVICE 


Parts and Accessories 
a CERTIFIED REPORTS 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ Inventory Investment Evaluated 
@ Analysis of Methods and Procedures 
Fal time experts. No pick-up part time help. 
Call or write for service details 
Automotive Inventory Service Co. 
1400 Freeland Detroit 27, Mich. WE 3-6445 
Western Dealers, Attention 
49S. Western Ave. Los Angeles 5, Calif. 
DU 9-5095 











RECOVERY 
SERVICE 


We cover all Eastern North Carolina! 


Delinquent payments, repossessions, re- 


ports and skip tracing. 


Layton's Recovery Service 


P.O. Box 222 Rocky Mount, N. C. 


Telephone 2-2769 


id You 


ee page 5? 
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DEALER SERVICES 


"EFFORT 
ORGANIZER" 


Do your salesmen work on a regu- 
lar pattern of effort or are they 
operating hit and miss? You can 
lick this 


one with our ‘EFFORT 
ORGANIZER.” It's simple and can 
be put into effect in one meeting. 
Salesmen like it too. Send $4.95 
today, you'll receive it by return 
mail postpaid. 


Automotive Enterprises 
10600 Puritan Ave. Detroit 38, Mich. 





BUSINESS OPPORTUNITIES 








U-DRIVE-IT FRANCHISES 


AVAILABLE 
Franchise available for car and truck U- 
Drive-It. This franchise is available to 


new car dealers only. Write 


Konner U-Drive-It Corp. 


222 Gardiners Ave. Levittown, L. 1., N. Y. 


NUSUAL OPPORTUNITY 
AUTO SALES EXEC. 


enationally. We set you up an 

tfor lucrative earnings in excess of $15,000 
for more depending on initiative and 
drive. No investment. References required. = 
Send detailed resume. Box 6885, c/o= 
Automotive News, Detroit 26. 


$1,000.00 per month or MORE 
commissions to representatives 
who can qualify. 


Want representatives now sell- 
ing seat covers, car mats and 
other accessories to car dealers 
only. 


Exclusive protected territories. 


World's largest 
of license plate frames and 


manufacturer 


monograms. 
Territories Available: 


Wisc. — Minn. 
No. & So. Dak. 
lowa — Nebr. 
Kans. — Mo. 
Ark. — La. 


Texas 
Pacific Northwest 


THE BENMATT 


ORGANIZATION, INC. 
3447 E. 15th St., Los Angeles 23, Calif. 








SHOP EQUIPMENT FOR SALE 





MR. AUTO DEALER 
and 
ALIGNMENT MEN 








WE HAVE IT! 


Three alignment wrenches for the 1957 Mercury and Lincoln. 
They are very easy to make from our ‘‘Step by Step Do-lt-Your- 
_ self’ blueprints. All three wrenches are patent pending, and 
have been in service for some time, and are tops. These 
| wrenches can not be purchased any other way. Send $2.00 
: for blueprints and 25 cents for mailing. No stamps or personal 


® checks. 


REGAL BLUEPRINT CO. 


1535 S. PINE ST. CASPER, WYO. 








BUSINESS OPPORTUNITIES 


BATTERY AND IGNITION service, whole- 
sale automotive equipment and supplies 
business—location prosperous North Car- 
olina city. Present owner since 1920. 





Receipts $163,797.93, can increase. Com- WILL GIVE $5,000 for best i954 model 


pletely equipped, Rent $375. Priced to 
sell, (Brokers protected.) Rendlog Sales 
Company, 1780 Broadway N. Y. C, PL 
7-5345. 


TREMENDOUS GOVERNMENT sales now 
going on. Buy direct from Uncle Sam— 
jeeps; trucks; amphibious jeeps; boats; 
aircrafts; tractors; trailers; automotive 
supplies; shop equipment. Government 
Depot List and Procedure—$1, Brody, 
Box 8-AUC, Sunnyside 4, New York. 


BUILDING FOR CHRYSLER - Plymouth 
dealership with 25 acres of land will be 
sold at public auction April 6th, 1957, at 
2:30 p.m. Terms $3,000 down, Located 
25 miles west of Richmond, Va., on U. 8S. 
Highway 60 in Powhatan County, Va, 


CARS FOR SALE 





ROBINSON CAR LEASING 
FLEET LEASED CARS 
1955—1956 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 
Available in: Philadelphia, Baltimore, Wash- 





ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas Ci Lin- 
coln, Neb., klahoma City, Fort orth, 


Dallas, New Orleans, Atlanta, Boston. 
ROBINSON CAR LEASING 
DIVISION 
THE HERTZ CORP. 


For specific information in any city, address: 
|. E. Spatig, Used Car Mgr. WeEbster 9-2144 
218 S. Wabash Ave. Chicago, Ill. 





TWO LINCOLN CONTINENTALS. 
Cabrolet V12—perfect throughout. 1947 
coupe, 1954 Olds, 98 engine. Excellent | 
condition. $2,200 each. Hugh Black, Inc., 
1110 Maine St. Quincy, Ill. Baldwin 
3-6210. 


1948 


CARS WANTED” 
SEVEN PASSENGER CADILLAC limou- 











sines, ambulances and hearses. Must be 
sharp. Ridgway, Belmont 4-6611, 2836) 
N. E. Sandy, Portland 12, Ore. 
: ACCESSORIES FOR SALE j 
New Mo-Par Radios 
1955-56 Chrysler, 1956 DeSoto, 
1956 Plymouth ... 349.95 
1951 to ‘54 Chrysler .. $39.9 





CONVERTIBLE TOPS—$18.75, Headlinings, 





1ST AND G STS. 





| TRUCK AND CAR SIGNS made 


AUXILIARY LEFT FOOT gas pedal, 


__ Lehner Mfg., Ness City, Kans. 


MISCELLANEOUS MISCELLANEOUS 


$12.50, Clear plastic seat covers, $12.50. 
Free catalogue, Big Buck, 307 Cambridge 
St., Boston 14, Mass. 


BLUE © CHIP 
TOW-PILOT | , 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& GUIDE CABLES 


Cessna 180, Contact DeLoach Motors, 
Tuscaloosa, Ala, 


ARE USED CARS MOVING? 


Slick up those soiled interiors! 
Use “Nuagane” for leathers and 
“PeVec" for plastics. 


Used over the world for over 40 years. 


MEETS ALL I.C.C. 
REQUIREMENTS 


DEALERS’ SPECIAL (F.O.B. Factory Net) 
$52.3 Fed. Tax Included 
WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
Less Guide Cables 
GUIDE CABLES 


DEALERS’ SPECIAL (F.O.8. Factory Net) 


Write for information and color card. 


GRAYS HARBOR MOTORS 
ABERDEEN, WASH. | 





Automatic BrakinG 


WITH BRAKE HOOK-UP 








ONLY.. $5]* guioe $9.90 Fed. Tax included 


THE FAMOUS 
MOTO-MATIC 


TOW «+ GUIDE 


$35.00 
Up intra-State Tow Bar.......... 

° Four Cla ook-U 
TowKinG bbe $45 | cqaiae svecian P.O8. cae Net) 


‘| $44.85 Fed. Tax included 
Tow Bar Sales Co. ||] sects 1.c.c. strength requirements 
Exclusive Factory Distributors 


€ « 
AS NEAR AS YOUR PHONE 
DE 2.0700 AN 3-8888 Nites: BA I-a7i7 ||} Liberal Quantity Discounts 


Call Collect .3,22%<°3°, || To Distributors 
40 So. Clinton St., Chicago 6, Ill. 


COMPLETE with 


u abies an $ 45 
Guide Copier ond = SOF 


QuICcK- “ 
tofenper Tow Ser. $21.50 


TRI-KING 3-Point Hook- 





- Write for Illustrated Catalog 
Factory Sales Division 


easy|}| PILOT DISTRIBUTING CO. 
og BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 


‘Leaders in the Industry 
Since 1939” 


with plastic letters. Metal, 
masonite letters also. Brass _ stencils. | 
Signs for every purpose, Jim Ramsey, | 
Inc., 175 Jefferson, Lexington, Ky. | 


wood 





" | 
$6.95. | 
Gudtanteed, Fits all cars, pickups, trucks. 
Dealers and jobbers order from R. V. 








MISCELLANEOUS 





8 and 9 Tube Sets in Original Cartons 





1955-56 Pontiac GM, Part No. 98496! 
1954-55 Cadillac GM 


$39.95 
. 49.95 





1956 Lincoln FOMOCO, 1956 
Mercury FOMOCO 


Catalogues upon request. 
LIBERTY AUTO RADIO 


161 St. New York 51, N. Y. | 
MOtt Haven, 5-9466 


$49.95 


iv! E. 


PARTS FOR SALE 


BUICK PARTS 
UP TO 50% DISCOUNT 
Fast C.0.D. Shipments 





Rea Keech Buick 


3333 Frederick Ave. 
Baltimore 29, Md. 
Phone EDmondson 6-4400 


CADILLAC POWER STEERING units for 
1950 through 1953. Genuine ‘‘Monroe,"’ 
complete package—instalis in 2 hours. 
List $295. Will close out 6 units below 
cost at $145 ea. Waco, P. O. Box 185, 
Riverside Station, Miami 35, Fila. 

NOW! PLASTIC GLASS for truck doors 
guaranteed not to break. Prices on re- 
quest. Fast C.O.D. shipments. Aberdeen 
Auto Parts, Box 283, Aberdeen, Md. 





BUICK PARTS 
ROCKY MOUNTAIN AREA 


Up to 50% Discount 
Quick Service — Mail — Wire or Phone 
c. Oo. D. 


Gerardot-Herrick Buick 


5225 E. Colfax Ave. Denver, Colo. 
Phone Florida 5-446! 








Chevrolet Parts 


Orders Shipped Complete Same Day 


as Received. 


Lustine-Nicholson Chevrolet 
5710 Baltimore Ave. Hyattsville, Md. 
Phone Warfield 7-7200 | 





ANTIQUE CARS FOR SALE 
FOR SALE--1928 Plymouth sedan. In ex- 
cellent repair and appearance, Write or 
phone Jim Milnes Auto Service, Kewanee, 
Til. 
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Largest Stock on East Coast : 
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WHO IS TO BLAME? 


COPYRIGHT 
W. 8. KAAS 
1957 N.Y. 


Limited Publication 
$5 per copy 


Limited Publication 
$5 per copy 


Man to Man talk on 1957 Dealer Problems: 

What to do to make a profit: How to reduce overhead: 
How good is Wheel ‘em & Deal ‘em: How Dangerous: 
How to prevent salesmen turnover: Finance Reserves: 
Dealer-Salesmen Relations: Dealer-Manager Relations: 
Manager Functions: The Functions of the Boss: 

Suspect and Prospect Procurement: Dealer Contests: 
Six different types of drop ins: How to analyze them: 
Correct prospect follow-up, by phone, mail, personal: 
Service Hidden Profit File: Individualized Service Mail: 
Topics for Morning Meetings: Demonstrators: Sales Tools: 


Wm. KAAS 


Automotive Counsellor 


121 West 72nd Street New York City, N. Y. 








New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 
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he truck dealer whos 
Customers are penny pinchers 


Then why the happy grin? Because his customers watch their operating and 
maintenance costs closely and know that INTERNATIONAL Trucks cost least 
to own. 


Don’t shy away from cost-conscious prospects. They can become your 
steadiest customers—if you're selling the right line of trucks. 


That line is INTERNATIONAL— world’s most complete, with models from 
one-half ton pickups to 96,000 Ibs. GVW and everything in between. And 
whatever the model, you know INTERNATIONAL has built more into it to i 
give your customer greater value. 


For infofmation on an INTERNATIONAL Truck franchise, write: Manager 
of Sales, Motor Truck Division, International Harvester Company, 180 
North Michigan Avenue, Chicago 1. 


INTERNATIONAL TRUCKS 


ERT R I SFT oe 
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